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MILLION FASTENERS 
MADE EVERY DAY... 
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With 16 acres of floor space devoted to making 


From the tiniest bolt, nut, screw or rivet to 
fasteners, we will be ready with our large capacity, 


the largest, the National line of headed and 
threaded products is the most complete line complete facilities and all-around ‘‘know-how”’, 


made by one manufacturer. to give you exceptional service at the war's end. 


THE NATIONAL SCREW & MFG. CO., CLEVELAND 4, 0. 
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Wooster Wartime Brushes are pinch-hitting for the fam- 
ous Wooster Brushes which have been withdrawn temp- 
orarily owing to war restrictions. Made of 55% bristle 
and 45% horsehair, these wartime brushes are helping 
Wooster dealers to meet civilian consumer brush de- 
mands -- either over-the-counter or by industrial users. 
Under provisions of the Amended WPB General Prefer- 
ence Order M-51, these brushes may be purchased, in 
reasonable quantities, from Wooster Distributors and can 
be resold to anyone. Ask your Wooster Distributor. 


Wooster’s War Emergency Brushes, made entirely of Bristle substitutes, are 


also available. 
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THE WOOSTER BRUSH CO. * WOOSTER, OHIO % © 
Brush Manufacturers Since 1851—Thru 4 Wars %Y 4 me 
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INVASION is the big word today . . . and to keep the 
“big push” pushing on, our fighting forces need a 
steady flow of the best equipment in the world. That’s 
why Yale & Towne are still proudly producing the 
important parts for Corsair fighters, Radar, tanks and 
jeeps that our normal lock-making facilities are best 
suited for in times like these. 

The advertisement reproduced here appears in the 
SATURDAY EVENING POST, Aug. 12, to remind the 
readers of the good reasons why they cannot get all 
the Yale products they want. Meanwhile, we are also 
advertising—through our Wartime Progress Plan— 
to help bring customers into your store for the hard- 
ware items that you can sell. We still offer you through 
the hardware trade press, war-time business-building 
ideas that help build sales and good-will. 
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INTO YOUR BUSINESS 





THE YALE & TOWN 
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MANUFACTURING CO. 
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LINE UP WITH YOUR TRU-TEST DISTRIBUTOR NOW 
FOR THE BIG TOY SEASON THAT’S JUST AHEAD! 


Colorful, compelling, complete, this handsome new 
TRU-TEST Consumer Book is ready now to help you 
go after the highly profitable toy market! Beautifully 
printed in full color and gravure, this one book sells a 
complete line of toys — featuring more than 200 popu- 
larity-proved items retailing from 15 cents to $12.95. 


This TRU-TEST Consumer Toy Book is typical of the 
powerful promotional support you get as a TRU-TEST 


retailer of toys, hard lines, automotive supplies, fur- 


TRU-TEST 

Merchandise Mart 

Chicago 54, Illinois 

Please send booklet explaining the TRU- 
TEST System. 

Name _ 


Company 


Address 


niture and home appliances. And TRU-TEST, the 
remarkable system that brings the proved advantages of 
modern mass distribution to independent retailers and 
distributors, offers other outstanding benefits. It assures 
maximum sales volume . . . increased net profit . . . 


and an impregnable position against all competition. 


For complete details on the new TRU-TEST Con- 
sumer Toy Book, get in touch with your TRU-TEST 


Distributor, or write us. 


TRU-TEST 


MERCHANDISE MART= CHICAGO 54, ILLINOIS 


State 


Eastern Offices: 225 Fifth Avenue, New York 10, N. Y. 
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The war’s urgent demands still call for vast quantities of 
sturdy, dependable Stanley hand tools. To meet this demand, 
Stanley is producing a wartime line—simplified in design 
and finish, but retaining every good working quality. 

With peace, Stanley Tools will again appear in their fam- 
iliar attractive finish, styling and packaging — to attract cus- 
tomers to your store—and to satisfy their most exacting 
requirements. 

Stanley Tools can be the foundation line of your tool 
department. In appearance and performance, they'll be 
geared to ready sales and sure satisfaction. Attractive dis- 
plays and other aids will help you sell. 


As ad Stanley Tools, 111 Elm Street, New Britain, Conn. 
\ 


STANLEY 


THE TOOL BOX OF THE WORLD 
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Anvil Tools 
Awls 

Bars — Ripping 
Bit Braces 
Boring Tools 
Breast Drills 
Chisels — Cold 
Chisels — Wood 
Hammers 
Hand Drills 
Knife 

Levels 
Marking Gauges 
Mitre Boxes 
Planes 
Punches 

Rules 

Saw Sets 
Scrapers 
Screw Drivers 
Sledges 


Soldering Irons 
(Electric) 


Spoke Shaves 
Squares 
Vises 





Meyercord Decal diagrams “‘stay put’’! They are easy to apply, 
yet eliminate the danger present in easy-to-come-off paper and 


” 


glue-type diagrams. They’re engineered to ‘‘stand up and take it 
under grueling tropical sun, in the frigid arctic, in humid jungle. 
Meyercord Decals are washable—complete immersion will not 
destroy their legibility or adhesion! They are durable, vibration- 
proof, and can be produced in any size, design, or colors. 


Wiring diagrams...special Ordnance lubricating guides for com- 
bat vehicles ...stowage charts, spare parts listings—these are 
but a few of the hundreds of ways in which Meyercord Decals are 
serving the armed forces. Used for nameplates, instructions, and 
insignia on vessels, tanks, planes, and other combat equipment, 
they save time, money, weight and metal. Send for complete 
literature. Address inquiries to Department 11-8. 


Speed Vietory-Gugy War Sounds 


MEYERCORD DECALS 


The Meyercord Co... World’s, Largest Manufacturers of Decalcomania 
5323 WEST LAKE STREET. CHICAGO (44) ILLINOIS 
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i YOU CANNOT EAT 
™ YOUR CAKE . 
AND HAVE IT, TOO... 


CENT ed pote 
: TO HELP WIN THE WARS 


OF 1812 
1846 
1861 
1898 
1917 WORLD WAR 1 
AND NOW THE PRESENT WORLD WAR II 






















S O: it you are finding yourself annoyed with comparatively little 


regulation merchandise from us — Please remember 


Peate did it before & Perte will do it again! 








Many of our Distributors, also many Retailers, voluntarily make the frank 
| acknowledgment that PEXTO put them back into the Tool Business. 
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THIS NEWSPAPER AD SURE 
BROUGHT RESULTS FOR ME! 
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+ Your Old Water System Can Be 
A GOOD Water System in 1944 





A Message to Myers Dealers 






“ vs whet Jou need 
PARTS OF seRvict 


Newspaper advertising pays in many ways. It sells ia Yoo WO 
goods and service — brings traffic into your store — : 
increases your personal contacts — helps to create good 
will and build prospects for future sales. Everybody 
reads the newspapers. Use the complete Myers news- 
paper ads we furnish and let everyone in your territory 
know WHERE TO GO for Sales and Service on pumps 
and water systems. Line up water system prospects 
now with the aid of these effective newspaper ads and 
our complete program for local cooperation. As the 
Myers dealer you are entitled to this free service and 
we recommend that you use it. 
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THE F. E. MYERS & BRO. CO. 
1009 Church St., Ashland, Ohio 







Fa — 
€ 
anh 
M rye! FRS wet 10 
a> 
pratl® 










7, 


st se 


aanre® 






pout? 





WATER SYSTEMS + PUMPS + SPRAYERS HAY UNLOADING TOOLS 
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Presenting the McKee 





GLASBAKE NURSER 
Heat Resisting and Easily Cleaned . . . To Retail for Only 107 


Mothers can buy the McKee Glasbake 
Nurser with complete confidence—thou- 
sands of them are already familiar with 
the other quality McKee products, 
Glasbake Ovenware and Range-Tec Top- 
of-Stove ware. The Glasbake Nurser is 
sanitary, non-rolling, sturdy. Back of 
it are 91 years of experience and knowl- 
edge in producing high grade, quality 
glass products. 


BLASBAKE — RANGETEC: 


TOP-OF-STOVE WARE tog tm 


OVEN WARE aegtm 


Dealers and+Jobbers are offered a fast 
moving, promotional product with an 
unusual markup. Get in touch with 
your Jobber, the McKee Sales Repre- 
sentative or write us today for full 
details. There’s a fine display unit for 
McKee Glasbake Nurser around which 
you can build up an attractive layout. 
McKee Glass Company, Jeannette, Pa. 


Since 1853 . . . Glass with a guarantee. 





THE MOST COMPLETE LINE OF GLASS COOKING WARE IN THE WORLD 











Do You Know 


what they’re looking for? 














Farm families are mighty intelligent buyers. They set out for town, knowing in 
advance pretty much what they want. FARM JOURNAL, being their favorite 
magazine, naturally has an important part in making up their minds. Its adver- 
tising pages are filled with messages about goods and services désigned for 
better farming and better farm living. 


Take advantage for yourself of the power- 
ful influence exerted by this largest of all 
rural magazines — FARM JOURNAL. More 
than 2,500,000 farmers subscribe to it. 
More than 10,000,000 farm people read it 
—and make up their minds by it. And the 


These are the products in your line advertised in 
current issues of the FARM JOURNAL. Display them. 





ARMCO STEELS 

BALL ALL-GLASS JARS 
BILTRITE a HEELS 
BLACK LEAF 40 

BOSS KEROSENE STOVES 


ENGIN 
BRIGHT STAR FLASHLIGHT 
BATTERIES 
BURPEE CAN sae & 
PRESSURE CANNERS 
CARBORUNDUM FILES 
CAT'S PAW RUBBER HEELS 
D SOLES 


AND SO 
CHORE GIRL CLEANER 
CLOROX 
COLEMAN APPLIANCES 
CYANOGAS 
tena 


DISSTON SAWS 
EAGLE BRAND WATER BAGS 


EVEREADY FLASHLIGHT 
BATTERIES 

FOLEY FOOD MILL 

FRIGIDAIRE 

GATOR ROACH HIVES 


GENERAL ELECTRIC 
GOLDEN FLEECE POT 
CLEANER 


HAMMOND’S SLUG SHOT 
= we 2 


KALAMAZOO. STOVES 

KERR ne JARS & CAPS 
K-R-O RATICIDE 

LOCKE WARM MORNING 
STOVES 


NORGE 
PARMAK ELECTRIC FENCER 
PERFECTION STOVES 
PETERS CARTRIDGES 
PHILCO PRODUCTS 


HAL ag] cuars 
PLANET 

POLAROID. DAY GLASSES 
PRESTO JARS 

PURINA FEEDS, 

PYREX WARE 

RCA PRODUCTS 

RED es = SPRAY 
REPUBLI EEL 

OR. SALSBURY' Ss PRODUCTS 
SANI-FLUSH 


SILEX 

SO-LO PATCHING CEMENT 
SPRA-KAST * 

SPRED WASHABLE PAINTS 
TA-PAT-CO COLLAR PADS 
TOXITE 

TUBERTONE 

U. S. STEEL 


WESTINGHOUSE PRODUCTS 
ZENITH RADIOS 





products they buy, and will buy, they’ll get 
from you if you handle them. Intelligent 
selling to this profitable rural market calls 
for information on their preferences—the 
things they’re looking for. You'll find them 
in the advertising pages of FARM JOURNAL. 


Of the 
FIRST FOUR 
ONLY ONE 


covers the rural market 


F: ARES 


JOURN SS 





Successful merchandising is based on facts. Write today and have us tell you how many 
FARM JOURNAL subscribers live in your own county. In 2 counties out of 3 (practically all 
but the metropolitan areas), FARM JOURNAL readers outnumber those of Life, The Saturday 
Evening Post or Collier’s. 


GRAHAM PATTERSON, Publisher 





JOURNAL 
x0 Farmer's Wife 





Washington Square, PHILADELPHIA 5 
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PAINT 


Pt TERIOp ar 
EXTERIOR HEAT A 


HE g TEN 
XEFFIELD BRONZE POWDER as 
CLEVELAND « OH! 





( SHEFFIELD Super-Chrome Piuish 


Keady Wired ALUMINUM PAINT 


(Guaranteed indefinitely against deteriorationinthecan) 


| Gaabeat-Yobt-0c-Wel-3 6h (4-> ah'aumes Co) omg a0- We aat-bah'anbe-{-T-ia.sel- a 
it was preferred by users for its beautiful chro- 
aabaeteate ed ¢-W5 ab cbt—) ctemtosal-S0meobac(-ba-Meor-ba arebele m2 0_ or 
or higher preference rating. Write at once 


Xo} aloloy aah od t-t¢-Me(-1e-bOE-MRo) am I’ Bad SERB ef-s aablad-to! eee 


Che Sheffield Bronze Powders Stencil 


Clevela yz, OAzO. 
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Big °1.25 Economy Package 


PREG with each order P 


for 2 cards of 


mane $e If -Se | lin & 


<acrke QUICK-DEATH 


New Fortified Red Squill Formula 4 to 4 Times More Potent 


More Than 100% Profit Retail Value. 2 Cards $8.40 
for You, Mr. Dealer, on Economy Pkg. Retails 1.25 


This Special Deal $9.65 
Cost of all to Dealer 4.80 





ACT QUICK! Order 
Today from your Jobber DEALER’S PROFIT $4.85 











Manufactured and Guaranteed by OHIO PRODUCTS CO., No. Madison, Ohio 


That’s good news 
for these typical 
GLASWIK users 


“I’ve tried to buy GLASWIK 
for the past 6 months” 


“GLASWIK is the best we ever 
a 


“I’ve been using GLASWIK 
KINDLERS for years—they are 


superior to any I have ever used. .” 


“Let me know by return mail if 
you have GLASWIK KIND. 
LERS ...1 need new ones” 


“GLASWIK has given perfect 
satisfaction in my furnace and coal 
stove” 





KINDLERS 


War needs temporarily pushed 
GLASWIK off the market, but it 
is back again now and we know you'll be 
glad to hear it. 
GLASWIK, as you know, is tops in qual- 
ity and performance. Lights instantly—no 
carbon or soot—uses less oil— produces more 
heat— requires less attention — lasts longer. 


A very profitable item to handle. 
FLAMEMASTER is likewise available in 


moderate quantities, and of course you'll 
want to keep stocked with ... 


VICTORY asbestos wicks, the popular eco- 


nomical replacement for woven wicks. 





ATLAS ASBESTOS COMPANY 


PRODUCERS OF ASBESTOS PRODUCTS FOR 20 YEARS 
NORTH WALES, PENNSYLVANIA 
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NATIONAL ADVERTISING 


PRESENTS MORTITE AS PROFITABLE 


YEAR-AROUND SELLER 











TUL rUCene GER-UPPER 


A pliable 
Plastic that 
plugs holes in 
and around 
screens, 
casements, 
drain boards, 
sinks, bath- 
tubs, etc. 
Stops rattles. 











In winter 
weatherstrips 
windows. vs 


MANY USES IN THE HOME 
Keeps out dust and dirt, mosquitoes, 
flies, ants and other insects. 
Easy to apply. Unrolls like ribbon. 
Adheres to any clean, dry surface. | 
Just press into place and it stays 
put. Does not shrink, crack or chip. | 
About 80 feet to a roll. At 
your Dealer's or $1.25 —- 
Send for Circular - ‘ 


J. W. MORTELL CO. 
508 Burch St., Kankakee, Ill. 
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Here we show one of a series of Advertisements 
appearing every Month in these 29 Publications with 


15,000,000 circulation. 


Time Magazine 

Better Homes & Gardens 
Parents’ Magazine 

Popular Mechanics 
Mechanix Illustrated 
Popular Homecraft 
American Painter & Decorator 
Chemical Equipment Digest 
Domestic Engineering 
Factory Management 

Food Equipment Digest 
Hardware Age 


Heating, Piping & Air 
Conditioning 


Modern Industry 


Saturday Evening Post 
American Home 

House Beautiful 

Popular Science Monthly 
Home Craftsman 

Science & Mechanics 
Industrial Equipment News 
Industrial Maintenance 
Industry & Power 
Institutions 

Mill & Factory 

Mill Supplies 

New Equipment Digest 
Plumbing & Heating Business 


Chemical Equipment Digest 


THE DEMAND IS INCREASING 


Get Ready Now to Fill Orders 


V Check your stock of Mortite. Order through your Jobber. 


V Use the attractive Window and Counter Display. 


V Mats and electrotypes for local newspaper advertising 
Ask for circular showing them. 


are furnished free. 





J. W. MORTELL CO. 


Technical Coatings since 1895 


508 Burch St., Kankakee, III. 
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FOUNTAINS and 
HEATERS 


ELECTRIC BROODERS 






































METAL NESTS PAN end GRILL EGG SCALE 
— 
WATER 
EGG BASKET METAL FEEDERS HEATER 


MANY OTHER ITEMS /mmediately AVAILABLE 















WRITE FOR CATALOG AND LITERATURE 
THE NATIONAL IDEAL CO., TOLEDO, OHIO 





Make Your Store 
Waterproofing Headquarters 








You can stand : 
squarely back of 


It will positively | 
prevent the seep- 
ts age of water. 

: It’s guaranteed to 
do the job. 

For cellar walls é 
and floors and all 
masonry surfaces. 
Any one can apply 
it. Goes on like 
paint. 

Users are always 
enthusiastic boost- 
ers. They will boost 
your store as the place 
to get real waterproof- 
ing satisfaction. 

Rie Kay-Tite is packed in 10 lb. 
vente | packages and 60 Ib. bags. 
It comes in Grey and White. 
A 10 Ib. package will water- 
proof 100 to 150 sq. ft. 


Write for complete in- 
formation. Send your 
Jobber’s name. 


KAY-TITE COMPANY 
West Orange, N. J. 


Jobers now selling Kay-Tite: 


John Duer & Sons, Inc., Baltimore, Md.; Frederick Trading Co., Frederick, 
Md.; ey Hardsocg Co., Pittsburgh, Pa.; Igoe Bros., Brooklyn, — 
New York, N. Jamaica, 'N. , a Stamford, Conn., Newark, N. J., Asbury 
Park, N. J., and Hawthorne, N. J.; May Hardware Co. Washington, D. C.; 
Newark Specialty Co., Nework, N: Ju: < © oo ‘Hardware Co, Phila- 
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AMERICA’S 
COMPLETE 
QUALITY LINE 









Gq) 11111 Water inte Cash , 


for Dealers... for Users. 
AE TAYEH 





delphia, Pa.; Phoenix Hdw. Co., Newar 


















WINDMILLS 
PUMPS 









WATER SUPPLY EQUIPMENT 























\* 
. Fy CYLINDERS 





CENTRIFUGAL 
PUMPS 


.<| WATER SYSTEMS 


Thousands of farmers today have in mind installing water 
systems and e ment as soon as e oe omer can be ob- 
tained. Get in Row W on the post-war m this means for 
Dempster’s famous COMPLETE QUALITY LINE. Be armed 
with the many advantages Dempster’s equipment offers 
when competition is keen again. A franchise for your 





WATER oad territory may be among some immediately available. — 
sauwns WRITE FOR FRANCHISE NOW 

STEEL AND There is highly-profitable, big-volume opportunity for deale:s backed by 
WOOD TANKS Dempster’s 65-year old dependability record. There are Dempster deep 
PE and shallow well pumps for every need in a wide range of capacities. 

PI Also everything in water supply equipment. 

Wi E LL FITTINGS 
SHALLOW VALVES a 





PUMP 
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DEMPSTER MILL MFG. CO. 
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FARM FENCE 
CONTROLLERS 
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FALL zs the time to make 
EXTRA profits from Vigoro 


From coast to coast the practice of fall lawn 
feeding has taken hold. Authorities showed | 
Americans the advantages of feeding lawns | 
in the Fall. Swift & Company, in big color- 
ful ads in national magazines, has told and 
is now telling the nation: “Fall is the ideal 
time to give lawns the Vigoro Beauty Treat- 


Re _ Seen 
e Con wr 
A. C,-D. C. Operated 
List Price $27.80 
Shipping Wet. 164 ibe 


ie « WO SUBSTITUTE 
For Expertence 


| Experience is a vital factor in the produc- 
| tion of electric fence controllers. The sound, 
practical experience built into thousands of 
Electro-Line Farm Fence Controllers, assures 
lasting, dependable service in everyday 
operation. That service is important to you 
and to the farmers you serve. 























ment!”’ 


You sell dependability . . . you sell 
Falli—the ideal time to feed Vigoro, is the quality... you sell lasting service when you s 
; , . . sell your customers Electro-Line Farm Fence 
ideal time for you to sell Vigoro. Right now Controllers. 








is the time to get your share of these timely Anticipate your requirements as far Sold 
rofits! Feature Vigoro now! ahead as possible. Cooperate in every hnough 

: ; ” reasonable way with your jobber. This will 7 

Send for free display ma- relieve the problem of distribution at the Gobbers 

terial today. time of peak demand. Only 






A product of 


SWIFT & 
COMPANY 


a ne ee ee 


ELECTRO-LINE FENCE COMPANY 


120 North Broadway Milwaukee 2, Wisconsin 

















MACHINE BOLTS 


@ Machine bolts with either square or hexagon 
heads are made of heat treated steel, and have true, 
straight shanks and very accurate threads. Made 
up to 2-inch diameter, any length, but stocked only 
up to 1%-inch diameter, 12-inch lengths. 

A copy of the Lamson “Ready Reference” List, a 

handy visible indexed catalog and price list, is ready 

Sor you. Ask your jobber’s salesman, or write us for it. 


THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 


LAMSON & SESSIONS 











X_ RIEGEL 


WORK GLOVES 


These strong, protective work gloves are the product of 
one of America’s largest textile mills. They are Riegel- 
controlled—in one plant—from raw cotton to finished 
glove. This single close supervision of every detail re- 
sults in unexcelled quality—durability—economy. 


im 













AN) 
CHT 
RIEGEL TEXTILE CORPORATION 


342 Madison Avenue, New York 17, N. Y. 


“The Right Glove For Every Job” 


+ 























DEARBORN 


WORLD'S FINEST, SAFEST 


GAS HEATERS 


Increase your profits. Join the swing 
to Dearbern, the complete line of vented 
and unvénted heaters offering out- 
standing Safety and Convenience fea- 
tures plus Matchless Performance. 
It’s the Quality line that leads in sales 
from coast to coast. 


FEATURES THAT SELL 


Ultra-smart Appearance—Air Insulated 
Cabinets—Hi Crown Burners—Auto- 
matic Lighting—Syphonaire Chassis— 
Super Glo Radiants—A.G.A. Ap- 
proval. These are features that make 
Dearborn heaters truly Outstanding. 
They Offer a Talkable—Visible and 
Saleable difference. 


WRITE FOR LITERATURE 


AIR COOLED CABINETS 
For Safety 


Air Insulated Cabinets end the fire hazard. The cabinet never gets hot. Yes, you 
can install it against the wall—tight. No blistered woodwork. No scorched cur- 
tains. No seared fingers. No burned furniture. The syphonaire chassis is the 
secret, It’s patented. Dearborn’s famous cool cabinet feature is a major contribu- 
tion to safety. 








NAT. BUT. 
MFG. PRO. 
mix. GAS. 


FAMOUS HI-CROWN BURNER ; 
with Blue Fiame Pilot Light 


ALL Dearborn Heaters have this costlier but definitely superior Hi-Crown Burner 
and Blue Flame Pilot Light. You get unequalled burner performance plus the 
convenience and safety of Automatic Lighting. 


DEARBORN STOVE COMPANY 


8258 Milwaukes Ave., Chisago, II!. 3625 8. Grand Ave., Los Angeles, Calif. 








Follow the LEADER 
In “Want Ad” Advertising— 


In every trade there is always a leader. In 
the Hardware Trade it is Hardware Age. 
Classified as well as National advertisers 
have found it out. 


Year after year HARDWARE AGE has led 
its field in the volume of classified as well 
as display advertising. Its classified col- 
umns bring together buyer and seller, em- 
ployer and employee. 

Those who contact the hardware trade 
know from experience that HARDWARE 


AGE is the logical medium to use to secure 
RESULTS from their classified advertising. 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St.. New York City 
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Extra § 


Smooth edges, rounded corners, 
ientific design make the new 
ddigig pleasing to look at, 
Gl to use and a profit-maker 







‘ou. Constructed of warm, rich, 





durable oak — like a well-made 
piece of furniture—the Kiddigig ap- 
peals to parents and sells on sight. 


with the new, improved 1944 
C KIDDIGIG 


. Here are some of 


























Many hardware ‘and retail stores throughout walking age to 34 yea 
the country are making money on the Kiddigig, the winning features Af the new, improved 
a practical little vehicle that sells almost on 1944 Kiddigig: 
sight for $8.95 with standard discounts to you. 
Its great appeal to parents lies in the fine, 
sturdy, oak construction, which makes this not a 
run-of-the-mill “Victory” model, but one that 
we will continue to produce along these lines. securfly fastened by long screws—not nails. 
The Kiddigig will outlast similar items made of s 
metal almost 2 to 1. It is not a baby carriage— 
it is a distinctive conveyance that is simply 


ntific design, approved by pediatricians, assure 
e child of healthy exercise and comfort. 


No rough edges or sharp corners to tear clothing 


fascinating to youngsters from or injure the child. 


Rubber tires for long wear and easy riding. 


an ample stock of Kiddigigs in our big Louisville ware- 
ready for immediate shipment. And to aid you in mer- 
ndising this high-class quality item we supply, free of charge, 
asel-backed display cards and envelope inserts. Avail 
yourself of this opportunity to make extra money by mailing 
your order today. Shipped six in a wired wooden crate. 
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ASSURES MORE 
WEAR in the BLADE 


For over 40 years, Wood has special- 
ized exclusively, in making Shovels, 


Spades and Scoops of finest quality. 
The Stuart Closed 
ack ... with Steel 
I-Beam Handle Rein- 
sg _ ee - & _ 
f THE STEEL quality at popular 
1-BEAM HANDLE 


it of WOOD 


--@ resul 
SPECIALIZATION... 
* found exclusively in 
Wood Products. 
Adds 30%, and more. 
ith where 


| Streng 65% 
+ Of breaks occur. 


The value of WOOD Specialization 
is strikingly apparent in the excep- 
tional strength, toughness, and long- 
wearing durability of Stuart and 
Wilson Brand blades. 


Blades for these special Hardware 
Brands are made of carefully selected 
High Carbon Steel . . . Heat Treated. 
All blades are tested for quality and 
uniformity. 
Stuart and Wilson Brand Shovels are ~>- 
normally made in all types, styles, YY d . Zee, Zitece 
weights and sizes required for farm, f with Steel’ I- 
industrial and all-purpose use. |. pve Mae 
i ue -.. « leader of 
the low price 
quality field. 
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GOLD STANDARD! The ‘'24-K”’ quality 
against which all coffee makers are judged. 
Adds to your reputation for carrying the top 
brand in every line. 


THE REAL THING! No apologizing to cus- 
tomers: “Just as good as Silex.” Nothing is 
‘just as good” as a Silex — except another 
Genuine Silex. Many consumers are already 
wise to that fact. And Sally Silex is telling 
millions more. 


SOLID GOLD on your shelves. Because it 


moves off them faster. Silex turnover is an- 
other unmatched Silex feature! 


MORE GOLD NUGGETS AHEAD FOR : 


YOU. Sensational developments in coffee 
—M eet Ss A L LY S | L E X makers. Plus entirely new items, like the auto- 
matic electric steam iron — already proved — 

Millions are meeting her (your customers among them) ready to boost traffic for you the moment 


in the national magazines. ; peacetime production is resumed. 
She adds the intimate, friendly touch to the biggest 


consumer advertising program in coffee maker history. 

Sally’s engaging smile appears in some 180,000,000 
magazine copies in 1944. And how she uses that smile 
to make people realize that 









































Only a Genuine Silex can make Silex coffee... 
Only Genuine Silex has the patented 
FLAVOR-GUARD filter! 
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THE SILEX COMPANY ° HARTFORD 1, CONN, 
Creators of the Glass Coffee Maker Industry 
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Mow Do You Like 
Your 1944-45 “Who 


Makes It?” Issue: — 


By this time, all regular 
readers of HARDWARE AGE 
have received, at no extra cost 
for the twenty-third time, their 
annual copy of the “Who 
Makes It?” Directory Issue. 
Dated July 20, 1944, this 
issue arrived a few days late. 
We regret this unavoidable 
delay but feel sure our read- 
ers will understand that the 
production and distribution of 
this highly valuable issue is 
a tremendous job, particularly 
under war-time conditions 
with its manpower shortages. 
We feel sure that its great use- 
fulness for the next 12 months 
will more than offset any in- 
conveniences incident to its 
delayed delivery. It is larger 
than ever before in its 23 
years of constant service as a 
buyers’ guide for hardware 
men. It continues not only 
the original of all such trade 
directory issues but also the 
most complete and most easily 
used in your daily work. 


Streamlined Again 
To Save Your 


Time:— 


As an experiment which we 
knew would save you time in 
your daily use of this direc- 
tory issue, the 1942 and 1943 
editions were streamlined, 
providing “one-stop service.” 
Products listings, in alpha- 
betical order, include the 
brand and trade names as well 
as the manufacturer’s name 
and address — all in one 
place under the individual and 
respective product headings. 
Again, for the third time, you 
need only locate the product 
and you can quickly secure 
the manufacturer’s full name 
and address, if you know the 
trade mark or brand or vice 
versa. This information is all 
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in the same tabulation under 
the product heading. It is 
streamlined. You don’t have 
to look in more than one place 
when you use the HARDWARE 
AcE Directory Issue. More 
than 1000 wholesale and re- 
tail hardware buyers have 
voluntarily endorsed this ex- 
clusive feature and urged us 
to continue its practice. This 
we are happy to do in re- 
sponse to such eloquent testi- 
mony as to its obvious ad- 
vantages in daily use. 


A Few Important 
Facts About Your 
Latest “Who Makes 


It?” Issue: — 


Included in the streamlined, 
one-stop service of your 1944- 
45 HarpwarE Ace “Who 
Makes It?” Directory Issue 
are more than 23,000 brand 
names under 5600 main 
products headings; 9830 
cross-references; a complete 
tabulation of jobbers’ brands; 
a total of 349 pages of listings 
including the names and ad- 
dresses of more than 12,000 
manufacturers and a very use- 
ful reference section of data 








you will wish to have and will 
greatly appreciate when you 


need the information pro- 
vided. There is no unneces- 
sary padding nor duplication 
of reference data in this issue 
to give it bulk—it has that 
despite its streamlined format, 
and is the largest issue of its 
kind ever published. 


How Do You 
Like it? :— 

Naturally, the publishers of 
HARDWARE AGE are very 
anxious to know that sub- 
scribers received their copies 
of the “Who Makes It?” issue 
in good condition and are 
even more anxious to have the 
reactions of those who will 
use this book in their daily 
work. Please write and tell 
us how you use this book, how 
often, the features you par- 
ticularly appreciate and, if 
you will, give us any sugges- 


tions for improving subse- 
quent editions. How do you 
like the streamlined “one- 


stop” service handling of the 
listing of manufacturers’ 
names and addresses’ with 
brand names all “in one 
place” under the product 
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headings? How much time 
does this save you? How do 
you like the Reference Sec- 
tion? How do yow like the 
arrangement of the condensed 
catalog advertisements alter- 
nating with listings. This is 
the fifth year this latter prac- 
tice has been followed. Do 
you like it? How do you like 
the Products Index, the green 
index in the front of the book? 
It is the key to the condensed 
catalog advertisements of 800 
manufacturers distributed 
through the issue and whose 
products are available for 
hardware distribution. Please 
write and tell us today. 


And Now—China 
And Glassware 

Y 
Is Scarce:— 

Early in the war hard lines 
common to retail hardware 
stores became scarce. What 
was available was fairly well 
controlled through priorities. 
Hardware distributors bought 
what they could get and many 
thousands added (or increased 
their normal inventory) china 
and glassware. They found 
these companion lines worthy 
of full cultivation — lines 
which quickly became a major 
part of their housewares de- 
partments. Most hardware 
stores will continue as major 
factors in glass and chinaware 
distribution when the war is 
over. Practically all who 
have developed such business 
are happy with it. Until very 
recently china and glassware 
supplies seemed unlimited- 
almost the only sure lines in 
the picture. 

Now, china and glassware 
threaten to become very scarce 

—not because of raw ma- 
terials, but due to manpower 
and transportation difficulties. 
As we go to press, deliveries 
are reported slowing up 
noticeably and promises of 
early relief are not present. 
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Lop-sided shipments are add- 
ing to the confusion and difh- 
culty—and there is practical- 
ly no assurance on complete 
sets in common or popular 
open stock patterns. 

Wholesalers and retailers 
who have maintained good 
stocks or who are able to re- 
plenish their present inventory 
are definitely fortunate. 

An interesting sidelight on 
the situation comes to light in 
a current study among metro- 
politan department stores who 
report a greatly increased 
sale of transparent, water- 
proof cement for home re- 
pairs on both china and glass- 
ware. Most hardware deal- 
ers have always handled this 
inexpensive product but per- 


haps rather casually. It may 
now be suitable for emphasis 
in housewares department in- 
terior and window displays. 
As the war progresses and 
military production require- 
ments lessens, china and 
glassware production should 
increase and deliveries im- 
prove. In their post-war 
thinking and planning whole- 
sale and retail hardware dis- 
tributors should give china 
and glassware its properly de- 
served major place in their 
housewares departments. They 
learned more about these two 
related lines than they knew 
before the war and have col- 
lectively developed a volume 
which they should hold and 
improve when the war is over. 
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Tue ANCIENT ASSYRIANS 
PROBABLY WERE THE FIRST PEOPLE 
TO USE IRON FREELY IN THE : 
MANUFACTURE OF TOOLS AND WEAPONS! 
... THEY HAD KNIVES AND SAWS 
OF HARDENED STEEL !!! 





1 Walter Gallg 


ENSALIN 7 
OO ANELIN 3 
INTRODUCED THE BROOM : 





<n Ti 
os ENDS Aue MADE ROUND 
7] - 
BROOMS BY WINDING FARCAD 
AROUND SEVERAL STALKS .... * 





AdpproximateLy ONE MILE 
OF WIRE is UseD IN 


MAKING A FULL-SIZED 


WINDOW SCREEN ! 
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$7. 22 WILL BE PAID FOR EACH INTERESTING AND UNUSUAL FACT ABOUT HARDWARE USED IN THIS COLUMN. 
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‘Ive learned 

alot | 
from this © 
book, Bill .. 
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... @ lot about sales | 
potentiality, turnover, per cent 
of profits and operating costs. 


Builders’ Hardware merchants who have seen the new 
Lockwood Franchise Portfolio . . . ““Builders’ Hardware is the 
Foundation of a Good Hardware Business’”’ . . . are enthu- 
siastic about the helpful genera/ merchandising guidance it 
gives them . . . apart from its complete story of the profitable 
Lockwood Franchise Plan. 

It presents, for example, new angles on sales potentiality, 
particularly for the postwar period . . . information on turn- 
over and its part in the profits of a hardware business. . . and 
valuable data on per cent of profits and operating costs. 

This portfolio gives the entire story of the successful 
Lockwood Franchise Plan . . . explaining the combination of 
a distinctive line of Builders’ Hardware with effective repre- 
sentation, stock scientifically balanced for quick turnover, 
tested stock and display methods and the simple, effective 
record system. 

Every alert hardware dealer will want to see and read this 
book. It may be your start toward assured large extra profits 
after V-Day. 


Leth Oth tt out tog 
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Just mail the coupon and a Lockwood representative will call if the territory in which you are 


located is open for a Lockwood Franchise. 


LOCKS ? J USE ‘ ; 


HARDWARE MFG. CO. 
Division of Independent Lock Co. 
FITCHBURG, MASSACHUSETTS 
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LOCKWOOD HARDWARE MFG. CO. 
Fitchburg, 


Please arrange to have your representative call with 
your Lockwood Franchise Portfolio as advertised 
in Hardware Age. This request will place me 
under no obligation, of course. 
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By HOWARD G. HORNIBROOK 


President, 
Apex Oil Corp., 
Minneapolis, Minn. 


- war has 


changed the buying habits of con- 
sumers on many staple commodi- 
ties. Salesmen should not over- 
look the opportunity to establish 
desirable new accounts and it is 
much easier to sell these accounts 
well-known, advertised lines. These 
new accounts and all your old 
ones must be serviced from now 
on if they are to produce satis- 
factory volume. 

Let us use motor oil and grease 
as an example. Hardware stores 
and implement dealers used to sell 
all the engine oil, machine oil, 
and farm greases before the filling 
station and bulk oil tank wagon 
“muscled in” on this business. 
That was before the chain auto- 
motive and hardware stores 
started in business. At that time, 
the hardware man had enough 
business and he just let the oil 
and grease business drift over to 
the filling station without any ef- 
fort on his part. The volume on 
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“They shall beat their swords into plough- 
shares, and their spears into pruning hooks” 






Changed Buying Habits of | Co 





ROWARD G. HORNIBROOK 


oil and grease continued to grow 
until it is now a larger business 
than the hardware business itself. 

The shortage of tires and gaso- 
line rationing have closed many 
filling stations and garages. The 
limit on the number of hours the 
filling stations could keep open, 
plus the manpower shortage, have 
made it more convenient for the 
farmer to buy hig oil and grease 
from the hardware or implement 
dealer. 

Now is the time for the whole- 
sale hardware jobber and _ his 
salesmen to advise his dealers to 
carry and prominently display a 
good stock of recognized high- 
quality oil and grease. The farm- 
er should not have to pay any 
more for them than he used to pay 
the filling station, oil dealer, or 
chain store. The dealer should 
not compare the price of his first 
line oil with his competitors’ sec- 
ond or third line. Just because 
this competitor uses some trick ad- 
vertising phrases in the hope of 
confusing the consumer is no as- 


surance that the gallon of liquid 
he says is “—— — Motor Oil” is 
as good as the genuine, advertised, 
high-quality product. There seems 
to be some fear in the minds of a 
few of the good established legiti- 
mate hardware and implement 
dealers that after the war they 
will be run out of business by the 
chain store type of consumer sup- 
plier. The truth of the matter 
really gives the old established 
independent hardware and imple- 
ment dealer these advantages if 
he will only use them: 


Worth While Advantages 


1. He is well and favorably 
known in the community. 

2. He has been dealing with his 
friends (the farmers) for a num- 
ber of years. ¢ 

3. He has always sold good, de- 
pendable merchandise. 

4. He is just as smart and if he 


will take advantage of all of these 
natural assets, and work as hard 





“They shall beat their swords into plowshares 
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And in the Post-War Era 


Motor oil and grease are good examples of a 
profitable line that builds store traffic and 
profitable volume, which now can be sold to 
advantage and which can continue in the post- 
war period as an active part of the retail hard- 
ware business, due to conditions which have 
encouraged numerous consumers to change 
their buying habits. 


as the chain store managei, he 
will not have to worry. 

Here are a few reasons why 
chain stores display and sell mo- 
tor oil: 

1. Oil and grease are an extra- 
profit line. 


2. They are consumed items that 
bring the customer back into the 
store again and again. 

3. Oil and grease do not spoil, 
freeze, or change models. 

These two items should be sold 
on a close margin to compete with 





the chain stores. They should be 
displayed in several places in the 
store. You will notice the chains 
and high-pressure artists always 
give oil, tires, and batteries the 
most prominent places in their ad- 
vertising and in their store win- 
dows, because they are great store 
traffic builders. 

It seems to me that the indepen- 
dent merchant, who is willing to 
work and take full advantage of 
these new opportunities, can get 
many customers on lines that will 
assure him a profit when competi- 
tion starts its fight for more and 
more business after the war is 


ended. 


How to Ruin Your Post-War Business 


Follow these suggestions and you won't 
have to worry about post-war business 
for you will very quickly attain oblivion 


By JOHN FINNEGAN 
Salesman, 
Masback Hardware Co., 
New York, N. Y. 


B. an unfriendly, 


cheerless “sourpuss.” High hat the 
“carpet tack” customers. Give the 
impression you're too busy to talk 
to any purchaser of less than a 
dollar item and impart this same 
attitude to your salespeople. You 
can get away with it now for they 
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will need your hardware until 
“V” day. 

Ignore the General Maximum 
Price Regulation (1942 price ceil- 
ings). Of course, the OPA won't 
like it a bit, but maybe they won’t 
even find out. Price your goods 
by rule of scarcity—the scarcer 
the goods—the higher you raise 
the price. 


and their spears into pruning hooks....... ii. 4; Michah, Iv, 3 
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Reserve your flashlight _ bat- 
teries and other scarce and criti- 
cal goods as a means of impress- 
ing your competitor’s best cus- 
tomers. Don’t give any to your 
own good old customers. Tell 
them, “You can’t get any—the 
war, you know.” 

Treat all visiting salesmen in 











Join the Hardware Age Post-War Forum! 
Business will face many changes and opportunities when the war is 
over. There will be prosperity, but it will be prosperity for the men and 
firms that have looked ahead and planned for the days following the 


cessation of hostilities. 


Competition will be keener in the post-war 


period and the business of distribution will witness numerous changes. 
Every branch of the hardware industry—manufacturing. wholesaling 
and retailing—should begin making plans for this post-war period. And 


they should start now! 


The Hardware Age Post-War Forum is devoted to an exchange of 
ideas on this vital subject of post-war thinking and planning. You are 
invited to take an active part in its deliberations and to contribute your 


ideas upon this vital subject. 





the same shabby way you have 
always treated them. Make them 
wait and ask them to “double 
back.” Gas scarcities and large 
territories for salesmen make this 
a particularly effective way of 
ruining your present-day business. 
Soon you won't have a salesman 
calling on you. No salesmen—no 
goods. No goods—no business. 

Refuse to buy the good substi- 
tutes for regular materials that 
are war casualties. Your custom- 
ers will then be forced to find out 
what a “nice guy” your competi- 
tor is. 

Skip the old rules of cleanliness 
in storekeeping for the duration. 
Don’t wash your windows. Save 
the paint you might use on your 
store front. 

Cancel all advertising. Who 
needs to advertise now? If you 
stop advertising now, you can just 
about coast through until the war 
is over. 


Don’t Replace Things 


Let your office equipment, your 
trucks and your store fixtures 
wear out without setting up funds 
for their replacement. You are 
not going to need them in post- 
war days. 

Because your bank balance is 
25 to 50 per cent higher than usual 
be sure to ignore the fact that 
your inventory is more than like- 
ly 25 to 50 per cent smaller. No 
lawn mowers, poultry netting, gar- 
den tools, screen wire you know. 
Just make no financial preparation 
for replacing these missing goods 
in the victorious days to come. 

Give the draftees who helped 
you build your business the “out 
of sight out of mind” treatment. 
If you would like to be really 
offensive let it be generally known 
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you are not going to rehire cer- 
tain draftees when “Johnny comes 
marching home” again. 

And make no attempt to replace 
your draftee salesmen. You can 
get away with it now. Of course, 
you'll have to overcome your re- 
maining help and they'll hate you 
and won't be at all bashful about 
telling your customers what a 
“rat” you are. But what do you 
care—you're going out of busi- 
ness. 

Don’t take any of the war fin- 
ishes at all. Just wait for the dull 
brass lock sets, the chrome-plated 
sash fasteners and the tinned har- 
ness snaps. Let your competitor 
sell the serviceable, black-finished 
items. 

Forget to pay bills promptly. 
Make unwarranted deductions 
when you do decide to pay. 

Refuse to contribute to the War 
Chest, Red Cross, Boy Scout and 
other important solicitations. Make 
your refusals as unpleasant as 
possible. Take no part in civil 
defense. Laugh at the air raid 
wardens playing “cops and rob- 
bers.” 

Every time you are asked for 
a scarce item or some extra ser- 
vice just growl, “Don’t you know 
there is a war on?” Maybe there’s 
a Gold Star in that particular cus- 
tomer’s window. He'll know 
there’s a war on and your question 
will rankle him. 


Eliminate Judgment 


Use no judgment in differentiat- 
ing between the “ersatz” and “Vic- 
tory” goods. Some of these sub- 
stitutes are here to stay. Others 
will make a beautiful bonfire just 
before the sheriff comes. 

If you do a big business with 
local war industry—neglect your 


store trade accordingly. Forget to 
buy the available housewares and 
farm supplies because your war 
business is keeping you going. 
Some day the war business will 
collapse—then where will you be? 
But remember you're trying to 
ruin your post-war business. 

Hook your friends on the elec- 
tric soldering irons you bought 
on the black market. Make ’em 
really pay for that alarm clock 
you got on the black market. 

Soak ’em plenty for the glass 
percolators you assembled from 
parts. You can get $9.95 for al- 
most anything in a rebuilt electric 
iron until OPA catches you. And 
an electric mixing machine will 
bring almost $50 if you know 
some rich non-patriot who wants 
one. 

And some sportsman(?) will 
pay $5 for a box of shells. 

Every pound of steel wool will 
make 16 little balls which will 
bring as much as 10 cents apiece 
if you fluff them up. 

OPA will be quite angry if it 
learns of these little transactions 
so, unless you want to spend your 
post-war days in Atlanta or Alca- 
traz, watch your step. But you”'ll 
achieve post-war hardware ob- 
livion. 

Don’t sell scarce radio tubes. 
Work the service charge idea. 
Make them bring in their sets for 
inspection. This way a $1.50 
tube will bring you $3 or $4. 


Make ‘Em Carry It 


Abandon even the delivery ser- 
vice you are still permitted to 
offer. Blame it on ODT. Make 
your customers carry all packages 
even the 100-lb. sacks of fertilizer. 
It won’t hurt a bit until “V” day. 

Any one of the above rules will 
achieve the desired result if prac- 
ticed on enough customers. But 
if you want to be doubly sure, use 
all of them on every customer. 
Then you will be positive that 
when the great day comes and 
goods and services are available 
in normal quantities again— 
every customer you ever had will 
pass you by—even on the street. 
And returning soldiers will take a 
“poke” at you. And when you die 
no man will mourn you. 
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Customers are comfortable when making selections. In the background are 
compartments holding stock indicated by design on lid of each compartment. 


Effective Display and Sales Methods 


Produce Profits in Wallpaper 


Copenhaver & Henneberry features 
a system that is convenient for 
both the stock and the customer 


E FFECTIVE display 


and sales methods have helped the 
Copenhaver & Henneberry hard- 
ware store, Farmington, Minn., 
sell a lot of wallpaper during the 
past months. This line has helped 
considerably in the selling of 
paint, for almost every person who 
does wallpapering can also use 
some paints and supplies at the 
same time. 

A large section of a rear side- 
wall has been given over to the 
display and stocking of wallpaper 
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in a way which has solved this 
problem very neatly. The shelves 
which hold the stocks of paper 
have been built along the wall in 
sections from floor level to a 
height of over 9 ft. Over the out- 
side of these shelves there is a neat, 
drop covering shelf arrangement, 
with the exterior of the drop shelf 
bearing a sample of the wall- 
paper carried in stock directly be- 
hind it. 

In a setup of this type, neatness 
and attractiveness of display are 
highly important, and the Copen- 


haver & Henneberry store has 
achieved this harmony. The re- 
sult is a wallpaper department 
which immediately attracts the at- 
tention of everyone who comes 
into the building. 

Another interesting feature 
about the display is the fact that 
each sample pattern of wallpaper 
posted on the panels contains a 
matching sample of border paper. 
Such an arrangement helps to sell 
the merchandise very quickly. 


When a clerk at this store is 
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Closeup of the wallpaper stock showing details of method used. 


selling paper and wishes to get a 
larger sample of the stock in ques- 
tion, or to wrap the order, she 
merely lifts up the hinged shelf 
containing the sample, and there 
is the extra stock. When the clerks 
wish to dust the samples of wall- 
paper on the panels it can be done 
very easily and, because of the 
constant lifting of the hinged pan- 
els to get additional stock, there 
is less tendency for dust to gather 
on the samples. 

“We can display about 60 pat- 
terns of wallpaper with this sort of 
a setup,” declares R. C. Copen- 
haver. “This really gives prospects 
a good selection from which to 
make a choice. Time and again 
we have found that such a per- 
manent display helps the customer 
make up her mind. It also saves 
us time in reshowing patterns, for 
the customer can look at the wall 
to check back on patterns which 
she likes.” 

In order to facilitate the selling 
of wallpaper, the store manage- 
ment has also installed a couple 
of gaily decorated chairs for pros- 
pects to sit in while making a se- 
lection. A table is convenient so 
that books of samples can be dis- 
played and rolls unfolded for pros- 
pects to inspect. Such features 
help to make the prospect com- 
fortable and she will not very like- 
ly get up from her chair until she 
has made a purchase. 

“We also suggest paint sales 
along with every wallpaper sale,” 
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says Mr. Copenhaver. “Often, we 
find the wallpaper customer grate- 
ful for such suggestions, because 
she has forgotten that she wanted 
to buy paint for touch-up or other 
home painting jobs. Thus, we 
make an extra sale and help the 
customer secure more satisfaction 
and also save time.” 

This store devotes an occasional 
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window to the showing of paints 
and wallpaper and finds that this 
helps to attract more prospects 
into the store. Once inside, the 
prospects can’t help being capti- 
vated by the many excellent pat- 
terns of wallpaper which are on 
display. Newspaper advertising is 
also used periodically to boost 
sales. 

“The woman who buys wall- 
paper also likes a certain amount 
of privacy in making her selec- 
tions,” says Mr. Copenhaver. “Our 
wallpaper section is so located in 
one corner of the store so that 
prospects get this privacy. This 
feature helps considerably in mak- 
ing more sales.” 


Toys Bring Store Year ‘Round Volume 


COUPLE of years ago the 

Decker Hardware Co., Austin, 
Minn., put a toy table up near the 
front of the store, as the manage- 
ment had noticed that many mothers 
and children came into the estab- 
lishment at various’ times of the year 
asking for toys. The toys began to 
sell very well, until at the present 
time, Ed Kehret, manager and part 
owner, finds that it pays to devote 


two tables to them the year round 

“Those two tables sell a lot of 
merchandise in one year,” he says. 
“We have been very pleasantly sur- 
prised at the number of sales made 
there. Almost every mother and 
every child will stop at those tables 
and inspect the stock. We try to 
have a wide variety of games, 
wooden toys and similar items in 
the medium priced brackets.” 





Toys mean added sales when parents and children visit the store. 
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T. M. Babst, owner, in his record department. 


ica tint, 





Note the four-shelf display. 


Used Phonograph Records Swell 
Profits at Plaza Hardware 


j= years ago T. M. 


Babst, owner-manager of the Plaza 
Hardware, Topeka, Kan., received 
a shipment of 10,000 second-hand 
phonograph records. The 10,000 
was an error. Mr. Babst had or- 
dered 1000 records. The 10-fold 
increase was more than he felt a 
small residential store could han- 
dle, but he decided to try to dis- 
pose of them. 

A circular was ordered, giving 
the price which was set at five for 
one dollar, listing some of the 
more popular records, and setting 
an hour and day for the sale to be- 
gin. A display was set up in both 
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Topeka, Kan., firm received shipment 
of 10,000 by accident and sold all 
but 400 in 10 days. The line is now 


one of the store’s regular features 


windows, showing hundreds of the 
records arranged in racks. Out in 
front of the store Mr. Babst placed 
a large barber pole-type sign 
made from plywood disks to rep- 
resent records. This sign has since 
become the symbol for the used 
record department, and is placed 
in front of the store whenever a 
shipment of records arrives. 

“T was never so surprised in my 
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This record sign. made of plywood, 
is used to announce the arrival of 
a shipment of used records. 


life,” Mr. Babst said. “We sold 
half of the records by noon the 
second day. I could hardly believe 
the sales records. We priced the 
records at five for a dollar, which 
gave us a good profit. With the 
exception of about 400, the bal- 
ance of the shipment sold out 
within 10 days. Two extra sales 
girls handled the opening two 
days and twice during the remain- 
der of the 10-day period we em- 
ployed extra help.” 

Mr. Babst has continued the 
record department, and whenever 
he has been able to buy a suffi- 
cient stock he has run a special 
sale. The price has remained five 
for a dollar. For one shipment of 
5000, received in May, 1944, a 
small notice in the regular month- 
ly circular, and the symbol record 
sign in front of the store was all 
the advertising that was required. 
The shipment was received May 
12, and was practically sold out 
by Decoration Day. 

A customer’s list, both for di- 
rect mailing and for telephone 
calls, has long been a feature of 
the Plaza advertising program, 
Mr. Babst set up a second cus- 
tomer’s list with telephone num- 
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bers and record information for 
customers who wanted to be called 
when a new shipment of the rec- 
ords arrived. This phase of the 
record advertising grew to be too 
much of a chore, Mr. Babst said, 
and he discontinued it. “Custom- 
ers would ask us to lay away cer- 
tain records, and then sometimes 
not call for them, and others 
would ask for detailed informa- 
tion over the telephone. When it 
got to the point that it took the 
time of one woman on the ‘phone 
all morning and a part of the 
afternoon, we decided to give up 
the *phone call system entirely.” 

At the record department, when 
a large shipment arrives, the rec- 
ords are arranged on long tables 
so that customers can go all the 
way around and examine each 
selection. However, during in- 
between periods, three sets of mov- 
able shelves, four sections high. 
accommodate the floor stock. The 
management at the Plaza Hard- 
ware has found that it is a good 
policy to hold back a few of the 
better or more popular records. 
and feed them into the stock after 
the sale. “This enables us to 
sweeten up the stock along,” Mr. 
Babst explained. 

The plan now is to continue 
handling used phonograph rec- 
ords after the war—or so long as 
customer demand is sufficient to 
make the department profitable. 





According to this Topeka mer- 
chant, the advantages of this plan 
are: 

1. A reasonable profit. 

2. Quick turnover. 

3. Does not require a great deal 
of extra help. 

4. Has strong customer appeal 
and continues to bring new cus- 
tomers into the store. 

5. A check made during a rec- 
ord sale showed that nearly half 
of all record sales were for more 
than one dollar and that over 50 
per cent of those buying records 
bought from some other depart- 
ment at the store. 

6. Used record advertising 
brings customers from a larger 
trade territory. The store is 
classed as a neighborhood store, 
but used record buyers came from 
all parts of the city. 

The Plaza Hardware gets out 
about 3500 circulars or dodgers 
each month as a regular advertis- 
ing and promotional feature. Ex- 
tra circulars are put out two or 
three times during the year. Hand 
bills are delivered to homes in the 
immediate territory, placed in all 
cars whick come to the shopping 
center (Elmhurst Plaza), and 
several times during the year Mr. 
Babst uses the same copy as on 
the circular for a display adver- 
tisement in the local paper. which 
is run in two issues, morning and 
evening. 








Fine Harness Display Attracts Farmers 


The J. M. Wise & 
Son Store, Lake 
City. Minn., uses 
a wall display on 
harness and ac- 
cessories which 
has proved very 
effective in inter- 
esting farmers. 
The harness items 
are all hung on 
hooks, with neat 
placards advising 
of type of acces- 
sory and the 
price. Such a 
display against 
a newly painted 
cream _ colored 
wall, makes a 
very effective 
showing and can 
quickly be seen 
by any farmer 
who enters the 
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store. Other harness stocks are carried in a storeroom., with collars and sweat 





pads being displayed in another location in the store. 
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Display Helps Pyramid Sales 
In Giftware Lines 





These two portable step-up units show the line on seven levels in addition 


to the floor. 


EK, many years the 


hardware store of H. S. Newcomer 
& Son, Mt. Joy, Pa., a town with 
a population of less than 3000, has 
had some pottery in its stocks. 
However, it was not until electrical 
appliances and other major items 
became scarce or unavailable that 
the store went into this merchan- 
dise in a big way. Attractive dis- 
plays, with all items plainly price 
marked, a wide variety of good 
sellers, and a wide price range are 


all factors in the steady increase 
being enjoyed in such wares. At 
present, from four to five turn- 
overs a year are being realized on 
a stock of dinnerware, glassware, 
pottery, etc., having a retail sell- 
ing price of about $1200. The 
store’s trading area has a popula- 
tion of about 15,000. 

Two setback units, each with 
seven shelves, are frequently used 
in a window display for the show- 
ing of pottery, dinnerware, glass 
items and a variety of novelty gift 
numbers. Spotlessly clean, the 


H.S. Newcomer & Son, Mt. Joy, Pa., gets 
four to five turnovers a year ona 
stock having retail value of $1200 


1944 








Larger items are shown at the ends of units and between them. 


wide variety of pottery, dinner- 
ware, etc., shown in this window 
has proved to be a real traffic stop- 
per and sales builder. Green and 
yellow crepe paper added: to the 
attractive appearance of the dis- 
play. Clarence S. Newcomer, says, 
“We are always hunting for and 
adding new types of items to this 
line. If items are real, red hot sell- 
(Continued on page 84) 
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Farmers’ wives 
are interested in 
the kitchen and 
bathroom scatter 
rugs featured in 
this display. 
Sweeping com- 
pounds, work - 
ing caps and a 
number of other 
articles are also 
shown here. 












































Separate Farm Goods Section) Pi 


F. H. Retzlaff Hardware Co. makes \ ] 
the farmer feel at home. There- HEN the F. H 
Retzlaff Hardware Co., New Ulm, 


fore the result is increased sales. Mien, wes wemndied by the 
founder F. H. Retzlaff and his son, 
Waldemar, provision was made 
for a separate farm goods depart- 
ment, with a wall dividing that 
section from the china, glassware, 
x gift and other sections of the store, 
and with a wide open doorway 
connecting them. 

The theory behind this move 
was that the farmer likes to buy 
in a store where he can see a large, 
exclusive stock of farm goods, 
where he can wander in the front 
or rear door, and where he feels 
free to engage in farm talk with 
clerks or friends. It was felt that 
the sight of fine china, glassware 
and gifts, etc. might keep the 
farmer from expressing himself 
freely and “feeling at home.” 

The Retzlaff Co. today has one 
of the largest and finest depart- 
mentalized hardware _ establish- 
ments in its section of the coun- 
try, and the idea of having two 










One section is given over to cleaning supplies for home and milk house 
and serves to attract many farmers’ wives who visit the farm department. 
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It's a good policy 
to keep the young- 
sters interested 
and this display 
of puzzles, games 
and books helps 
to keep them oc- 
cupied and brings 
in many  addi- 
tional sales. 





ion| Pays Big War-Time Dividends 
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stores under one roof is proving 
very satisfactory. The farm de- 
partment is patronized by a large 
number of farmers daily and is 
helping Minnesota agriculture with 
its big food production program. 

Whether it is watering cups for 
a barn, milk or cream cans for 
the farm dairy, electric fences, 
harness, oils or greases for trac- 
tors, or 30-gallon crocks for 
pickles, the Retzlaff store has them. 
Naturally, a stock like this is what 
brings farmers from great dis- 
tances to buy. 

The farm family today can and 
does buy coal, wood, electric, bot- 
tled gas and other stoves and 
ranges subject to Ration Order 
9A. The Retzlaff store sells stoves 
and ranges on this basis and is 
thus able to do its share to keep 
the “farm fires” burning in these 
critical war days. Volume of busi- 
ness and profit from such sales on 
a rationed basis is considerable, 
according to Alvin Rollof, man- 
ager of the farm department. 

This department also sells 
brooder stoves of various sizes and 
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descriptions. Some of the electric 
brooders housing 500 chicks sell 
for around $20 or more, while the 
1000 chick electric brooder sells 
for $32 or thereabouts. Quite a 


number of the larger brooders 
have been sold during the past 
year. Despite the lower prices on 
eggs, the producers of eggs and 
poultry are going ahead with nor- 
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Farm and garden tools, hose and allied items are shown in a section of 
their own. The front of this display is screened to prevent dampness. 
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This section features a variety of small items essential to farm use. 


mal chick raising programs this 
year and they want eflicient equip- 
ment. 

For the small poultry flock 
raiser, the Retzlaff store carries a 
wide assortment of small feeders 
and founts and other supplies. 
There is a big demand for such 
items, for many poultry raisers 
buy this small equipment on a re- 
placement basis year after year, as 
some is lost or damaged beyond 
repair from one season to an- 
other. 

Supplementing this type of 
poultry supplies the store also car- 
ries a full line of poultry and stock 
remedies. In order for the aver- 
age flock to be healthy from chick 
through pullet stage, the poultry- 
man today must exercise much 
care in the attention given his 
flock. This means disease preven- 
tion. It means disinfected drink- 
ing water; it means louse and 
other vermin treatment. Supplies 
to do this work are carried in stock 
at Retzlaff’s, and the store staff 
suggests such items to farmers 
whenever the occasion presents it- 
self. Such selling helps to increase 
volume on such items consider- 
ably. 

Poultry remedies, insecticides 
and allied items are displayed on 
a long 15-ft. counter which has 
two tiers of display levels above 
the table top area. This permits 
a fine showing of such goods of 
vital importance to the farm trade. 

Items such as sweeping com- 
pounds, extra work ‘caps and the 
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like are of interest to farm fam- 
ilies. These items are given a 
showing on a counter part of 
which is occupied by a display of 
kitchen and bathroom scatter rugs. 
Farm women like to visit the Retz- 
laff farm department and many 
of them purchase these spare rugs 
for their farm homes. 

A special display arrangement 
is used to show the farm and gar- 
den tools. While some of them are 
hung on the walls, another ar- 
rangement near the floor, permits 
garden tools to ‘be stacked neatly 
with the handles toward the floor. 
The front of this area is screened 
so that stock gets proper ventila- 
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tion and does not suffer from 
dampness. Hooks on the outside 
of the display set-up permit the 
showing of garden hose in a neat 
array. 

One table in the farm depart- 
ment is given over to a showing 
of cleaning supplies for home and 
for the farm milk house. Because 
farming women come into this 
department, it has been found a 
good policy to have a cleansing 
supplies display here and to have 
another in the other section of tie 
store. 

The farm goods department also 
has a display of toys the year 
around, for the store management 
has discovered that farmers also 
buy toys for their children all the 
year around. One table also shows 
mixing bowls that interest farm 
wives, as well as crocks in all sizes 
up to 30 gallons. The mixing bow’ 
stock is carried here, because it 
helps sell farm women when they 
are browsing about for other items 
for the farm premises. 








Luggage a War-Time “Natural” 





The Mahowald Hardware, Faribault, Minn., put in a display of luggage 

last year and has found that it moves well during wartime. The store 

displays the luggage on a top shelf and posts prices very plainly where 
they can be seen by everyone entering the store. 
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“Man, you'll be surprised!” 


HE OTHER DAY a dealer buttonholed one of our 
peat and said: 

“Look, Joe, what do you folks think about the 
post-war sporting arms and ammunition business? 
Does it really look pretty good?” 





“T’ll say it does!”’ Joe told him. “Man, you’ll be 
surprised!’’ And he went on to tell why. 


Here’s the gist of it: 


There are millions of men in the armed forces who 
are how for the first time learning to handle fire- 
arms. Many more will be introduced to firearms as 
induction continues. 


These men are learning that aside from the grim 
uses of firearms in wartime, shooting can provide 
mighty good sport. It’s fun to outshoot the other 





fellows on the rifle practice range. It’s fun to powder 
clay targets with a shotgun in aerial gunnery training. 


Don’t think for a moment that all these men are 
going to say, ‘“‘Good-bye to all that’’ when the war is 
over! Far from it! 
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After the war, millions of these men will be saying 
to themselves, “I’m a darned good shot, and boy, 


9? 


I’m going to do some shooting for sport now! 


And they’ll be coming a-running to hardware and 
sporting goods stores—for, perhaps, one of those 
Remington 22 rifles such as they used in basic rifle 
training. Or a Remington Model 31 shotgun such 
as they used in Army aerial gunnery training. Or a 
Remington Sportsman shotgun like those the Navy 
trains aerial gunners with. 


Now, add to these men the millions who are 
already hunters and target shooters—and see what 





a whale of a post-war sporting arms and ammuni- 
tion business it all adds up to! 


You'll want to be ready for the post-war rush for 
Remington arms and ammunition. You’ll want to 
have the right items on hand and have them dis- 
played in a prominent arms and ammunition de- 
partment in your store. 


And the time to start planning all that is right 
now! Remington Arms Company, Inc., Bridgeport 2, 
Connecticut. 
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“Many in this country have yet to learn that when you say ‘money’ you say ‘business.’ 


“” 


What's Ahead for Business? 


By HOMER McKEE* 


Vice-President, 


Roche, Williams & Cleary, 


Chicago, Ill. 





HOMER McKEE 


id are looking 


up. The Seabees are enlarging all the 
oceans to make room for our new 
navy. Hitler’s going to take up 
paper hanging again. And Harry 
Hopkins has moved out of the White 


*An address before the Hardware 
Manufacturers’ Statistical Association 
at the Illinois Athletic Club, Chicago, 
Ill. April 13, 1944. 


36 


American Free Enterprise has sealed 
Hitler's fate; helped meet the cost 
of the war; made America the leading 
social, economic and political power, 
and underwritten labor's future. At 
the end of the war we may expect 
to experience the biggest and most 
sustained period of prosperity in our 
history—provided the system of free 
enterprise is perpetuated. 


House. That’s fine! But we've still 
got to take Berlin, burn Tokio, free 
the Philippines and, if possible, per- 
suade Harold Ickes to give us back 
our United States of America. 

It was all right, when they didn’t 
give us the “lowdown” on Peail 
Harbor, till the news was two 
years old. We don’t complain at 
having to ask England what’s going 
on in Europe. We don’t mind having 
a blind date with destiny. But if it 
isn’t revealing any military secrets, 
we would like to know what’s going 
to happen to business. 

Are they going to let business live, 
or are they going to assassinate it? 

What happens to Free Enterprise 
will affect not only us—it will de- 
termine the whole future of the 
United States. We of today are vot- 
ing the proxies of our children and 
our children’s children, for endless 
generations. Literally deciding 
whether they are to be free or slaves 


to the economic and social tyranny 
which our forefathers fled Europe 
to escape. 

Don’t let anybody tell you that 
this threat to our free enterprise 
system has passed. 

A year ago I said: “We don’t need 
any Dies Committee to tell us that, in 
addition to a global war, we have 
one on our hands, right here at 
home. While we are spending 
American lives and fortune to in- 
sure freedom to all the rest of the 
world—we stand better than a 50- 
50 chance of losing our own.” In 
principle, I still stand by that state- 
ment—but I am happy to say that 
the odds today seem slightly im- 
proved—perhaps they are now 20 
to 80 in our favor. But that doesn’t 
mean that we don’t still have to be 
vigilant. The seriousness of this 
threat to our way of life still trans 
cends all thought of who shall sit in 
the White House, of who shall, or 
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shall not, return to Congress or of 
what political party shall be in power, 
during the rest of this war, and after 
the war is over. 

Let’s be fair! To blame this con- 
spiracy on any passing political pez- 
sonality, or caprice of politics, would 
reflect on our national intelligence. 
This feud between tyranny and fre=- 
dom is as old as the fires of Vesuvius 
—as old as human lust for power. In 
decency, therefore, we must lift this 
issue completely out of politics. 


come the easy victims of their own 
emotions and imagination. 

Such a period is heaven to the con- 
niving politician, the crack-brain re- 
former, and the fire-brand revolu- 
tionist. At such times the people not 
only are prone to accept crazy nos- 
trums, and “isms” which, under nor- 
mal conditions, would be obnoxious 
to them—they stampede to them! 


Under the distractions of war, to 


no small degree, these irresponsibles, 





“51 per cent went for payroll. . 


No real American, worthy of the 
name, resents this present surrender 
of our accustomed rights. The nox- 
mal processes of democracy are tov 
slow, in a crisis of this magnitude. 
Obviously, the only way to fight dic- 
tatorship is with dictatorship! The 
tighter they put the screws on us 
now, the sooner this thing is going 
to be over, and the sooner our di>- 
rupted families are going to be re- 
united, But we serve notice, here and 
now, that this surrender of our nor- 
mal rights must be regarded as pure 
military necessity, and has got to be 
strictly on a Jend-lease basis. We de- 
mand that, when the military crisis 
has passed, the power to govern shall 
revert to the people themselves, 
where it constitutionally belongs. 

It is a well known fact that, dur- 
ing periods of great stress, in their 
eagerness and frenzy to get relief, 
the people of any country are sus- 
ceptible to manipulation. At such 
times they are willing to try almost 
anything. Their faculties aren’t work- 
ing. They lose the power to weigh 
facts, and arrive at sound decisions. 
Their reason is adjourned. They be- 
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. 1.4 per cent for management.” 


for a time, had things pretty much 


. their own way. Insidiously they set 


out to nullify self-government, and 
to set up in its place an all-power- 
ful centralized federal control, 
utterly in defiance of the Constitu- 
tion and of the Bill of Rights. The 
checks and balances, set up in the 
Constitution to protect the political, 
social and economic rights of the 
people, to a degree were rendered 
inoperative. For a time, a “rubber- 
stamp” Congress abdicated its con- 
stitutional authority to the execu- 
tive branch. Through the accident of 
retirement and death, the complex- 
ion of the Supreme Court changed. 
The line between military necessity 
and political expediency became 
blurred. The President suddenly 
found himself burdened with re- 
sponsibility wholly beyond anything 
ever contemplated in the Constitu- 
tion. And the tragedy of it all was 
that, simply because of their frustra- 
tion. the people themselves concurred 
in what was being done to them. 
They took it “lying down.” 

What happens in a self-governed 


nation is the people's own fault. To 
the extent that we are in a mess, we 
and we alone are to blame. Insofax 
as an economic and social crisis now 
exists in this country, our republican 
form of government has _ simply 
failed to function. I think that busi- 
ness and industry are somewhat to 
blame for the awkward position in 
which they now find themselves. 
They too have, until recently, been 
taking it “lying down.” 

We have been hearing a lot lately 
about something which we cail 
“Freedom.” Two estimable gentle- 
men, momentarily vested with re- 
sponsibilities beyond the power of 
humans to endure, recently held a 
rendezvous with destiny on a battle- 
ship somewhere on the Atlantic 
Ocean. And, in due time, they re- 
turned, each to his respective 
country, with an important docu- 
ment which they had named “The 
Atlantic Charter.” 

We applaud the noble spirit of 
this document. We subscribe to every 
one of its high ideals. We also up- 
hold the right of men to wor- 
ship his God as he sees fit. We, too, 
deplore the want and the fear that 
have harried the earth. We, too, 
prize the right to speak our minds 
freely and constructively. 


Money Is Business 


But Mister President, Mr. Prime 
Minister, while we are utterly grate- 
ful to you, may we respectfully ask 
why, in the name of reason, did you 
omit the one basic freedom on which 
all the other four depend? You know 
that we can’t put our hearts into 
worship, if our stomachs are empty. 
You know that we can’t have free- 
dom of speech if there are no news- 
papers, magazines, or radio net- 
works to speak through! How can 
we be free from want and fear, if 
we don’t know where our next meal 
is coming from? Freedom, like 
love, must have bread and cheese! 
Without the basic Freedom to Earn, 
idealism has no substance. 

Many in this country have yet to 
learn that, when you say “money,” 
you say “business”! And since, on 
the face of it, business is the foun- 
tain-head from which all money 
comes, no man can condemn business 
without condemning his own per- 
sonal means of subsistence—the 
thing that is keeping him and his 
family alive. 

If business is vicious, then the 
money in your pocket is vicious and 
you ought to throw it in the nearest 
rubbish can. If money is vile, then 


(Continued on page 82) 
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Window Shades for Early September 












































MAKE WAY FOR 
BASKETBALL FAL L SPORTS FOOTBALL 
Y 
: % 1 | | xx 
x x ' xxE 
x x j } xx 
Sree «x } \ «x 
xxio xx xxpxw 
.— 
can 
2a [aa PEST CONTROL 22/22 ’ 3 
a 2 ONLY 2 
| FESR 























CM Se , 
ae — 








HARDWARE AGE Original Window Display IDEAS 























HERE ~ NEW 
FENCE _| WINDOW SHADES |— 
FOR ALL es FOR YOUR a 
rane on’ 





















A\DS 
TIME SAVERS H ge 
FoR BUSY 
PERSONS 










WAX 


Lo 





Ss 








of bright red. 


FALL 
SPORTING 
GOODS 
WINDOW 


MERCHANDISE: 
Basketballs, basket- 
ball shoes, athletic 
shirts, knee pads, 
trunks, footballs, foot- 
ball shoes, helmets, 
sweat shirts, athletic 
supporters, punching 
bags, boxing gloves, 
skip ropes, bag 
pumps, guns, shells, 
cartridges, hunting 
knives, gun case, 
cartridge belt. game 
calls, gun oil, gun 
solvent. 


BACKGROUND: 
Center panel of bright 
red corrugated board 
or painted wallboard. 
Side panels of ivory 
or buff material. Cut- 
out letters of bright 
yellow. 


FENCE 
WINDOW 


MERCHANDISE: 
Field fence, poultry 
fence, barbed wire, 
smooth wire, electric 
fence controllers, in- 
sulating knobs, hot 
shot batteries, fence 
staples. 


WINDOW 
SHADE 
WINDOW 


MERCHANDISE: 
Window shades, win- 
dow shade hardware, 
furniture polish, foam 
cleaner, floor wax, 
sponges, scrub brush- 
es, etc. 


BACKGROUND: 
Center panels of buff 







Side strips of bright 
red. Cut-out letters 
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By L. W. MOFFETT 


Washington Representative 
of Hardware Age 
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THE REASONS for the dry cell 
battery industry’s present inability to 
supply as many farm radio batteries 
as are needed by civilians have been 
outlined in a letter addressed to hard- 
ware merchants and other dealers in 
farm radio batteries by Stanley B. 
Adams, Director, WPB Consumers 
Durable Goods Division. 

“Within the past year, dry cell bat- 
teries have become one of the most 
urgent and critieal products in our war 
production program,” Mr. Adams said 
in the letter. “Military requirements 
exceed production of batteries by an 
estimated 30 per cent. To meet the 
most urgent needs for the types of bat- 
teries used in war equipment, such as 
‘walkie-talkies,’ buoys, submarine de- 
tectors, direction finders, ‘bazookas,’ 
field telephones, and more than 50 other 
items used in direct military operations, 
it has been necessary to expand the 
dry cell battery industry to more than 
three times its peacetime size. 

“The need of our boys overseas are 
supplied by the same manufacturers 
who are capable of producing farm 
radio batteries,” Mr. Adams explained. 
“Substantial increases in farm radio 
batteries within the next two or three 
critical months would seriously affect 
our military program. What we are 
attempting to do at present is to hold 
what production of farm radio bat- 
teries we now have. 

“We realize that the present produc- 
tion of farm radio batteries is not suffi- 
cient to meet the minimum essential 
needs of civilians. We realize, too, that 
people who are unable, for lack of bat- 
teries, to tune in on important radio 
messages, may be handicapped in their 
efforts to participate in vital war pro- 
grams. Therefore, along with our ex- 
pansion program in military batteries, 
WPB is taking steps to expand the pro- 
duction of farm radio batteries where it 
will not affect military production. 
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“You may wonder what is holidng 
up production,” Mr. Adams said. “It is 
not material or machines, but work- 
ers. The industry is short many hun- 
dreds of workers, and the most strenu- 
ous efforts are being made to recruit 
them.” 

Mr. Adams added that, while this is 
the situation as it exists now, it is ex- 
pected that production will have im- 
proved by fall. 


* 2 # 
WPB HAS ANNOUNCED that 


limitations on the use of metals in 
plumbing fixture fittings and trim apply 
to the assembly and finishing of such 
equipment as well as to the manufac- 
ture. The previous wording of Schedule 
V of Order L-42 had been erroneouslv 
interpreted to permit the use of metals 
for plating and finishing by persons 
other than the manufacturers of the 
equipment, WPB said. Since this was 
not the intent of the restrictions, Sched- 
ule V has been reworded to clarify the 
restrictions. 

At the same time, Schedule V was 
also amended to extend the exceptions 
to the restriction on the use of metals 
for plumbing fixture fittings and trim 
to include all buildings that comprise 
a hospital group instead of just the 
main hospital building. 

Prohibition on the use of chromium 
metal to make nickel-chrome resistance 
wire and of the delivery of such wire 
for use in domestic or commercial elec- 
tric appliances becomes effective im- 
mediately, WPB has reported. 

Direction 2 to General Preference 
Order M-18-a effects this change. Pro- 
vision is made for appeals, but WPB 
said that it did not intend to grant 
authorizations to melt chromium unless 
the electrical appliances manufacturer 
requires nickel-chrome resistance wire, 
for technical reasons, to make his 
product. 












CONTINUATION OF the pro- 
gram to make necessary chain avail- 
able for farm uses has been arranged 


through issuance of Direction 2 to 
Priorities Regulation 19. During the 
period from July 1, 1943, to June 30, 
1944, production and distribution of 
farm chain have been controlled by a 
series of 90-day directives under Gen- 
eral Preference’ Order M-330. Farm 
chain includes harness, wagon, log and 
halter chains and cow ties. 

Direction 2 to PR-19, orders chain 
manufacturers, from now through Dec. 
31, to disregard preference ratings, 
other than AAA, to the extent neces- 
sary to fill orders for farm chain from 
suppliers and dealers who serve the 
farm trade. It says that farm chain 
includes only the following types of 
chain, and that preference ratings are 
to be disregarded only up to the stated 
percentage of total weight production 
of each type during the year 1940 or 
1941, whichever is greater: 

Harness chain (including breast, butt, 
heel and trace chains, 50 per cent; cow 
ties, tie outs and halter chains, 50 per 
cent; log chains under one-half in., 30 
per cent; repair and lap links, 75 per 
cent. 


x & & 


FURTHER CLARIFICATION of 
Order L-23-c, which, WPB said, some 
manufacturers of domestic cooking ap- 
pliances and heating stoves have been 


misinterpreting, has been issued by the 
WPB Plumbing and Heating Division. 
The question has often been raised, 
WPB said, whether the restriction in 
paragraph (c) (4) of the order against 
the manufacture of more than the num- 
ber of models, sizes and other specifi- 
cations set forth in Schedule B, refers 
only to number of models manufac- 
tured at one time, or whether it refers 


(Continued on page 43) 








OFFICERS OF THE TEXAS WHOLESALE HARDWARE ASSOCIATION: Oscar J. Koepke, 





president, center; Sol L. Levy, first vice-president, right, and Nat M. Johnson, secretary- 
treasurer, left. Col. G. C. Dittmar, not in the picture, is second vice-president. 


Texas Wholesalers Ass’n. Holds War 
Problems Forum With Boosters 


ee facing 


business in general and hardware 
distribution in particular were dis- 
cussed at the 49th annual convention 
of the Texas Wholésale Hardware 
Association, held June 21 and 22 
at the Buccaneer Hotel, Galveston, 
Tex. The gathering was a war 
problems forum, with a minimum 
of entertainment. With ‘the Euro- 
pean invasion still so new, the minds 
of those present were focused on 
the war in Europe and the Pacific 
area, and the effect on business of 
conditions in the post-war world. 
Prior to the opening joint meet- 
ing Wednesday morning of the 
wholesalers and the Texas Hard- 


HARDWARE BOOST- 
ERS CLUB OFFI- 
CERS: Seated. left to 
right: Frank Winslow, 
retiring president; M. 
G. Lipscomb, presi- 
dent: LeGendre D. 
Kelly, Jr., first vice- 
president. Standing, 
left to right: Nat M. 
Johnson, secretary- 
treasurer, and Mal- 
colm E. Reid, second 
vice-president. 


ware Boosters Club, visitors and 
guests, the Boosters held their ninth 
annual meeting. Principal speaker 
at the joint opening § meeting 
Wednesday morning was Edwin 
Vennard, vice-president, Middle 
West Service Co., Chicago, discuss- 
ing “How Can We Keep Freedom?” 
Mr. Vennard described present con- 
ditions and current trends and held 
that business men who do nothing 
toward correcting existing condi- 
tions which they know are wrong 
are at fault. Oscar J. Koepke, Cor- 
pus Christi Hardware Co., Corpus 


Christi, president of the whole- 
salers, Frank D. Winslow, Jones & 
Laughlin Steel Corp., Houston, 
president of the Texas Hardware 


Boosters Club and R. R. Witt, 
Builders’ Supply Co., San Antonio, 
Tex., president, Southern Hardware 
Jobbers Association, were the chief 
speakers at the opening session. 
Current problems of the Texas 
wholesalers were discussed at ex- 
ecutive sessions held Wednesday 
afternoon‘ and Thursday morning. 
At the Thursday morning meeting 
of the wholesalers, committee re- 
ports and election of officers and ex- 
ecutive committee members were in- 
cluded in the order of business. The 
meeting time and place for the 1945 
convention will be decided later by 
the executive committee. 
Wednesday afternoon speakers in- 
cluded discussions of “Joint Problems 
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of the Retailers and Wholesalers by 
H. R. Turner, Navasota, president 
and Ray M. Souder, Dallas, secre- 
tary, Texas Hardware & Implement 
Association and a talk on “Channel- 


ing Government Surplus Merchan- 


dise” by J. W. Barnes, Facilities De- 
partment, WPB, Dallas. “The Trend 


of Cooperatives” was discussed by E. 


W. Hardin, Amarillo Hardware Co. 
and F. W. Posey, Walter Tips Co.. 
Austin. “Wholesale Distribution of 
Merchandise” was discussed by R. 
R. Witt, Builders’ Supply Co., San 
Antonio, Tex., president, Southern 
Hardware Jobbers Association. 


Wholesalers Re-elect Officers 


All officers and executive commit- 
tee members of the Texas Wholesale 
Hardware Association were re- 
elected and are as follows: Oscar J. 
Koepke, Corpus Christi Hardware 
Co., Corpus Christi, president; Sol 
L. Levy, Black Hardware Co., Gal- 
veston, first vice-president; Gus C. 
Dittmar, F. W. Heitmann Co., Hous- 
ton, second vice president (now a 
Colonel in the Army in France) 
and Nat M. Johnson, Pearsall, Tex.. 
secretary-treasurer. 

Texas Wholesaler executive com 
mittee members are N. F. Van 
Hoogenhuyze, Wm. Van Hoogen- 
huyze Hardware Co., San Antonio. 
A. G. Attebury, Amarillo Hardware 
Co., Amarillo; H. E. Colemere, Pe- 
den Iron & Steel Co., Houston; J. E. 
Ziegelmeyer, Huey & Philp Hard- 
ware Co., Dallas and President 
Koepke. 


New Booster Officers 


New officers of the Texas Hard- 
ware Boosters Club are: M. G. Lips- 
comb, Cavert & Lipscomb, Dallas; 
L. D. Kelly, Jr., G. A. Kelly Plow 
Co., Longview, first vice-president; 
Malcolm E. Reid, Dallas, manufac- 
turers’ agent, second vice-president, 
and Nat M. Johnson, Pearsall, sec- 
retary-treasurer. 

Members of the executive commit- 
tee of the Texas Hardware Boosters 
Club, all of whom are of Dallas, are: 
Dewey Godfrey, chairman; C. B. 
Hasford, Pat] H. Bowen and P. H. 
Speaker, Jr. Advisory board mem- 
bers are Frank D. Winslow, Hous- 
ton, Jones & Laughlin Steel Corp.. 
retiring president; Harry B. Wilson, 
Tulsa, Okla. (1945); E. M. Luther, 
Louisville, Ky. (1945); J. M. Cole, 
Dallas (1946); A. H. Deveney, At- 
lanta, Ga. (1946); and past presi- 
dents Fred C. Buck and H. A. Tay- 
lor, both of Houston, Tex. 


Entertainment was limited to la- 
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GOOD THREADED FASTENERS 
FOR THE HARDWARE TRADE 


What does a good hardware man look for in Threaded Fasteners? 
What the customer likes of course. 

First: Toughness adequate to the job. 

Second: Free running threads to save time. 

Third: Snug fitting heads that look good. 
You can mention those three points to every customer whether you 
are selling TRIPLEX cap screws, machine bolts, carriage bolts, lag 
screws, or stove bolts. There’s more postwar business for you with 
the line that is tried and true. 


TRIPLEX SCREW COMPANY 
5317 GRANT AVENUE © CLEVELAND 5, OHIO 
» THREADED 
Mm FASTENERS 


N | 
SAP AND St SCREWS + BOLTS, NUTS AND RIVETS 
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SINGLE 
PACKAGE 
29¢ 


Sutticient for 
1 average window 














Get set now for the 
Government Sponsored 


FUEL SAVING 
CAMPAIGN 


Here is a streamlined, popular- 
priced and practically packaged 
mastic ribbon that has tremen- 
dous eye-and-purse appeal 
housewives and husbands. 
With five cellophane-wrapped 
packages of Strip-Seal to the 
box, you can sell a single pack- 
age for 29c or the full box for 
$1.25. The small 29c unit means 
more and faster sales. 
is used to do a 
thousand and one sealing, caulk- 
ing and packing jobs.., it fills 
cracks, large or small; it seals 
against draughts, cold, dust, 
dirt, frost, moisture, fumes, ver- 
min, light, evaporation, etc. 
Sold through wholesale hardware 


ATTRACTIVE COUNTER- 
DISPLAY CARTON 
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§ 
FULL 
BOX 


$1.25 


Sufficient for 
5 average windows 


THE TREMCO 
MANUFACTURING CO. 


CLEVELAND 4, OHID 
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R. R. Witt, San Antonio, president of the Southern Hardware 
Jobbers’ Association, who addressed Texas convention. 


dies’ luncheons both days, a dinner 
Wednesday evening and golf. 

In the golf tournament held an- 
nually by the Texas Hardware 
Boosters Club in conjunction with 
the convention, Robert K. Moses, 
Houston, Tex., and H. R. Cutlip of 
the same city, won top honors. The 
former won the Sam Houston trophy 
for the best score on the afternoon 
of June 21, and Mr. Cutlip won the 


Buccaneer Hotel trophy for best 
score on Thursday. Other Booster 
winners, who received war stamps 
for their scores included: Malcolm 
E. Reid, Dallas; E. K. Pierce, Hous- 
ton; Harold L. Arey, and Fred C. 
W. Ziegler, both of Dallas. Jobbers 
who won war stamps were: J. E. 
Ziegelmeyer, and R. A. Slack, both 
of Huey & Philp Hardware Co.. 
wholesalers, Dallas, Tex. 


Children’s Books Added Source of Profit 
For Mahler Hardware Co. 


YEAR ’round display of comic 
books and coloring books and 
toys for children at the Mahler 
Hardware, Faribault, Minn., attracts 
considerable businéss. The display 
only occupies a small section on a 


rear display table, but the young- 
sters soon find it. When they come 
to the store with their parents, they 
do not rest until they have per- 
suaded their parents to buy them a 
book or toy of some sort. 





Books attract the youngsters, they in turn attract money to the store. 
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Washington News Reel 


(Continued from page 39) 


to the number of models, sizes, etc., 
that can be produced altogether. 

Joseph F. Wilber, Director of the 
Plumbing and Heating Division, offered 
the following explanation to guide 
manufacturers: 

“Under the first interpretation, the 
manufacturer who is allowed to pro- 
duce, for example, five models of a 
particular type of stove and who desires 
to change one of the five models, could 
legally do so since after the change 
was made he would still be producing 
no more than five models. This is not 
the intention of the order. 

“The latest interpretation is made to 
prevent the manufacture of more than 
the permitted number of models, sizes, 
etc. Under this interpretation, a manu- 
facturer would not be permitted to have 
the run of a particular model until he 
has sufficient inventory of that model 
and then change to another model.” 


xk 


CAN OPENER manufacturers have 
been granted permission by WPB to 
use iron and steel at twice the pre- 
viously permitted rate for household- 
type can openers and at two and one- 
third times the previous rate for insti- 
tutional types by amendment of Order 
L-30-d. Size and weight restrictions on 
both types of openers have been re- 
moved. 

Increased use of iron and steel for 
can openers will make available more of 
the tools that housewives and operators 
of restaurants and similar institutions 
need to participate in the tin can sal- 
vage campaign, sponsored by WPB, to 
help meet the continuing demand for 
tin. During the past year and a half, 
not only has the production of can 
openers been limited, but, since the 
bottoms as well as the tops of tin cans 
have been removed in preparation for 
salvage, can openers have worn out 
twice as fast as before the war, accord- 


ing to WPB. 
x * * 
EMERGENCY MILITARY orders 


are not exempt from the provision in 
Order M-139 that states that, except 
where free stocks are involved, paint 
manufacturers must receive WPB au- 
thorization before shipping any protec- 
tive coatings containing phthalic alkyd 
resins, the WPB Chemicals Bureau has 
pointed out. Free stocks are defined in 
the order as those which were in the 
possession of paint manufacturers 
(other than manufacturers of phthalic 
alkyd resins) on Jan. 1. 


* & @ 
OPA has announced that West- 


ern mixers of various agricultural 
insecticide and fungicide dusts con- 
taining rotenone in different forms and 
amounts will be represented on a five- 
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man industry advisory committee that 
will consider pricing actions to be 
taken on such commodities. The five 
men who will serve on this committee— 
Western Rotenone Dust Mixers’ Indus- 
try Advisory Committee—are as fol- 
lows: 

A. J. Flebut, Vice President, Cali- 
fornia Spray-Chemical Corp., Rich- 
mond, Cal.; R. A. Lamoree, general 
sales manager, Stauffer Chemical Co., 
San Francisco; Roy E. Miller, presi- 
dent, Miller Products Co., Portland, 
Ore.; D. A. Zannette, western man- 
ager, Chipman Chemical Co., Palo 
Alto, Cal.; and Elmer J. Davis, man- 
ager, insecticide department, Los An- 
geles Chemical Co., Los Angeles. 


x * * 


ALTHOUGH THE PRODUC- 
TION OF BROOMS this year will 
fall approximately 210,000 dozen below 
estimated needs, there will still be 
enough available, if they are used with 
care, to keep American homes as clean 
as in postwar years. 

Shortages of the components, particu- 
larly broomcorn, will reduce the total 
number of brooms available to fully 
meet military and civilian needs. 

WPB has estimated that total needs 
for the year will add up to 3,200,000 
dozen brooms of which 2,900,000 dozen, 
or more than 80 per cent, will be for 
household needs. This would average 
nearly one broom per family, according 
to the Department of Commerce. 


xk 


A NEW PRODUCT, which raises 
exciting post-war possibilities, known as 
“toughened glassware” has been making 
its appearance at Army camps, Com- 
merce Department officials report. This 
new product is durable, lightweight, 
thin and adaptable to mass production. 
It has a smooth surface, which makes 
it easy to wash and does not retain 
odors or stains. 

Cups and general purpose bowls made 
of this glass have been dropped from a 
height of 10 ft. without breaking, while 
thin blown glass tumblers have had a 
saving in breakage amounting to as 
much as 50 per cent over tumblers pre- 
viously purchased by the Army. The 
Army has placed orders for sizable 
quantities. 


x kk 


WEATHER-STRIPPING FELT 
and the wood to keep the stripping 
rigid will be in good supply at retail 
stores, according to WPB. A _ fair 
amount of zinc for stripping double- 
hung windows will be available, as well 
as insulating mineral wool and asphalt 
roofing. Rubber and copper weather 
stripping are not available for indi- 
vidual consumers. 

















GREAT NECK 
QUALITY 
SCREW DRIVERS 


Designed for visual perfection as 
well as work perfection, this tool will 
be popular, and an efficient quick- 
turnover item. Scientifically tem- 
pered high-grade Alloy Steel, with 
the RED-AND-BLACK PLASTIC 
HANDLE that is— 


UNBREAKABLE! 
SHATTERPROOF! 
SPLINTERPROOF! 
a 


Special grooves in 
handle facilitate 
gripping power and 
maneuverability of 
grip hand while 
working. Business 
end of screw driver 
heat treated to 
stand constant use. 
Good tool for good 
work, The hobbyist 
will both want and 
need it. 


Great Neck Saw 
Mfrs., Inc., with 
years of tool-mak- 
ing experience, is 
fortunate in having 
available a good 
line of hacksaw 
blades, keyhole saw 
blades, coping saws, 
etc. Also, wooden- 
handled screw 
drivers in a variety 
of sizes, and various 
sized wood chisels 
with handles of 
wood or RED-AND- 
BLACK PLASTIC. 
Craftsmen who 
know what they 
want, know the 
trade mark. ... 






GREAT NECK SAW 


MANUFACTURERS, INC. 
MINEOLA, N. Y. 
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Salesmen 
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Elias C. Atkins President 
Of E. C. Atkins & Co. 


Elias C. Atkins was recently 
elected president of E. C. At- 
kins & Co., saw manufacturers, 
Indianapolis, Ind., succeeding his 
father, the late Henry C. Atkigs. 
Another son, Keyes W. atkif 





ELIAS C. ATKINS 


vice-president and general sales 
manager, was elected to the po- 


sition of first vice-president in 
charge of sales. 
Elias C.. Atkins first entered 


the company’s employ in 1915, 
working through many factory de- 
partments to learn more of the 
manufacturing of saws, and the 
other products made by the com- 
pany. He became vice-president 
in 1924, and advanced rapidly to 
the position of superintendent in 
1931, and then first vice-president 
in 1936. Mr. Atkins is a gradu- 
ate of Yale University, and is a 
member of D.K.E. Fraternity, 
Atkins Pioneer Club. He 
served as a first lieutenant in 
World War I, with the 323rd 
Field Artillery. Keyes W. At- 
kins entered the company in 
1917, also working his 
through the factory to gain ex- 
He as 
manager of the crosscut saw di- 
vision and was elected vice-presi- 
dent in 1924. From 1926 to 1929, 
he was manager of the company’s 


and 


way 


perience. served sales 
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| Memphis, Tenn., branch. Upon 
| his return to Indianapolis he was 
| made manager of the mill and of 
| the industrial sales division. In 
| 1936 he was appointed vice-presi- 
| dent and general sales manager, 

covering both domestic and for- 
eign sales. He also is a veteran 
| of World War I. 

Other officers of the company 
| are: William A. Atkins, vice- 
president; Frank R. Weaver, 
vice-president; Henry C. Atkins, 





W. ATKINS 


KEYES 


superintendent, and Donald H. 
Potter, secretary-treasurer. Mr. 
Potter was also elected to the 
board, to fill the vacancy created 
by the passing of Henry C. 
Atkins. 


AMERICAN CHAIN & 
CABLE PURCHASES PA. 
LAWN MOWER WORKS 


The American Chain & Cable 
Co., Bridgeport, Conn., has 
recently purchased the Penn- 
sylvania Lawn Mower Works, 
Primos, Pa. This company will 
now be known as American 
Chain & Cable Co., Inc., Pennsyl- 
vania Lawn Mower Works Divi- 
Pa. Nelson D. 
Perine will continue as sales 
manager, and for the present the 


sion, Primos, 








factory will remain at Primos, 


| years 





Pa. The new company will im- | 


mediately prepare for the post- 


war period, and will follow the | 
distribution | 


general policy for 
that has been carried on in the 
past. The company, which was 
founded 


Pennsylvania Junior, Great Amer- | 


ican, and other brands of lawn 
mowers, 


MARSHALL SALES 
MANAGER GRAND HOME 
APPLIANCE COMPANY 


W. L. Marshall has recently 
been appointed sales manager of 
the Grand Home Appliance Co., 
2323 East 67th St., Cleveland, 
Ohio. Mr. Marshall has had a 
wealth of experience in selling, 
merchandising, sales promotion, 
and advertising. He served Sin- 
ger as vice-president of a New 
York agency, and for two years 
was vice-president and general 
manager of a well-known agency 
handling Toastmaster, 
Adding Machine, and others. He 
spent three and one-half 
with Arnold Schwinn & 
Co., manufacturers of “Schwinn- 
Built” bicycles. 


also 


Victor | 


PLUMB GEN. MGR. 
EAGLE LOCK CO. 


R. G. Plumb has recently been 
| appointed general manager of 
| The Eagle Lock Co., Terryville, 
| Conn. Mr. Plumb is well known 


in 1877, manufactures | 








R. G. PLUMB 


to the hardware trade, having 
been an active member of The 
Eagle Lock Co. since 1920. 








Wickwire Spencer Steel Co. 
Bays Sirian Wire & Contact Co. 


The Wickwire Spencer Steel 
Co., 500 Fifth Ave., New York 
City, recently announced the pur- 
chase of the business and assets 
of the Sirian Wire & Contact Co., 
Newark, N. J. The company will 
immediately assume full control 
of all management and produc- 
tion operation of Sirian. This 
wire company manufactures a 
substantial percentage of all the 
fine drawn tungsten and molyb- 
denum wire and rods, used in the 
radio, electronic, electrical in- 
strument and lamp industries. In 
connection with the new prop- 
erty, Wickwire Spencer an- 
nounced the formation of a new 
subsidiary company, the Wick- 
wire Spencer Metallurgical Corp. 
Officers of this new subsidiary 
E. P. Holder, president; 


are: 
Lt. Col. Cecil B. Young, re- 
tired, executive vice-president; 


George H. Creveling, treasurer, 
and Franklin Berwin, secretary. 








The operations of the Wick- 
wire Spencer Metallurgical Corp. 
will be under the direction of 
Col. Young. He was recalled to 
active duty with the U.S.A.A.F. 
immediately after Pearl Harbor 
and appointed Executive Officer 
of the New York Air Defense 
Wing. In this position he was in 
charge of the development of Air 
Defense and the training of com- 
bat pilots in this area. In De- 
cember, 1943, he returned to in- 
active status and since then has 
been executive vice-president of 
the Wickwire Spencer Aviation 
Corp., subsidiary of Wickwire 
spencer Steel Co. L. D. Granger, 
well-known steel metallurgist, will 
also be connected with this new 
subsidiary. The offices of the 
Wickwire Spencer Metallurgical 
Corp. will be located at the com- 
pany’s plant, 260 Sherman Ave., 
Newark 5, N. J. 
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CHARLES F. SARGENT 


At a meeting of the board of 
directors of Sargent & Co., New 
Haven, Conn., Charles Forbes 
Sargent was elected president of 
the company. He succeeds Mur- 





ray Sargent, administrator - in - 
chief of the New York Hospital, 
New York City, who recently re- 


| signed as president, but who will 


| continue as chairman of the 
board. 
Charles Forbes Sargent has 





been with the company since his 
graduation from Yale College in 
1920. He has had experience in 
both the manufacturing and ad- 
ministrative branches of the busi- 
ness. In 1940 he was elected a 
director, in 1941 was made a 
vice-president, and in 1942 be- 
came first vice-president. He is 
the eighth president of this 100- 


| year-old business since it was in- 


in 1865. He is a 
grandson of the late Joseph 
Brandford Sargent, founder of the 
company, and a son of the late 
George Lewis Sargent, who had 
also been active in the manage- 
ment of the company, and was a 
former president. 


corporated 








DUNHAM ASS’T 
WESTERN SALES MGR. 
R. B. & W. BOLT CO. 


Willard B. Dunham has re- 
cently joined the Russell, Burd- 
sall & Ward Bolt & Nut Co., Port 
Chester, N. Y., as assistant west- 
ern sales manager. Mr. Dunham’s 
headquarters will be located at 
224 South Michigan Ave., Chi- | 
cago, Ill. 


O’HARA SUPERVISOR 

OF BRANCHES FOR 
CONGOLEUM-NAIRN 
W. J. O’Hara has been named | 
supervisor of branches of Con- 
goleum-Nairn, Inc., Kearny, N. 
J., S. O. Sixsmith has been ap- 





nger, 
, will 
new 

the 
zical 
com- 
\ve., 









York branch, and J. F. St. Clair 
manager of the Boston branch. 
Mr. O’Hara joined the company 
in 1922, and served as a sales- | 
man in the Boston branch terri- | 
tory until 1940, when he was 
advanced to the position of Bos- 
ton branch manager. In 1940 he 
became New York branch man- 





AUGUST 3, 
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ager in which capacity he has 
served until this new appoint- 
ment. Mr. Sixsmith, who en- 
tered the employ of the company 
in 1920 as a salesman in the 
Philadelphia territory, was ap- 
pointed assistant branch manager 
of the Pittsburgh branch in 1939. 
In 1941, he became manager of 





FEDERAL ELEC. CO. 
PURCHASES ELEC. DIV. 
COLT FIRE ARMS CO. 


The Federal Electric Products 
Co., Newark, N. J., recently an- 
nounced the purchase of the 
electrical division of Colt Patent 
Fire Arms Mfg. Co., Hartford, 
Conn. Louis W. Cole, president 
of the Newark company, said that 
when his company bought Fed- 
eral, his plans called for a pro- 
gram of expansion and the de- 
velopment of many new products 
for the electrical field. Now add- 
ed to the Federal line which in- 
cludes switches, panelboards, and 
circuit breakers are the Colt 
group of service equipment and 
load centers, multi-breakers, 
motor starters and overload re- 
lays. The manufacture of motor 
controls and other Colt products 
will be continued at Hartford 
with the same ‘personnel, but 
will be under the personal super- 
vision of Thomas M. Cole, 
executive vice-president of Fed- 
eral Electric Products Co. 


HAWKS EASTERN MGR. 
APPLETON ELEC. CO. 


Julian A. Hawks, formerly 
chief of the Electrical Supplies 
and Household Appliance Sec- 
tion of the Wholesale and Retail 








W. J. OHARA 


Trade Division, WPB, has re- 
cently been appointed eastern 
manager of the Appleton Electric 
Co., 1701-1729 Wellington Ave., 
Chicago, Il. Mr. Hawks resigned 
his position with the WPB 


June 1. 


ENGEL ASS’T VICE 

PRES. REMINGTON RAND 

J. S. Engel, acting general 
manager of the Electric Shaver 
Division of Remington Rand, 
Inc., in Bridgeport, Conn., has re- 
cently been appointed an assis- 
tant vice-president of Remington 
Rand, Inc. He has been with 
Remington since 1913, and has 
been general sales manager of the 
Electric Shaver Division since 


with headquarters in -‘Minne- 
apolis, Minn., for General Mills, 
Inc., Minneapolis, Minn. Gen- 
eral Mills’ expansion in the home 
appliance field is an outgrowth of 
post-war planning for its me- 
chanical division, now engaged in 
the production of high precision 
Naval & Army Ordnance. 

Mr. Imhoff was formerly vice- 
president and general sales man- 
ager for the Proctor Electric 
Co., Philadelphia, Pa. His career 
in the electrical and appliance 
business began in 1919, when he 
was employed in the Mansfield, 
Ohio, plant of Westinghouse 
Electric & Mfg. Co., as produc- 
tion clerk. In 1921 he became as- 
sistant purchasing agent and in 
1923 went to the sales depart- 
ment where he was named as- 
sistant manager of the appliance 
section. In 1926 he became 
manager of this division with 
the responsibility of marketing 
the entire line of home appli- 
ances. In 1932 he was advanced 
to the position of sales manager 
of the merchandising division, 
and handled advertising and 
sales promotion for heating appli- 
ances, fans, vacuum cleaners, etc. 
In 1940 Mr. Imhoff joined Proctor 
Electric Co., division of Proctor 


& Schwartz, Philadelphia, Pa. 


~—_—_ 


STRELINGER TREAS. 
AND ASS’T SEC. NASH- 
KELVINATOR CORP. 


Godfrey Strelinger, who was 
formerly assistant to the general 
sales manager, Nash Motors Di- 
vision, of the Nash-Kelvinator 
Corp., Detroit, Mich., has been 
appointed to the positions of 
treasurer and assistant secretary 
of the corporation. Mr. Stre- 
linger succeeds the late G. V. 
Egan. He has spent 15 years 
with Kelvinator, and later with 
Nash following the merger of 
the two companies in 1937. Mr. 
Strelinger has also been elected 
a director and secretary-treasurer 
of the company’s subsidiary, Re- 





1940. 


frigeration Discount Corp. 
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Faller West Coast Vice-President 
For Bethlehem Steel Co. 


H. H. Fuller has recently been 
elected vice-president in charge 
of west coast steel activities of 
the Bethlehem Steel Co., Bethle- 
hem, Pa. Mr. Fuller succeeds 
W. H. Stewart, who has held the 
office during the past 12 years. 


Mr. Stewart, though retiring 
from active duty, will continue 
in an advisory and consulting 
capacity. Mr. Fuller joined the | 


company at the end of the first 
World War. In 1936 he became 
assistant manager of sales for the 


New York district, and two years | 


later was appointed district sales 
manager. During the war he 
served as a first lieutenant in the 
U. S. Army Air Corps. His head- 
quarters will be at 20th and Illi- 
nois Sts., San Francisco, Cal. 
Several other appointments 
were announced at the same time 
by E. G. Grace, president of the 
company. C. M. Mackall will 
succeed Mr. Fuller as manager 
of sales for the New York dis- 
trict. Mr. Mackall formerly was 
general manager of central sales 
for the company in Pittsburgh, 
Pa. He joined Bethlehem Steel 
in 1926 in the training course 


4 
! ~~ 


FAIRHAVEN, 
MASS. 














H. H. FULLER 


| for college men, and after serv- 


ing two years in the open hearth 
departments, joined the sales 
force. In 1938 he became assist- 
ant manager of sales in the 
Philadelphia district, and was 
later made assistant general 
manager, western sales, in 1940, 
and then general manager of 
central sales in 1943. 


Bennett C. Macgregor was 


| 
| 
| 
| 








manager of sales in the St. Louis 
district prior to his appointment, 
succeeding Mr. Mackall as gen- 
eral manager of central sales. 
After some operating experience 
with various steel companies, he 
joined Bethlehem’s sales force in 
1919, at Cleveland, Ohio, becom- 
ing manager of structural and 
plate sales in the Cleveland dis- 
trict, and Jater manager of sales 
of the St. Louis district in 1938. 

C. H. Cecil will succeed Mr. 
Macgregor, after serving on the 
sales force in the Chicago dis- 
trict. He started with Bethle- 
hem in 1926 in the open hearth 
department at the Sparrows 
Point, Md., plant. He was trans- 
ferred to the sales department in, 
1927, and has served in both the 
Cincinnati and Chicago sales 
offices. 


WARANCH HDWE. MOVES 
TO NEW LOCATION 


The Waranch Hardware & 
Paint Co., Norfolk, Va., whole- 
salers, recently announced that 
after Aug. 15, it will move to 
its new location, at 224 Brewer 
St., Norfolk. The firm has been 
identified with the hardware and 


years. 











JAMES F. WELDON 


whose appointment as execu- 
tive vice-president in charge 
of sales for the A. J. Alsdor{ 
Corp., 223 W. Jackson Blwvd., 
Chicago, Ill., was announced in 
the July 6 issue of HARDWARE 
Ace on page 52. 








MELVILLE JOINS 
ROD & WIRE DEPT. WPB 


Norman F. Melville, formerly 
manager of steel and wire sales 
for Pittsburgh Steel Co., has re- 
cently joined the Rod & Wire 











ATLAS TACK 


CORPORATION 


paint business for the past 40| Department of the WPB_ in 
Washington. 
— a * a « 4: 
) 
HENDERSON, 
KY. 








Dobbin's Harness Has Not Received the 
Attention It Should During the War... 








We Have Available Some — 


COPPER : 
BELT RIVETS 


.and BURS © f 
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AUGUST 3, 


F. E. Myers & Bro. Salesmen 
Hold Merchandising Clinic 


equipment and service problems. 
As a refresher course, the men 
were reviewed in such topics as 


The selling of full line prod- 
ucts, the teaching of new sales- 
men and clerks, and the demon- 


stration to jobbers and dealers | merchandising and display, 
of displaying equipment, and the | marketing conditions, territory 
use of advertising were among | analysis, sales promotion and 


technique, proper use of advertis- 
ing in direct sales, and canvass- 
ing with jobbers and dealers. 
Prior to the discussions the men 
made a complete tour of the 
plant. 

The second half of the clinic 


the chief topics discussed at a 
recent two day sales clinic held 
by The F. E. Myers & Bro. Co., 
Ashland, Ohio, at its offices. 
Another outstanding feature of 
the clinic was discussion of 
ideas for promoting greater co- 





operation between salesmen, | program followed the pattern of 

jobbers, and dealers, and the| other war time conferences in 

company. presenting data and detail for 
Because merchandising is go- | 1944-45. 


ing to be of vital consideration 
when goods become available in 
sufficient quantities to meet the | 
demand, salesmen, who for the | 
past two years, have not been 
forced to do any actual selling, 
reviewed their sales technique 
and gave suggestions on how to 


R. P. HEALY FORMS 
OWN SALES AGENCY 
—TO COVER MIDWEST 

R. P. “Dick” Healy, well 
known to mid-west wholesale 
| hardware distributors, has estab- 

lished The Healy Sales Agency, 


— with conditions from the | manufacturers’ agents, to cover 
standpoint of service. The clinic | the mid-west area, contacting 
method of conference with its | wholesale hardware distributors 
question and answer procedure and other large outlets in the 
was used to stimulate exchange | ..1. of lines handled by hhend- 


of ideas, and create greater inter- 
est in selling. 


ware wholesalers and _ retail 
dealers. Headquarters of The 
Healy Sales Agency will be in 


Employing visual education as | 


a means of promoting a better | Room 1416, Merchandise Mart, 
understanding of the subject, | Chicago, Ill. 
slides presenting production} For many years Mr. Healy was 


machinery were shown, prior to | sales manager of the Animal 
discussion on’ the installation of | Trap Co. of America, Lititz, Pa., 








having resigned from that or- 
ganization last year. Later he 
was associated with the Ameri- 
can Chain Division of American 
Chain & Cable Co., Inc., York, 
Pa. 

Mr. Healy is seeking lines for 
sale in the mid-west territory 
and at a later date will have at 
least two major lines made under 





R. P. HEALY 


his direction and on which he 
will handle sales for all of the 
United States and Canada as 
well as for the export trade. 


CHILDERS MEMBER 

CONTROLLERS INST. 
Richard H. Childers, auditor 
of the Moore-Handley Hardware 
Co., Birmingham, Ala., whole- 
salers, has recently been elected 


a member of the Controllers In- | 
| Light Co., among others. 


stitute of America. 

















CHANGES IN CORBIN 
LOCK SALES DEPT. 


The Corbin Cabinet Lock Co., 
division of the American Hard- 
ware Corp., New Britain, Conn., 
has announced several changes 
in its sales organization. Fred 
W. Kearnan, for many years 
sales representative in charge of 
the middle Atlantic states, with 
headquarters in Philadelphia, 
Pa., and more recently acting as 
assistant sales manager, has been 
named salesman in charge of the 
Pacific coast territories, with 
headquarters in San Francisco, 
Cal. Donald H. Hutchings, for- 
merly salesman in charge of New 
England territories, and more 
recently acting as special and 
governmental sales manager, is 
now assistant sales manager. 
Gunnard E. Swanson will be in 
charge of the middle Atlantic 
states territories. He was for- 
merly in charge of New England 
sales, and later headed upper 
New York state sales. 





H. CAREY PRESIDENT 
COLLINS COMPANY 


H. Bissell Carey has recently 
been elected president of The 
Collins Co., manufacturers of Col- 
lins edge tools, cast steel plows, 
etc., Collinsville, Conn., to suc- 
ceed the late C. L. Taylor. Mr. 
Carey is president of the Auto- 
matic Refrigerating Co., Hart- 
ford, Conn., and also is a director 
of the Hartford Fire Insurance 
Co., Hartford Connecticut Trust 
Co., and the Hartford Electric 











SALESMEN AND OTHER PARTICIPANTS OF THE MYERS CLINIC: Left division, standing: J. 


Myers, president; Col. Wm. Mumm, Mumm, Malay & Nichols, advertising agency; 
Center, back row: W. B. Struble; C 


G. J. Light, H. L. Frensdorf. 
H. A. Reaser, credit manager; J. 
& Nichols, advertising agency; C. D 
B. Sattler, C. M. Parquette, D. R. Bruder. 
P. Boals, C. Ross Jordan. 





1944 





Leiter, sales manager. 


Burnett, advertising manager; A. E. Beible, Jr. 





F. R. Elliott. ead. 
Walters, sales promotion manager; 
F. Simmons; J. O. Bailey; C.P. Triphaus; Wm.Mumm, Jr., Mumm, Malay 
Center, middle row: D. D. Armstrong, C. 
Center, front row: W. E. Miner, C. R. Dakin, T. C. Smith, C. 


Right division, left to right: J. E. Hudson; P. H. Cross; L. N. Foster; S. S. 
Seated: R. S. Marks. 


Col. Walter Siegmund Retires From 
Active Duty With Army Air Corps 


Appropriate ceremones at Lin- } 
coln Army Air Field witnessed | 


the retirement of Col. Walter F. 
Siegmund recently from active 
duty with the Army Air Corps. 
In civilian life, Col. Siegmund is 


COL. WALTER SIEGMUND 

an executive of the Western Car- 
tridge Co., Alton, Ill, and its 
subsidiary, the Winchester Re- 
peating Arms Co. He has held 
the rank of full colonel for 22 
years, and has service on 
the Mexican 


seen 


Border, and in 


France in World War I. He be- | 
gan his military career in 1914 | 
as a second lieutenant in the Ist | 


Missouri Infantry and through 
the years his assignments have 
included infantry, field artillery, 
cavalry, and air corps. In 1938 
he requested transfer to the in- 


active reserve, and later, in rec- | 


ognition of his war production 
responsibilities with the Western 
and Winchester companies, was 


placed in the War Dept. Reserve | 
Officers’ Pool. In 1942 he was re- | 


called to active duty, and was 


assigned to the staff of the Com- | 


mand General of the Technical 
Training Command. 

Later he assumed command of 
the overseas replacement train- 
ing center, Kearns Field, Utah 
Transferred to the second Air 
Force in May, 1943, he returned 
to Kearns as commanding officer 
when the second Air Force took 
over that installation for the 
processing and specialized school- 
ing of second Air Force person- 


nel. Col. Siegmund, a graduate | 


of Smith Academy, School of 
Mines of the University of Mis- 
souri, and Purdue University. is 


the author of “How to be a Sol- | 
dier.” This is based on 21 points | 


of military conduct which form 
the basis of conduct for young 
men entering the service from 


civilian life. During World War 


AS 


| manager of Marshall-Wells Co., 


| utors, 
| ceeding A. Gould, who is retir- 


| managed 
| company in Spokane, Wash., Re- 


| He also has been elected a di- 





I, he was specially selected by 
Gen. John J. Pershing to return 
to the U. S. for the purpose of 
replacing foreign instructors and 
indoctrinating our troops with 
the fundamentals of American 
warfare. 


FOULDS VICE PRES. 

CANADIAN BRANCH 

MARSHALL-WELLS 
James H. Foulds has recently 
been appointed vice-president and 


Ltd., wholesale hardware distrib- 
Winnipeg, Canada, suc- 


Mr. Foulds 


branches of 


previously 
the 


ing. 
the 


gina, Sask.; and Calgary, Alta. 


rector of the International Lab- 
oratories, Ltd., St. Boniface, and 
the Marmac Oil Co., Ltd., Win- 
nipeg, subsidiaries of Marshall- 
Wells. H. B. Kirkpatrick will 
succeed J. H. Foulds as vice- 
president and manager of the 
Calgary branch. Coming to the 
company from a retail store, he 





was sales representative for 10 
years in southern Alberta, ond | 
was then made manager of the 


sporting goods and cutlery de- 
partments in Calgary, and later 
in Winnipeg. 

John C. Pearce succeeds H. 
B. Kirkpatrick and A. Gould is 
retiring as vice-president and 
manager of the Winnipeg branch. 
He was a sales representative for 
Hobbs Hardware Co., in 1899. He 
also was associated with the for- 
mer Rice Lewis & Son, before 
going to western Canada in 1910. 
He became sales representative 
for Marshall-Wells Co., in a 
pioneer territory north of Ed- 
monton and also served over- 
seas. In 1935 he was made vice- 
president and manager of the 
Calgary branch of the company, 
and shortly afterwards was made 


vice-president and general man- | 


ager of the Winnipeg company. 


MERRITT VICE-PRES. 
GENERAL MANAGER 
CONLON CORP. 


I, N. Merritt has been appoint 
ed vice-president and _ general 
manager of the Conlon Corp., 
Chicago, Ill., peacetime manufac- 
turer of household washers and 
ironers. Mr. Merritt recently re- 
signed his positions as vice-presi- 
dent and director of the Electric 
Household Utilities Corp., Chi- 
cago, and as president and di- 
rector of its subsidiary, the 
Meadows Corp., Bloomington, IIl., 








I. N. MERRITT 


Bernard J. Hank, president of 
the Conlon Corp., 
nounced the purchase of the 
heating pad division of the Eagle 
Electrical Mfg. Co., New York 
City, as concern’s 
program for expansion to a full 
electrical household line in the 
post-war market. 

Mr. Merritt 


also an- 


part of his 


joined Electric 
Household as vice-president in 
charge of sales for Meadows 
Corp. in 1934, Prior to this time 
he was vice-president and gen- 
eral manager of the Grinnell 
Washing Machine Co., Grinnell, 
Iowa, for eight years. 





Kummerow, Owens-Illinois Can Sales Mar. 
—Also Name Two District Managers 


Owens-Illinois Can Co., To- 
ledo, Ohio, recently announced | 
the appointments of George E. | 
Kummerow as sales manager of’| 
the paint and varnish division, 
and Harvey P. Thelen as sales 
manager of the firm’s new steel | 
container division. Mr. Kum- 
merow, formerly manager of the | 


GEORGE E. KUMMEROW 


HARVEY P. THELEN 


company’s Chicago sales office, 
will continue to have his head- 
quarters in Chicago for the time 
being. My. Thelen as sales man- 
ager of the steel container divi- 
sion, will continue to have head- 
quarters in Toledo. 

Earl Burns, manager of the 
Owens-Illinois Can Co’s Balti- 





EARL BURNS 


more branch for several years, 
has recently been appointed man- 
ager of the firm’s Chicago branch, 
and Jack Thayer has been named 
manager of the New York 
branch, which he has headed 
as acting manager for some 
months. Mr. Thayer has been in 
the company’s New York branch 
for a number of years and was 
appointed assistant manager Feb. 
1, 1941. He the late 
John Richardson. 


succeeds 


JACK THAYER 


HARDWARE AGE 
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OFFICERS OF THE FRIES, BEALL & SHARP CO; seated, 
left to right: Marguerite N. Elliott, assistant treasurer; Waldo 
J. Tastet, president; and standing, left to right: Lewis W. 


Magruder, assistant secretary; 


and Wallace Duff, secretary-treasurer. 


Milton E. Firor, vice-president; 





Fries Resigns as Fries, Beal & Sharp 


President. 


Fries, Beall & Sharp Co., 
Washington, D. C., wholesale 
hardware distributers, have an- 
nounced the retirement of 
Clarence E. Fries, president of 
the firm, and also a reshuffling of 
the company’s officials, with a 
promotion for many employees. 

Mr. Fries in his retirement 
will serve as chairman of the 
board, and the presidency has 
been turned over to Waldo 
J. Tastet, who has been with 
the company for a period of 
20 years. Mr. Fries has been in 
the hardware business for about 
a half century. The present 
company was organized in 1906 
and operates in the District of 
Columbia, Maryland and Vivr- 
ginia. The main office is located 
at 734 10th St., N. W., Washing- 
ton, D. C. The company also 
maintains two warehouses and a 
fleet of 30 trucks in handling 
their lines of hardware, building 
materials and sheet metal. 

The new officers are already 





Harris & Ewing 
CLARENCE E. FRIES 


AUGUST 3, 1944 





Other Changes Made 


beginning to think about an 
aggressive post-war program, ac- 
cording to Mr. Tastet. 

The new officers in addition to 
Mr. Tastet are Milton E. Firor, 
vice-president in charge of pur- 


treasurer in charge of sales; 
Marguerite N. Elliott, assistant 
treasurer in charge of account- 
ing; and Lewis W. Magruder, 
Assistant secretary in charge of 
credits. 

Edward B. Johnson, is retiring 
as vice-president because of ill 
health and Lawrence E. Williams, 
vice-president or leave of ab- 
sence is serving as a lieutenant- 
commander in the Navy. 


WILLIAM STAUFFER 
JOINS DU PONT 


William O. Stauffer, who for 
the past several years has been 
| research superintendent, ammu- 
| nition section of Remington 
| Arms Co., Inc., technical divi- 
sion at Bridgeport, Conn., has 
| been appointed senior group 
leader, electro chemicals depart- 
ment, E. I. du Pont de Nemours 
& Co., at Niagara Falls, N. Y. 





CHAS. D. BRIDDELL 
WINS SECOND 
PRODUCTION AWARD 


The Army-Navy “E” Pennant 
of Chas. D. Briddell, Inc., Cris- 
field, Md., makers of hand tools, 
has recently been embellished 
with a white star signifying con- 
tinued excellence in the produc- 
tion of war materials. The origi- 
| nal pennant award was made on 
| Jan. 4th. This company produces 
projectiles for the “Bazooka,” as 
| well as some 15 other products 


| needed by the armed forces. 





Harris & Ewing 


chasing; Wallace Duff, secretary- | 
































DMilapace 


HANDY PACK DEPARTMENT 











Unit sales in popular Milapaco lace paper increased 
two to nine times higher—is one of the reasons why 
the Milapaco HANDY PACK has been called one of 
the greatest merchandising ideas in paper. 

You'll want to remember the sales and profit possi- 
bilities of this new package. Make your “Handy Pack” 
Department the center eye stopping paper goods dis- 
play when partially restricted production is again in- 


creased. It's a colorful, self- 





selling “bargain package 

of beauty” you'll want to 

use — with profit — when 

more are again available. 
ok 

TODAY — BUY MORE 


WAR BONDS... Plan 
for a Milapaco Handy 


Pack Department later. 


Se 


MILWAUKEE LACE PAPER CO. 


1306 East Meinecke Ave. Milwaukee 12, Wisconsin 


ESTABLISHED IN 1898 





Lace Papers 
of Character 


Mitapacr 





49 





“I need more 
tools of this 





— And you'll surely get 'em when 
UNION LEADS PEACEWARD 
into New-line Production! 


There will be no limit on your supply of UNIoN 
Tools and Sporting Goods when the full force of 
our war-time capacity can be put behind your 
orders— 


And no limit on Quality, newly-developed out of 
our war-manufacturing experience .. . This Quality 
will be powered by new SALES features, planned to 
promote fast turn-over and Dealer’s profits on 
UNI0N 


Roller and Ice Skates. 


Fishing Tackle 


*Chisels and Screwdrivers 
*Hack Saw Frames 


Gun Implements 
* Available on Pricrities 


HARDWARE COMPANY 


Gw EWE aw FW 
TORRINGTON. CONN. 


NEW YORAM OFFICE MB 
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| SCHMITT NOW PACIFIC 


NORTHWEST MANAGER 
FOR E. C. ATKINS 
Roland J. Schmitt has recently 
been appointed manager of the 
Pacific northwest division of the 
E. C. Atkins & Co., Indianapolis, 





A. STANLEY CASTER 


Ind., to succeed H. G. Mackenzie 
who is leaving the company for 
another position. A. Stanley 
Caster has been advanced to the 
position of office manager of the 
company’s Portland, Ore., office. 
Headquarters of both men will be 
at the company branch factory in 
Portland, Ore. 

Mr. Schmitt will be in full 
charge of the Atkins activities in 
Oregon, Washington, Idaho, and 
western Montana. He has had 
19 years of experience in the 
manufacturing and selling of 
saws of all kinds. Early in 1942, 
he was placed in charge of co- 
ordinating the subcontractors of 
Atkins’ armor plate program. Mr. 
Caster for several years was con- 
nected with the Willis Overland 
Co., in both Toledo, and New 
York, in their export depart- 
ments. He moved to Indianapo- 
lis in 1922, to engage in whole- 
sale and retail automobile busi- 





ROLAND J. SCHMITT 


| ness. He has been placed by the 

company, in several key positions 
of both the domestic and war 
work, and has had considerable 
sales promotion experience. 





DEPKE SALES MANAGER 
DURO DECAL CO. 


A. J. Depke has recently been 
appointed sales manager of the 
Duro Decal Co., Chicago, IIl., 
creators of decalcomania trans- 
fers and decorative wall borders. 
Mr. Depke was formerly branch 
manager of the General Cigar 
Co., and later served as super- 
visor of its midwest territory. 
Immediately preceding his con- 
nection with the Duro Decal Co., 
he was affiliated with the sales 
department of the Metropolitan 
Cigar Co. Mr. Depke formerly 
covered the south side of Chi- 
cago, and the state of Indiana, 
for Duro Decal. 


HEIL, SALES MGR. OF 

AUTOMOTIVE TRADES 
FOR MINNESOTA MINING 

W. J. Heil has recently been 
appointed sales manager of auto- 
motive trades for the Minnesota 
Mining & Manufacturing Co., St 
Paul, Minn., with headquarters 








W. J. HEIL 


in Detroit, Mich. He will be in 
charge of all the company’s prod- 
ucts being sold to automobile 
and body manufacturers with the 
exception of 3-M cement. Prior 
to 1941, Mr. Heil was a repre- 
sentative for the automotive 
trade, and then, in 1941, he went 
to the west coast for the com- 
pany, and in 1943, was named 
west coast sales manager. 





HAMLIN METAL WINS 
ARMY-NAVY “E” 

The men and women of Ham- 
lin Metal Products Co., 50 West 
Exchange St., at Water Street, 
Akron, Ohio, recently were pre- 
sented with the Army Navy “E” 
| for excellence in war production. 
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opolitan 


= : | OH EVAPORATIVE AIR COOLERS 


Indiana, 





Utility Evaporative Air Coolers are avail- 


one | _ . : able on AAS5 or better priority without 
ne ee - 2 authorization from WPB, with certain ex- 
f ato ceptions. Coolers may be stocked for 
Co. St. ese inventory or re-sale by obtaining ap- 


uarters 
proval from War Production Board on 


Form WPB-547 (PD-IX). 





For exceptions and 
complete informa- 
tion, consult your 
local WPB office and 
ask for Order L-38 
as amended May 10, 
1944. 





Utility Propeller Fans and 








be in 

snd Centrifugal Blowers are 
D the TENNESSEE VALLEY | pe enone er 
Prior ' a r ance with WPB regula- 
_ j ASSOCIATED MARKETERS ; y tions. We will be glad to 
10llve 3 | ak a 

went aa furnish complete informa- 
a - | tion and literature. 

amed : 








UTILITY fan CORPORATION 


4851 South Alameda Los Angeles 11, California 


Peace-time manufacturers of the Famous Utility Air Koolers, 
Blowers, Fans, Floor Furnaces, Circulating Heaters, 
Unit Heaters, Forced Air Furnaces. 
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CALLAHAN HEADS 
UNIT OF PROMOTION 
DIV. FOR REMINGTON 

J. J. Callahan has 
been named manager of the sales 
and development sec- 


recently 


research 





J. J. CALLAHAN 


tion, promotion division, of the 
Remington Arms Co., _Inc., 
Bridgeport, Conn, Mr. Callahan 
has been with the company since 
1920, and has had varied sales 
experience while with it. Frank 
A. McGregor will assist Mr. Cal- 





FRANK A. McGREGOR 


lahan in his new position. Mr. 
McGregor was formerly a mem- 
ber of Remington’s post-war 
planning division. 





HIGGINS WINS CUP 
CENTRAL STATES 
HDWE. GOLF PARTY 

The Central States Hardware 
Club recently held its sixth “An- 
nual Golf Party” for 75 mem- 
bers and guests at the Butterfield 
Country Club, Hinsdale, Ill. The 
grand prize, which is the club’s 
cup, for first low net of 68, was 
Wilbur Higgins, Jr., 
Other low score 
stamps. 


won by 
Starline, Inc. 
winners received war 
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The committee in charge of the 
golf party consisted of George H. 
Beaudin, J. Wiss & Sons; A. J. 
Eggleston, Richards-Wilcox, and 
Ben Leve, The Carborundum Co. 
Pfc. Lewis A. Smith, Camp Ar- 
thur, Ala., came the longest dis- 
tance to attend the party. Other 
winners in the golf awards were: 
First low gross, Fred L. Schultz, 
National Lock Co.; first low net, 
Wilbur Higgins, Jr., Starline, 
Inc.; second low gross, J. Sin- 
not, Bancroft Mfg. Co.; second 
low net, Leonard A. Dietz, Wolf- 
Parker Co.; third low gross, 
Geo. J. Macklin, Sager Lock 
Works; third low net, Vincent E. 
Sheridan, Sager Lock Works; 
fourth low gross, John Dau, 
Hibbard, Spencer, Bartlett & Co.; 
fourth low net, J. Carlson, Na- 
tional Lock Co.; fifth low gross, 
H. J. Van Buskirk, Behr-Man- 
ning Mfg. Co.; fifth low net, L. 
V. Wasley, The Eagle Lock Co.; 
sixth low net, R. H. McLeod, 
Yale & Towne Mfg. Co.; seventh 
low net, Harold Sher, Sher & 
Peachen; eighth low net, Sim 
Strauss, Arvey Corp., and ninth 
low net, S. B. Knapp, National 
Lock Co. 


ARMY-NAVY “E” WON 
BY PLASTIC DIE CAST 
PRODUCTS CORP. 


The Plastic & Die Cast Prod- 
ucts Corp., 1010 E. 62nd St., Los 
Angeles, Cal., was recently 
awarded the Army-Navy “E” pen- 
nant for excellence in the pro- 
duction of war materiel. The 
ceremonies were witnessed by 
700 employees, their families, 
and friends. Brigadier Gen. Ray 
L. Avery, CWS, Commanding 





General of Edgewood Arsenal, 
Maryland, presented the “E” 
flag, and the presentation of the 
“E” pins was made by Com- 
mander Bruner M. Burchfiel, 
USN, Assistant Inspector of 
Naval Material, llth Naval Dis- 
trict. Major Howard H. Adams, 
Chief of Public Relations, West- 
ern Procurement District, AAF 
Materiel Command, was master 
of ceremonies. In accepting the 
“E” award, Roy L. Peat, presi- 
dent of the company, paid tribute 
to the united efforts of the men 
and women of his company as 
well as to the people behind the 
scenes. Acceptance of the “E” 
pins was made by Betty Hastings, 
and Theodore Neward on behalf 
of the employees. Established in 
1920, this corporation specializes 
in injection, transfer and com- 
pression moldings of all plastics, 
as well as die castings of zinc 
and aluminum. 





LYON HEADS TOOL 
DEPT. PURCHASES 
FOR CHARLES WEILAND 


Mel Lyon has recently been 
appointed head of the tool de- 
partment purchases for Charles 
Weiland, Inc., 149 Chambers St., 
New York City, wholesale hard- 
ware distributors. Louis J. Wolf 
will continue as head of hardware 
purchases, Jack Stern as secre- 
tary in charge of sales, advertis- 
ing, and personnel, and Louis F. 
Yeager, as president. Mr. Lyon 
was formerly connected with 
Masback Hardware Co., for 11 
years, in its warehouse and sales 
department, and for the past 
seven years was purchaser for the 
tool department. 








Emerson to Offer Preference 
Delivery Quotas for Post War Era 


The problem of supplying 
radios to consumers at a time 
when the manufacture of civilian 
radios is strictly prohibited, was 
partially solved by Emerson 
Radio & Phonograph Corp., 111 
Eighth Ave., New York City, at 
a meeting of its eastern distrib- 
utors held at The Waldorf-As- 
toria, New York City. They 
evolved a plan by which con- 
sumers are required to sign a 
register soon to be made avail- 
able in hardware and handling 
stores which entitled the registrar 
to a “Preference Delivery Quota” 
certificate. Effort will then be 
made to deliver radios when they 
become available to certificate 
holders. 

Benjamin Abrams, president of 
the corporation, stated that the 
immediate post-war demands 





would absorb approximately 25 
million radios as soon as the gov- 
ernment permits production, 
while the industry’s manufactur- 
ing potentiality represents about 
16 million sets. This industry 
will be a particularly attractive 
one for returning service men, 
especially those _ technically 
trained members operating radio, 
radar and other electronic de- 
vices. 

In the field of television, the 
company looks forward to the 
development of small sets due to 
the trend toward miniature radios 
which may be easily carried. It 
was brought out at the meeting 
that in America, although we 
have only six per cent of the 
world’s population, we have 52 
per cent of the world’s radio re- 
ceiving sets. 








BLOOM AND JOHNSON 
HEAD SALES UNITS 
MINNESOTA MINING 

L. F. Weyand, general sales 

manager of adhesive products for 
the Minnesota Mining & Manu- 





Cc. T. BLOOM 


facturing Co., St. Paul, Minn.. 
recently announced the appoint- 
ments of J. E. Johnson as sales 
manager of adhesive products in 
the eastern division, and C. T. 
Bloom as sales manager of ad- 
hesive product for automotive 





J. E. JOHNSON 


trades. Mr. Johnson’s headquar- 
ters will be located at the com- 
pany’s New York City office, 155 
Sixth Ave., and Mr. Bloom’s in 
the company’s Detroit office, 411 
Piquette Ave. Both men have 
been in the sales force of the 
adhesive division of the company 
for a number of years. 





DEALER-OWNED JOBBERS 
MEET WITH OAKES 


Recently representatives of 
dealer owned wholesale hardware 
companies met in Chicago, with 
L. L. Oakes, of Oakes & Co., at 
which time arrangements were 
made for his organization to as 
sist them in post-war plans. 
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As you know, most tools now are 
irreplaceable. Therefore it is im- 
portant that all usable tools be 
kept in workable condition. , This 
can be accomplished through the 
use of Macklin’s complete line of 





grinding wheels and sharpening 


stones. 


MACKLIN COMPANY 


Manufacturers of GRINDING WHEELS — JACKSON, MICHIGAN, U. S. A. 


Distributors in all principal cities 
- Pittsburgh - Cleveland - Cincinnati 


Sales Offices Chicago - New York - Detroit - Milwaukee - Philadelphia 


o 
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RATTENBURY SECRETARY 
LANDERS, FRARY & CLARK 


W. H. Rattenbury, formerly 
vice-president of Landers, Frary 


versal household helps, New 





W. H. RATTENBURY 


| 


& Clark, manufacturers of Uni- | 





managerial capacities. For 18 
months he was connected with 
the WPB as Assistant Chief in 
the Industrial and Hardware Sup- 
plies Branch of the Wholesale 
and Retail Trade Division. Prior 


| to that he had operated his own 


CLARK HEATER DIV. OF Association held recently i 


| Merchants & Manufacturers 
| of the Merchandise Mart, Charles | 
A. E. Julian, general manager | 


appliance distributing agency in 
Washington, D. C. Upon leaving 
the WPB he joined his former 
chief, Linford C. White, and be- 
came sales manager of the White 
Supply Co., Waterbury, Conn. 


His territory will comprise the | 


area west of Denver, Col. 


McGRAW ELECTRIC CO. 


| of the Clark Water Heater Divi- 


| sion of the McGraw Electric Co., | 


| 5204 W. 65th St., Chicago 38, 


lll., has recently announced the 


| appointment of Allan E. Davey as 


Britain, Conn., was recently 
elected secretary of the com- | 
pany to succeed Henry T. Burr, 
who resigned. W. H. Hansen, 


office manager who is assuming 
some of the duties formerly han- 
dled by Mr. Burr, was elected 
assistant treasurer. Mr. Burr 
who has served the company for 
26 years, will remain a member 
of the board of directors. 


REMINGTON NAMES 
PATTESON ASS’T 
DISTRICT MANAGER 


Perry B. Patteson has recently 
been named assistant manager, 
Pacific coast district, Remington 
Arms Co., Inc., Bridgeport, Conn. 
His headquarters will be located 
in San Francisco, Cal., and his 
new work will be under the di- 
rection of Harry J. Strugnell, | 
district manager. Mr. Patteson | 
has had wide experience in the 
hardware field, both in sales and 


4 | 








PERRY B. PATTESON 


| Mr. 


sales manager of that division, 
with headquarters in Chicago, Il. 
Davey was formerly sales 
manager of the Wisconsin Public 





A. F. DAVEY 


Service Corp., and for many 
years has been identified with 
the electric industry in the state 


| of Wisconsin. 


HEILMANN SECTION 
HEAD OF HARDWARE, 
ETC. UNIT OF OPA 


Ernest W. Heilmann has re- 
cently been appointed Section 
Head with supervision over the 
Hardware & Housewares Unit, 
Radio & Miscellaneous Unit, and 
the Accessories Unit of the OPA. | 
He was formerly head of the | 
Radio and Miscellaneous Unit of | 
the Consumer Durable Goods | 
Price Branch. Mr. Heilmann 
succeeds George S. Ujlaki, who 
recently resigned from OPA. Be- 
fore joining OPA, he was asso- 
ciated with A. G. Spalding & 
Bros. for over 20 years. Start- 
ing with that organization in 
New York City, he later was 





| Hamel. 





placed in full charge of the 
Washington operation. In his 
new position with OPA, he will 
supervise the development of 
price actions affecting a con- 
siderable number of industries, 
including hardware, radios and 
musical instruments, watches, 


clocks, luggage, china, glass and | 


related miscellaneous items. 





CHICAGO RETAIL 
HDWE. ASS’N ELECTS 
CHOUFFET PRESIDENT * 





At the 55th annual meeting of | 


DAVEY SALES MANAGER | the Chicago Retail Hardware 


Club 


A. Chouffet was elected president 
of the association. Other officers 
elected at the same time are: W. 
J. Switalski, vice-president, and 
Edward Vondrak, chairman of 
the board. 
tors will continue to serve out 
their unexpired terms: John J. 
Burkhart, Robert F. Kozelka, 
John W. Weiss and Edgar U. 
The newly elected di- 
rectors are: A. T. Anderson, Sam 


| Miller and J. C. Amis, who is 


also secretary-treasurer. Edward 
Vondrak, the retiring president, 
was presented with a plaque by 
the members in appreciation of 
his splendid work. The program 
for the evening was in the form 
of a dinner meeting, and follow- 


n the | 


The following direc- 





ing the business meeting, danc- | 


ing was enjoyed by all. 





TOWNES MANAGES 
TRU-TEST NY OFFICE 


John F. Townes was recently 
appointed manager of Tru-Test’s, 
Merchandise Mart, Chicago, II., 
New York City office at 225 5th 
‘Ave. Mr. Townes was formerly 
associated with Masback Hard- 
ware Co. Inc., wholesalers, New 
York City, and with Oliver Bros., 
Inc., in charge of its electrical, 
radio, refrigeration and automo- 
tive departments. 





JOHN F. TOWNES 





SMITH RESIGNS AS 
HOTPOINT GENERAL 
SALES MANAGER 

G. H. Smith recently resigned 
as general sales manager, Edison 
General Electric Appliance Co., 





G. H. SMITH 


5600 West Taylor St., Chicago, Ill. 
Mr. Smith, who joined Hotpoint 
in 1936, and served as a product 
division sales manager, has held 
the position of general sales 
manager since 1941. Mr. Smith 
has not made known his future 
plans. 


BEGIN APPLIANCE 
PRODUCTION AFTER 
GERMAN DEFEAT 


The Barlow & Seelig Mfg. Co., 
Rippon, Wis., says that the bottle- 
neck as far as materials for ma- 
jor appliance production are con- 
cémed is fractional horsepower 
motors. These motors are still be- 
hind the army and navy needs, 
according to reports. The actual 
resumption of the production of 
washing machines will not be 
permitted until Germany col- 
lapses. The washing machine in- 
dustry advisory committee has 
recommended to the WPB that 
the first production be limited to 
1942 models. This will enable all 
manufacturers toe get into produc- 
tion much faster. 





HEARN HARDWARE 
RESUMES OPERATIONS 
AFTER STORM DAMAGE 


Herbert Hearn Hardware Co., 
wholesalers, Cambridge, Md., al- 


| though recently damaged by .a 


tornado, has resumed operations 
after being forced to partially 
close for a few days. The tornado 
lifted a section of the roof built 
of slag, right off the three-story 
brick building, and deposited it 
intact bottom side up several 
hundred feet away. As the storm 
occurred during the night, no one 
was injured. 


HARDWARE AGE 
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COL. JGHN SLEZAK 
CHIEF OF CHICAGO 
ORDNANCE DISTRICT 


Col. John Slezak, president of 
The Turner Brass Works, Syca- 
more, Ill., now on leave of ab- 
sence since being called to active 
duty with the Army in Jan., 1942, 
has recently been appointed chief 
of the Chicago Ordnance District. 
As head of one of the largest 
procurement districts in the 
U. S., Col. Slezak, who formerly 
was deputy district chief, will di- 
rect the production of Army 
weapons by the district’s 700 
prime contractors, and 13,000 
sub-contractors. Upon joining 
the staff of the Chicago Ordnance 
District, Col. Slezak first served 
as assistant chief of the ammu- 
nition branch. Later he was 
made chief of the tank and au- 
tomotive branch, and in Aug. 
1942, he was promoted to the 
position of chief of the industrial 
division with supervision of the 
district’s production activities. 
Four months later he became the 
deputy district chief. 

In the business field, Col. 
Slezak’s associations include 





COL. JOHN SLEZAK 


seven years on the engineering 
staff of the Western Electric Co., 
where he later became the head 
of the metal machining methods 
division. In 1930 he left the lat- 
ter company to reorganize The 
Turner Brass Works. He was 
elected to the presidency of this 
firm in 1939, after serving first as 
works manager and later as vice 
president and general manager. 


PHILLIPS HEADS N.Y. 
BRANCH L. S. STARRETT 


Carlton S. Phillips has recently 
been appointed manager of the 
New York branch of The L. S. 
Starrett Co., Athol, Mass. Mr. 
Phillips started his career as an 
apprenticed machinist in the 
Fitchburg Steam Engine Co., 


entered the employ of The L. S. 
Starrett Co., and worked in the 
shipping room for three months, 
and then was transferred to the 
sales office at the factory, where 
he remained for 3 years. In 1916 





CARLTON S. PHILLIPS 


he began as a sales representa- 
tive for the company in the 
northeastern part of the U. S., 
and for the next 28 years traveled 
that same district. 

Mr. Phillips is a charter mem- 
ber of The Nutmeggers and was 
president of that club in 1928. 
He is also a member of the New 
England Railroad Club, and of 
the Hartford Chapter of the 
American Society of Tool Engi- 
neers. 





KERR BOARD MEMBER 
PLOMB TOOL CO. 


R. W. Kerr has recently been 
elected a member of the board 
of directors of the Plomb Tool 
Co., Los Angeles, Cal. He will 
also assume responsibility for the 
company’s sales program. Enter- 
ing the credit department of the 
in 1938, he became 


company 
credit manager late that same 
year, and assistant secretary 


shortly thereafter. He was ap- 
pointed treasurer in 1941, which 
position he still holds in addi- 
tion to his new responsibilities. 





Fitchburg, Mass. In 1912, he 
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it helps 
McKinney dealers 


meet postwar competition 


McKinney’s new war work (the making of part, 
for numerous war items from aircraft to hand 
grenades and landing mats to tanks) is adding 
much to McKinney’s production skill—is mak- 
ing McKinney more broadly known than ever 
before. 

Add that to McKinney’s 75 odd years of ex- 
perience in meeting changing trends and you 
have the assurance of a more salable line to 
meet competitive postwar markets. 

Keep McKinney in mind for wartime building 
... then talk McKinney and display McKinney 
for building after the war. 

















KEYSTONERS ELECT G. Hayden, Star Expansion Bolt 
| Co., New York City. The board 


McCANN PRESIDENT 
| of directors consists of: Eric H. 


At a recent meeting of The! , ‘ 
Keystoners, John J. McCann, J.| tre Co. Baltimon: Md: FW. 
H. Williams & Co., was elected Anderson, Precision Grinding 
Wheel Co., Inc., Earl H. Goodby, 
American Screw Co., Providence, 
R. IL, Robert G. Berrington, 
| Cleveland Twist Drill Co., Cleve- 
land, Ohio; Robert W. Ingra- 
| ham, Holo Krome Screw Corp., 
| and James H. Jones, The Car- 
borundum Co., Niagara Falls, 
a 3 
UNIVERSAL OFFERS “U”’ 
PLAN DEALERS NEW 
DIRECT MAIL SERVICE 


Landers, Frary & Clark, New 
Britain, Conn., has recently in- 
troduced the “100 Letter Plan” 
to the “U” Plan for “V” Day 
Dealers. This plan is a flexible 
direct mail service designed for 
easy economical customer con- 
tact and is in the nature of an 
insurance policy for postwar 
business at a low rate. The 100 
letter mailing kit is composed of 

| a special check sheet letter and 
| consumer folder outlining the 
“U”" Plan for “V” Day. On one 
side of the letter is a list of ap- 
pliances and housewares together 
with the 194] range of prices 
plus space for estimated cost and 
total cost. On the other side is a 
letter telling of the dealer’s in- 
terest in the consumer's post- 
war planning for appliances and 
housewares, suggesting that she 
fill out the check sheet and re- 
turn it to the dealer. Space on 
the letter is left for the dealer’s 
signature and consumer saluta- 
tion. This base unit of 100 let- 
ters send to store customers each 
week will fit the pocketbook of 
| even the smallest dealer as its 
total cost is $3.00 per week, in- 
“U” Plan letters, con- 
folders, envelopes, and 





JOHN J. McCANN 


president of the club. Other of 
ficers elected at the same time are 
Joseph DeJure, vice 


as follows: 





JOSEPH DeJURE 


cluding 
sumer 
stamps. 


president, manufacturers repre 
sentative; B. F. Butterfield, se 
retary, Greenfield Tap & Die 
Corp., Greenfield, Mass., and M 





WIGMORE PRES. SAN 
FRANCISCO POT & 
KETTLE CLUB 


At the annual election of offi- 
cers for 1944 of the San Fran- 
cisco Pot & Kettle Club, West- 
ern Merchandise Mart, 1355 
Market St., San Francisco, Cal., 
the following were elected: Fred 
Wigmore, president, Hughson & 
Merton Co.; Jack Loughman, 
first vice-president, H. Boker 
Co.; Charles Putnam, second 
vice-president; A. J. Hitt, corre- 
sponding secretary; Traver Hub- 
bard, recording secretary, and 
Cly Estes, treasurer. The mem- 
bers of the board of directors 
are: Jack Jackson, Jackson Sales 
Co.; Homer Wilson, The White 








nental Sales Co.; Walter Stone, 
W. P. Horn Co.; D. J. Bartelme, 
Bart-Kinnison Co., and _ Earl 
Robitscher. The advisory board 
consists of the following per- 
sons: G. C. Gillan, Gillan Sales 
Co.; Bruno Kaufner, Hazel Atlas 
Glass Co., and George G. Foster, 
General Sales Co. 





NUTMEGGER PARTY 
ATTENDED BY 54 


The regular monthly meeting 
of The Nutmeggers, Inc., was 
held recently at the Wethersfield 
Country Club at Wethersfield, 


Conn. The biggest party for 
several years, 54 members at- 
tended. An appetizing chicken 


dinner was served, and entertain- 
ment presented by Mrs. Garrad, 
was enjoyed by all. Many of 
the members present played golf. 
Fred E. Christopher, United 
Autographic Register Co., Hart- 
ford, Conn., and Howard V. Neff, 
Texacon Electric Co., Roselle 
Park, N. J., were elected mem- 
bers. During the past three 
months the membership of the 
club has increased by 20. 


MULLER GEN. SALES 
MGR. J. R. CLARK 


A. B. Muller has recently been 
appointed general sales manager 
of the J. R. Clark Co., Minne- 
apolis, Minn., manufacturers of 
the Rid-Jid line of ironing tables, 
ladders, clothes racks, and other 








B. F. BUTTERFIELD House; Fred C. Woods, Conti- 





A. B. MULLER 


household woodenware. Mr. Mul- 
ler was formerly associated with 
the United States Gypsum Co. 
for 15 years, where he served in 
a sales executive capacity. 





FILTER-KLEEN MOVES 

TO NEW LOCATION 
The Filter-Kleen Mfg. Co. will 
be located in new and spacious 
factory quarters at 314-322 Chel- 
sea St., Everett 49, Mass., after 


DEWEES SALES 
REPRESENTATIVE FOR 
ELECTROMASTER, INC. 


Electromaster, Inc., peacetime 
producers of electric ranges, 
ovens, and hot water heaters, 

) 














Aug. 1. 


1803 East Atwater St., Detroit, 
Mich., recently announced the 
appointment of H. K. Dewees as 
sales representative for the south- 
east. His territory will include 
Georgia, Alabama, North and 
South Carolina, Florida, and 
Tennessee. Mr. Dewees was con- 
nected with Edison General 
Electrical Appliance Co. for 20 
years, spending much of that 
time as district manager in vari- 
ous southern cities. Mr. Dewees 
has named Air Engineers, Inc., 
of Birmingham, Ala., as distrib- 
utors of Electromaster domestic 
appliances for Alabama and 
western Florida. These appoint- 
ments are further steps in the 
company’s two-fold postwar pro- 
gram, which features the design- 
ing of improved models and the 
organization of a broader mar- 
keting program. It is now pro- 
ducing heavy-duty electric cook- 
ing equipment for the Army and 
Navy, and incendiary bombs for 
the Army 


A CORRECTION 


In the July 6th issue of Harp- 
WARE AGE page 49, it was incor- 
rectly stated that Edward J. 
Weber was recently named sales 
manager of Herr & Co., Inc., 
Lancaster, Pa., hardware whole- 
salers. Mr. Weber was appointed 
assistant in the sales department 
of John H. Stauffer, head of the 
industrial, plumbing, and _heat- 
ing departments. B. F. Metzger 
retains the position as sales man- 
ager and head of the dealer and 
painter department of the com- 
pany, and C. H. Brill is manager 
and buyer of the miscellaneous 
hardware and supplies. 
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GEORGE CARR PURDY 


George Carr Purdy, chairman 
of the board of the Greenlee 
Bros. & Co., Rockford, Ill. (of 
which Greenlee Tool Co. is a 
division) passed away recently 
at the age of 73. Mr. Purdy was 
graduated from Cornell Univer- 
sity in 1892 with a Bachelor of 
Arts degree. He was a charter 
member of the Cornell chapter 
of Sigma Chi fraternity. In 1893 





GEORGE C. PURDY 


he became associated with Green- 
lee Bros. & Co., then located in 
Chicago, beginning a period of 
service which lasted 50 years. 

Shortly after joining the com- 
pany, Mr. Purdy was named as- 
sistant sales manager, and in 
1897 was appointed general man- 
ager in charge of all operations. 
In 1902 he was elected secretary- 
treasurer, and in 1904 he moved 
the company to Rockford, Ill. In 
1919 he was elected president, 
which position he held until 
1943, when he became chairman 
of the board. Greenlee Bros. & 
Co., manufactures tools and also 
is prominent in the field of de- 
signing and building advanced 
woodworking machinery and ma- 
chine tools. Mr. Purdy served as 
president of the Association of 
Manufacturers of Woodworking 
Machinery, and as a director of 
the National Machine Tool 
Builders’ Association. 

He always devoted much of his 
time to community service, and 
one of his major interests was 
the Rockford Memorial Hospital 
which he served as a trustee for 
16 years, and as president of its 
board for six years. Mr. Purdy 
is survived by his widow, two 
daughters, and six grandchildren. 


J. A. BESSIRE 
J. A. Bessire, who has covered 
the hardware trade in Akron as a 
salesman for nearly 50 years, 
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Okla., and from that time until 
passed away recently as a result | January of this year, it was oper- 





OBITUARIES 








auto accident near his 
home in Akron. He was cross- 
ing the street to a customer’s 
store when he was hit by an au- 

tombile. Mr. Bessire had repre- | 
sented the Geo. Worthington Co., 
Cleveland, Ohio, wholesale hard- 
ware distributors, in the Akron 
territory for 20 years. Mr. Bes- 
sire, who was 80 years of age, | 
was thought to be 65 or 70 by | 
nearly all of his customers, and | 
associates, as he was very active 
and an aggressive salesman up to 
the time of his death. He had | 
been selling the Akron hardware 

trade probably longer than any 

other individual salesman. 


of an 





CHARLES A. BIGELOW 

Charles A. Bigelow, vice-presi- 
dent, director, and member of 
the finance committee of Her- 
cules Powder Co., Wilmington, 
Del., has recently announced his 
intention to retire after complet- 
ing 43 years of service in the 
explosives industry. He has been 
affliated with Hercules since 
1921, when Aetna Explosives Co. 
was acquired. Shortly thereafter, 
he was placed in charge of ex- 
plosives manufacture and in 
1928, when the company was de- 
partmentalized as a result of the 
chemical diversification program, 
he became general manager .of 
the explosives department, and 
was elected to the board of di- 
rectors. In 1936 he became vice- 
president and a member of the 
company’s executive committee. 
He resigned this latter position 
in 1943, but continued inactive 
participation in the company’s 
affairs as a member of the 
finance committee. Mr. Bigelow 
began his career with General 
Chemical Co., later becoming 
manager of the Pluto Powder 
Co., in the Lake Superior dis- 
trict, which was purchased by 
the Aetna Explosives Co. 

A testimonial dinner was 
given in his honor at the Wil- 
mington Country Club, recently, 
at which 28 of his associates and 
friends in the company pre- 
sented him with a silver plat- 
ter. 


J. J. GAYMAN 


J. J. Gayman, 70, Oklahoma 
hardware merchant, passed away 
after suffering a heart attack at 
Manitou, Col., recently. In 1915, 
Mr. Gayman and A. E. Sutton 
established the Gayman & Sutton 
Hardware store in Chandler, 





| just during the last few years 


ated continuously. Prominent in 
Republican circles of Oklahoma 
for a half century, Mr. Gayman 
served in the last territorial leg- 
islature and was county treasurer 
of Lincoln County two terms. Ap- 
pointed postmaster of Chandler 
by President Coolidge, he served 
in this office for nine years. He 
is survived by his widow and two 
daughters. 


SAM BROWNING 


Sam Browning, Browning Mfg. 
Co., Marysville, Ky., oldest living 


ex-president of the American 
Supply & Machinery Manufac- 
turers’ Association, Inc., re- 


cently passed away. It has been 


that he was unable to continue 
active participation in the work 
of the industry, due to illness. 


SETH THOMAS. 


Seth Thomas, 68, great grand- 
son of the clock maker of the 
same name, passed away recently 
after suffering a short illness. Mr. 
Thomas was the last member of 
his family to be associated with 
the former Waterbury Clock Co., 
founded by his great grandfather. 
He severed his connection with 
the company several years ago 
when control of the firm was ac- 
quired by General Time Instru- 
ments, Inc., New York City. He 
is survived by his widow, three 
sons and a daughter. 


GORDON CLAFFEY 


Gordon Claffey, formerly with 
Bahr Manning Corp., passed 
away recently. Mr. Claffey was 
previously associated with the 





GORDON CLAFFEY 


United States Rubber Co., as 
manager of the office in Albany, 
N. Y. He was a member of The 
Nutmeggers, Inc., and also the 
first president of the Marine 
Fathers’ Association of Albany. 
Members of the Nutmeggers 
served as pallbearers. He is sur- 
vived by his widow, Evelyn V. 


H. E. MANVILLE, SR. 


| H. E. Manville, Sr., 72, former 
| president and chairman of the 
Johns - Manville Corp., passed 
away recently at his estate, Hi- 
Esmaro, Pleasantville, N. Y. Due 
to ill health, Mr. Manville re- 
tired five years ago, and was 
confined to his home for over a 
year, as a result of a hip frac- 
ture. He served the company for 
more than 50 years, and re- 
mained its only top executive 
after the death of his brothers, 
Thomas F., Sr., and Charles R. 
Manville. A prominent phil- 
anthropist, he formerly was 
president of the Fifth Ave. Hos- 
pital, and vice-president of the 
Northern Westchester Hospital, 
Mt. Kisco, N. Y. He is survived 
by, his wife, a son, Lt. H. Edward 
Manville, Jr., A. A. F., and a 
daughter, Estelle, who is now in 
Stockholm. 


PHILLIP E. YOLLES 


Phillip E. Yolles, 64, one of 
the founders of the Master Lock 
Milwaukee, Wis., and _ its 
president for the past 23 years, 
passed away recently in Miami, 
Fla., after an extended illness. 
In 1931, with S. Stahl, and H. E. 
Soref, Mr. Yolles founded the 
Master Lock Co., and actively 
participated in its development 
as one of the world’s leading 
padlock manufacturers. He de- 
voted much of his time to various 
civic and community affairs, and 
took an active part in their work. 
Mr. Yolles is survived by his 
widow, Elsie, a son and a daugh- 
ter. 


Co., 


* £. M. WHITFIELD 
*E. M. Whitfield, 77, well 


known hardware merchant of 
Sioux Falls, S. D., passed away 
recently at his home. He had 
been actively engaged in the 
hardware bustness in Sioux Falls, 
since 1914, retiring shortly be- 
fore his passing, when he sold 
his store to F. W. Denton. Born 
in Canada, Mr. Whitfield moved 
to Sioux City in 1886, and re- 
mained there until 1900 when he 
opened a store at Akron, Iowa. 
Six years later he joined Knapp 
& Spencer Co., Sioux City, Iowa, 
wholesale hardware distributors, 
as a representative in Sioux 
Falls, and in 1914, he went into 
the retail business for himself. He 
served as president of the South 
Dakota Retail Hardware Asso- 
ciation in 1921. He was a mem- 
ber of the Masonic Lodge, and 
served the Presbyterian Church 
as elder for 25 years. He is sur- 
vived by his widow, two sons, two 











Claffey. 


| brothers and a sister. 
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J. HURST HACKETT, 
member of Geo. ‘W. Hackett 
& Sons, familiarly known in 
central Pennsylvania as Hack- 
ett’s Hardware, oldest busi- 
ness house of Sunbury, Pa., 
celebrated the 50th anniversary 
of his retail and wholesale 
hardware merchandising ca- 
reer on June Sth. As a boy 
he spent his hours before and 
after school in the store 
founded in 1874 by his father, 
the late George W. Hackett, 
and from the age 12 opened 
the establishment at 6 a. m. 
each working day. He entered 

J. HURST HACKETT the business on a_ full-time 

basis the day after his grad- 
uation from high school. In 1896 the store was moved to 
the present location, 325 Market St., and in 1913 the 
partnership was formed by George W. Hackett and his 
sons, J. Hurst Hackett and George Hackett. In 1899 
J. Hurst Hackett with his father formed the East End 
Hardware Co. branch at 706 Market St., Sunbury, with 
which George Hackett was later affiliated and of which 
J. Hurst Hackett’s son, Hurst W. Hackett, became man- 
aging partner in 1931. In 1937 the three partners opened 
a branch store at Middleburg, Pa. Responsible positions 








with the firms have been taken by his sons: Hurst, at 
present captain of infantry in a port battalion in the 
South Pacific; James, now an ensign in the U. S. Naval 
Reserve, serving as disbursing officer at Pre-Midship- 
men’s School, Asbury Park, N. J., and Robert, office 
manager and secretary for the three firms. His son- 
in-law, George L. Hoffman, now captain of Engineers 
at Fort Belvoir, Va., was also associated with the business 
before the war. A charter member of Sunbury Rotary, 
J. Hurst Hackett was active in many civilian services dur- 
ing World War I. He has always been greatly interested 
in the activities of the First Presbyterian Church of Sun; 
bury. His hobby is the planning of displays for the large 
show windows at the main store, especially in conjunction 
with events of civic and national importance, such as. the 
Red Cross and War Loan Drives. Two of his interesting 
results in the latter respect were recently shown in 
Harpware Ace. The exhibitions of china, glassware and 
gift items emphasize Mr. Hackett’s specialties. His chief 
interest, however, is in the handling of the heavier goods. 


S. W. TREAT, salesman 
for the Haw Hardware Co., 
Ottumwa, Iowa, wholesale 
hardware distributors, is 73 
years of age and has been 
identified with the hardware 
business for 59 years. Born 
Jan. 28, 1871, Mr. Treat first 
entered the field of hardware 
in 1885 when he became iden- 
tified with Hitty & Co. of Fre- 
mont, Neb. He remained with 
that firm until 1891 when he 
transferred his allegiance to 
Rector, Wilhemy Co. (now 
Wright & Wilhemy Co.) of 
Omaha, Neb., with whom he 
stayed for three years. In 
1894 he joined the forces of the Haw Hardware Co. and 
is still with that company after 50 years of service. Mr. 
Treat has never identified himself with public office. His 
hobby, however, is an excellent one. It’s selling hardware. 





8S. W. TREAT 


LOUIS KUSEL, presi- 
dent of the D. & F. Kusel Co., 
Watertown, Wis., is 75 years of 
age and is celebrating his 50th 
anniversary in the hardware 
business by working every day 
at his store in that city of 
11,000. Mr. Kusel is 75 years 
old. His firm was founded 92 
years ago by D. & F. Kusel. 
Louis Kusel’s sons are follow- 
ing in his footsteps, both of 
whom are active in the busi- 
ness. Edwin helps his father 
run the store, while William 
has taken a leave of absence 
to join the armed forces. 





LOUIS KUSEL 
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Nails and wire products— 
Until recently, for several months, 
mills were able to ship common nails 
and staples about up to the normal 
needs of their regular customers. More 
recently, reduced production and _ in- 
creasing calls for government and war 
plant uses, have slowed shipments of 
all nails. Cement coated nails, used 
essentially for packing shipments di- 
rected abroad, and all fine and small 
nails, are now many months behind. 
Since July 1, mills do not have the aid 
of WPB’s warehouse “directives,” to 
ear-mark steel for making nails for gen- 
eral trade distribution. Orders must 
now be scheduled under CMP Regu- 
lations, and unless placed 90 days or 
more in advance, can find no place 
on the mill’s production programs. Cur- 
rent deliveries on fence, netting, barb 
wire and bale ties still are very insuffi- 
cient and slow, but most jobbers re- 
port them somewhat cheerfully as “no 
worse.” 

* > . 

Gummed tape pricing — 
Amending Price Regulation 459, OPA 
provides that applications for higher 
ceiling prices on gummed kraft sealing 
tape may be made by manufacturers 
under two conditions: (1) The exist- 
ing maximum price is subjecting the 
manufacturer to substantial hardship. 
(2) Either continuance of the seller’s 
production of this commodity is re- 
quired to meet a military or essential 
civilian need, or loss of the seller’s 
production will force his customers to 
resort to higher priced sources of sup- 
ply and no adequate substitute is avail- 
able at a price equal to or lower than 
the requested maximum price. 


> * * 


Quotas of range boilers— 
Production quotas for range boilers, 
expansion tanks and hot water storage 
tanks have been set by WPB for the 
period from June 2 through Dec. 31. 
Limitation Order No. L-199, plumbing 
and heating tanks, amended June 2, 
provided for production of such equip- 
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ment during any calendar year, and, 
more recently, to take care of the rest 
of 1944, an amendment provides that 
production for the seven-month period 
shall be 7/12 of the quota provided 
for each calendar year. 


> =S * 


Improved water meters— 
Bronze again may be used in the manu- 
facture of water meters of one-inch 
size or less, WPB’s Office of War Util- 
ities has announced. A new amend- 
ment to Limitation Order L-154 author- 
izes use of an alloy containing up to 
82 per cent copper and three per cent 
tin, in main casings, register boxes and 
lids for small size meters to be de- 
livered beginning July 1. This res- 
toration of the use of bronze for meters 


will greatly improve their quality and 
serviceability. 


* * * 


Copper and brass uses—By a 
recent WPB ruling, remaining frozen 
stocks of copper and brass shoe find- 
ings in manufacturers’ inventories were 
released from all restrictions on sale, 
delivery and use, beginning July 16. 
Other changes in Copper Order M-9-c-1 
now permit use of copper, (1) in mak- 
ing conductive and non-sparking shoes 
for use in explosives plants, where 
“sparking” is a definite hazard, and 
(2) in findings for loggers’ boots, where 
substitute materials have proven highly 
unsatisfactory. Another copper order, 
M-9-c, has been amended to permit 
limited use of copper in experimental 
models and for test runs. The order 
limits the number of models to be 
made and the employment of workers 





Wholesale Hardware Sales 
By Geographic Regions, for May, 1944 











Percent Change 
REGION May 1944 
from 

Number 
of May April 
Firms 1943 1944 
New England...... 26 +6 +6 
Middle Atlantic. .... 79 —3 +1 
East North Central... §2 + 3 +3 
West North Central... 31 +20 —30 
South Atlantic. ...... 35 +12 +3 
East South Central... 19 +12 -— 3 
West South Central 22 +7 +6 
Mountain......... 7 +17 +13 
Pacifie...... 25 -—1 +65 
U.S. TOTAL a....| 299 + & —2 
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| 
| 
| 





Bureau of the Census 


SALES REPORTED 


Thousands of Dollars 


SALES-YEAR-TO-DATE 


Percent Five |" Five 
Change | Months | Months 
1943 











from 1944 
May April 5 mos. (Add (Add 
1943 1944 1943 000) 000) 
$1,234 | $1,163 | $1,161 — 6 $5,188 | $5,493 
774 | 5,959 | 5,692); —4 35,355 | 36,736 
5,952 | 5,777 | 5,759 b ,022 | 29, 
41478 | 3,720 | 6,358 +8 27,306 25,291 
2.642 | 2,350 | 2,568) +6 14,970 | 14,110 
2,554 2,273 2,620 +11 12,910 11,612 
4,680 | 4,357 | 4,433 + 5 22, 21,425 
801 686 706); +7 3,783 3,536 
9,033 | 9,138 | 8,582); — 5 45,471 | 48,079 
37,273 | 35,546 | 37,992 b 199,635 | 198,698 








Current Statistical Service 


a Includes data for three firms not allocated to geographic division 


b Less than 0.5 percent 


States comprising regions: 


New England—(Conn., Maine, Mass., N. H., R. I., Vt.) 


Middle Atlantic—(N. J., N. Y., Pa.) 


East North Central—(lil., Ind., Mich., Ohio, Wisc.) 
West North Central—(lowa, Kan., Minn., Mo., Neb., N. D., S. D.) 
South Atlantic—(Del., D. C., Fla., Ga., Md., N. C., S. C., Va., W. Va.) 


East South Central—(Ala., Ky., Miss., Tenn.) 


West South Central—(Ark., La., Okla., Texas) 
Mountain—(Ariz., Colo., Idaho, Mont., Nev., N. M., Utah, Wyo.) 


Pacific—(Calif., Ore., Wash.) 
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Wholesale Hardware Inventories 


By Geographic Regions, for May, 1944 


























END-OF-MONTH INVENTORIES (Cost) STOCK-SALES RATIOS 
Percent Change 
REGION May 1944 Thousands of Dollars 
from 

Number %i b fk 
of May April May May April May May April 
Firms 1943 1944 1943 1944 1944 1943 1944 
New England 17 +7 — 3 | $2,034 | $1,906 | $2,088 211 232 
Middle Atiantic 45 +7 +1 5,177 | 4,839) 5,119 151 131 155 
East North Central 35 — § —3 6,779 7,105) 7,021 147 166 158 
West North Central 21 +11 + 5 6,412) 5,775) 6,119 76 111 
South Atlantic 23 +9 —2 2,342 | 2,158 | 2,382 130 141 143 
East South Central 10 +6 —1 1,766 | 1,669) 1,751 127 127 122 
West South Central 14 —4 +2 4,877 | 5,061 | 4,776 203 207 197 
Mountain 6 —1 a 659 669 662 176 194 198 
Pacific 14 +5 —1 9,394 8,947) 9,490 167 160 182 
U. S. TOTAL 185 +3 a | 39,440 | 38,129 | 39,408 163 166 156 





Bureau of the Census 
a Less than 0.5 percent 








Current Statistical Service 


Stock-sales are percentages obtained by dividing the cost value of stocks by sales for an 


identical group of firms. 





and facilities, so that there may be no 
impairment of the war effort. It pro- 
hibits use of models to promote sales 
or create consumer demand. 


* + * 


Cast iron bath tubs—Produc- 
tion of 50,000 cast iron bath tubs in 
the third quarter of 1944 has been pro- 
vided for limited distribution on orders 
for the Army or Navy, for export au- 
thorized by FEA, or for installation 
in construction projects that have been 
authorized by preference ratings. 

The following manufacturers have 
been assigned production of 10,000 
tubs each: American Radiator & 
Standard Sanitary Corp., Crane Co., 
Eljer Co., Kohler Co., and Richmond 
Radiator Co. 


* * * 


- House trailers—Although 
WPB has authorized production of 
3000 house trailers in the third quarter 
of 1944, these, together with the 3000 
authorized for production during the 
past four months, are not sufficient to 
meet the estimated demand. Under 
Order L-205, production is limited to 
manufacturers who made house trailers 
between Jan. 1 and Sept. 30, 1942, with 
a specific number of units allotted to 
each manufacturer wishing to partici- 
pate. Thus far, WPB says, 43 com- 
panies have applied to make house 
trailers in the third quarter, for the 
most part small concerns in the Mid- 
dle West, the South and on the West 
Coast. The 6000 trailers thus far au- 
thorized in 1944 will be directed chiefly 
for persons who must move from place 
to place because of the nature of their 
work, and who are doing work essential 
to the war, or to community health, 
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welfare, and safety. These trailers can 

be sold only on WPB authorization, if 

the prospective purchaser can qualify. 
a * . 

Pine tar ruling—Intermediate 
sellers of pine tar and pine tar oil may 
pass on increases resulting to them 
from adjustments in the producers’ 
prices, OPA rules. However, retailers 
selling these products to ultimate con- 
sumers may not increase their present 
prices. The changes are provided in a 
recent amendment to Price Regula- 
tion 446. 

. * * 

Rubber heels and _ soles— 
Manufacturers of rubber heels and 
soles for the shoe factory trade may 
adopt the prices of their nearest com- 
petitors as ceilings for new products, 
only when the competitors actually sold 
or offered the same type of heel or sole 
in the base period. This OPA amend- 
ment to Price Regulation 477 became 
effective June 20. 

* * * 

Insecticide ceilings raised— 
Increases in present ceiling prices of 
rotenone and pyrethrum products were 
announced by OPA, broadening the 
scope of Price Regulation 298, effec- 
tive July 5. Price increases start with 
the ceiling price of the raw materials 
landed in this country, and are passed 
on through primary products to semi- 
finished insecticides. The increased 
ceilings will relieve FEA from continu- 
ing to subsidize part of the costs of the 
raw materials. 

* aa + 

Clay sewer pipe, ete.—An 
increase of 11.4 per cent in manufac- 
turers’ present maximum prices of vitri- 


fied clay sewer pipe and allied prod- 
ucts produced in Iowa, Minnesota, 
North and South Dakota, and western 
Wisconsin, was announced July 19 by 
the Office of Price Administration. Ef- 
fective July 24, 1944, the manufacturers’ 
increase may be passed on by jobbers 
and dealers in the form of actual dol- 
lars-and-cents increases resulting to 
them from the adjusted producers’ ceil- 
ings. The amount of increase granted 
by this action is the minimum amount 
determined necessary to eliminate cur- 
rent losses for the four producers 
located in the area and to return to 
them average aggregate earnings com- 
parable to the peacetime. period 1936- 
1939, OPA said. These changes were 
made by the following actions: Amend- 
ment No. 4 to Revised Maximum Price 
Regulation No. 206—Vitrified Clay 
Sewer Pipe and Allied Products; 
Amendment No. 44 to Order No. A-l 
Under Section 1499.159b of Maximum 
Price Regulation No. 188—Manufac- 
turers’ Maximum Prices for Specified 
Building Materials and Consumers’ 
Goods Other Than Apparel—both effec- 
tive July 24, 1944. 


* x * 


Farm tractor tires — Retail 
ceiling prices for three additional sizes 
of farm tractor tires were announced by 
the Office of Price Administration June 
30. They became effective June 27. 
They are: $52.85 for a 9-24 10-ply rear 
tire; $35.00 for a 7.50-10 8-ply front 
tire, and $9.55 for a 4.00-12 4-ply front 
tire. One company recently added 
these three new sizes to its list of farm 
tractor tires. The ceilings established 
will apply to sales of these sizes by any 
company, at retail. Sales of these tires 
at other than retail are automatically 
covered by other regulations. These 
provisions were made in Order No. 5 
under MPR No. 528, Tires and Tubes, 
Recapping and Repairing, effective 
June 27, 1944. 


* * * 


Copper production off—June 
production of copper by primary pro- 
ducers and smelters dropped to the low- 
est level in two years—to 88,526 tons, 
compared with 94,624 tons in May. 
Shipments of refined copper fell mod- 
erately from the record high of the pre- 
ceding month. However, stocks of re- 
fined copper in producers’ hands at the 
end of June totaled 42,467 tons against 
37,074 at the end of May. 


* ¢ @ 


Chromium metal—Prohibition 
of the use of chromium metal to make 
nickel-chrome resistance wire, and of 
the delivery of such wire for use in 
domestic or commercial electric appli- 
ances, has become effective, by WPB 
ruling, under preference Order M-18-a. 
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“Waking ations “the 


ITs ROARING GUNS. . . its quick starts and sud- 
den stops... its steep climbs and thudding 


drops. . . all combine to give a tank a beating 
no other vehicle is asked to take. Its bolts and 
nuts must be made of rugged stuff . . . tough 
metal, strong heads, sturdy threads. . . sub- 
jected to scrupulous inspection 

A locker leads a lazy life in use... but 


sluggishness on the assembly line can throw 
its production schedule out of gear. Here, bolts 
and nuts must be accurately dimensioned and 
clean-threaded for quick get-away and speedy 
run-on 

Maximum resistance to every strain your 
customers’ products must stand top as- 
sembly speed that guards against bottle-necks 
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Supporting a Tank’s Attacks... 
Speeding a Locker’s Schedule 


and mounting costs: these are built inte every 
RB&W fastener 

To prove it, tell your customers how the 
constantly improved strength, accuracy and 
finish of RB&W products have resulted from 
99 years of continuous research and progress 
Remind them that this progress, starting with 
RB&W’s development of the first automatic 
cold-header, has been sustained by great 
investments in the most modern manufactur- 
ing equipment and most up-to-the-minute 
methods for quality control from raw material 
to finished fasteners 

Those customers of yours can’t help but 
agree with you when you suggest that RB& W's 
proved ability to put the ideal combination of 











America stoug 









be! 
strength, accuracy and finish into fasteners is 
the reason why the RB&W EMPIRE brand is so 
generally specified in the best farm implements, 
automobiles and aircraft; by railroad and con- 
struction engineers; in power and transmission 
equipment; and by general industry . . . and 
why RB&W products can help them make 
their products stronger and faster. 
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Russell, Burdsall & Ward Bolt and Nut Company. 
Factories at: Port Chester, N. Y., Coraopolis, Pa., Rock 
Falls, Nl. Sales offices at: Philadelphia, Detroit, Chicago, 
Chattanooga, Los Angeles, Portland, Seattle 
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RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 















4 OUT OF 5 


of Your Farm Customers are Prospects for a 
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Essential To Modern Farming 
Operations 


Today, because of scarcity of labor and the ordinary fenc- 
ing materials, PARMAK Electric Fencers solve war- 
time fencing problems. Tomorrow, because American 
farmers know they save money, time and labor, PAR- 
MAK will continue to be in increasing demand. Are 
you going to get your share of these profitable sales? 


investigate Parmak’s Exclusive dealer franchise 


pats tates eae rear a Ne ee aT ee ot re ee ee 


Parker-McCrory Mfg. Co., 2609-17 Walnut, Kansas City 8, Mo. 
Send, without obligation, complete details of your exclusive 
Dealer franchise and Merchandising program. 
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Industrial wiping cloths— 
Effective July 10, by amendment to Or. 
der L-312, processors of industrial wip. 
ing cloths are required to set aside 
66 2/3 per cent of their output for de- 
livery on military orders. Previously, 
the percentage required to be delivered 
on military orders was 25 per cent of 
production, but WPB says that actual 
deliveries totaled closer to 50 per cent. 
Approximately 200,000,000 Ib. of in- 
dustrial wiping cloths are produced 
annually made from reclaimed rags. 

“ aa a 


Kentucky bluegrass seed— 
Production of Kentucky bluegrass seed, 
forecast at 1,485,000 bushels of cured 
seed, is 2 per cent smaller than the 1943 
production, and only a little more than 
half the five-year (1938-42) average of 
2,817,000 bushels, the Department of 
Agriculture reports. Smaller crops this 
year than expected in Iowa, Minnesota, 
the Dakotas, Kansas, and Wisconsin, 
probably will more than offset the larger 
yields reported in Kentucky, Nebraska, 
and Missouri. 

* * * 

Construction installations— 
WPB on July 8, issued a ruling which 
states what kinds of installation are 
“construction,” and are therefore gov- 
erned by the restrictions of Order L-41. 
The following kinds are ruled as “con- 
struction”: “The installation of any 
piece of equipment or fixture which is 
attached to the plumbing system of a 
building; or one which involves putting 
new wire in a building; or one for 
which a base or foundation must be 
built; or one cemented to a floor or 
wall of a building; or (finally) the in- 
stallation of a furnace or stoker con- 
nected by pipes or flues or wiring to 
the building.” Not considered as con- 
struction under Order L-41 are: “The 
installation of a counter, table or 
booth which is attached to the build- 
ing only by nails or screws and which 
can be removed as a unit, or the in- 
stallation of a piece of equipment or 
fixture which requires only making a 
connection to an existing wiring out- 
let.” WPB said these examples illus- 
trated general principles only. In case 
of doubt as to a particular installation, 
the nearest WPB regional office should 
be consulted, or an application be filed 
for permission to proceed. 

. * * 

Merchant steel products— 
Effective July 15, WPB has amended 
Preference Order M-21-b-2, governing 
merchant steel products (pipe, nails, 
staples, wire, fencing, netting, bale ties, 
posts and sheets). Any person who 
purchases these products for resale 
without actually taking them into a 
regular warehouse stock of his own, 
does not class as a “distributor.” Also, 
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anyone wishing to become a “distrib- 
utor” from a stock which he did not 
operate prior to April 1, 1944, may es- 
tablish such newly located stock only 
by purchasing from holders of idle or 
excess inventories of these merchant 
products. Other provisions of the or- 
der remain unchanged. 

~ * * 

Lumber distribution—Farm- 
ers may buy up to 300 board feet of 
lumber per quarter from suppliers with- 
out authorization, but on purchases of 
more than this amount will have to ob- 
tain an authorization from county war 
boards, according to official instructions 
issued by the War Food Administra- 
tion, covering procedure under Order 
L-335. Farmers who need lumber for 
essential maintenance and repair work 
on farms may obtain preference ratings 
of AA-3 and in some cases AA-2, which 
are as high as those assigned to any 
other civilian uses. Another direction, 
under Order L-335 permits distributors 
to buy additional lumber over and above 
that permitted in L-335 for sale on un- 
certified and unrated orders. In effect, 
the direction provides an automatic au- 
thorization to distributors to buy lum- 
ber to take care of the needs of pri- 
vate individuals and smaller industrial 
plants and business enterprises needing 
lumber for purposes for which no rating 
or only a AA-S5 MRO rating has been 
assigned. Order L-335, amended June 
23, now permits distributors to buy 
lumber against customers’ certified pur- 
chase orders, and also to buy lumber 
for inventory upon WPB authorizati-n. 
The amount of lumber received in these 


two ways may be sold by distributors 
only to fill certified purchase orders. 


* * * 


Fiber drums and pails— 
Fiber shipping drums and pails, have 
been placed under simplified controls 
by WPB’s revoking of Order M-313 
and the issuance of a new Order L-337. 
The new order establishes two sched- 
ules that list all products approved for 
shipment in new fiber drums. Schedule 
A includes chemicals, foods, petroleum 
products and miscellaneous items such 
as clay and soap. Schedule B author- 
izes use of fiber drums under quota lim- 
itations ranging from 100 per cent to 
50 per cent of 1943, for paints and 
their ingredients, and for lubricating 
greases. No packer is permitted more 
than a sixty-day inventory of fiber 
drums. 

+ * * 

Manila and sisal cordage— 
On June 28, WPB amended Cordage 
Order M-84, revising the restricted “end- 
use” list to balance consumption with 
fiber supplies. On Manila Rope all 
civilian uses except for oil-well drilling 
have been eliminated, so that no 
Manila may be used for fishing, indus- 
trial, or general marine uses. The prin- 
cipal change in Sisal is the limiting 
of the use of Sisal in snubbing or stag- 
ing ropes to 56 inch diameter sizes and 
larger. Before ordering or selling rope, 
dealers should study carefully the 
schedule of end uses, to determine what 
type is permitted. It is planned to use 
American hemp as an “extender,” to 
conserve sisal in making “sisal” ropes, 





Wholesale Hardware Collections 
on Accounts Receivable 


By Geographic 


Regions, for May, 1944 


ACCOUNTS RECEIVABLE Collaction Percentages 
Percent Change 
REGION May 1944 Thousands of Dollars 
from 
Number > 

of May April May April May May April 
Firms 1943 944 1943 1944 1944 1943 1944 
New England 24 —11 +3 | $1,152 | $1,291 | $1,123 93 86 92 
Middle Atlantic 67 —13 —1 531 | 6,342) 5,611 92 83 87 

East North Central. . 49 —7 b 758 | 6,159| 5,739 102 95 
West North Central. ... 31 —11 —2 727 | 4,186 | 3,794 121 11 
South Atlantic. . 33 —12 — 5 556 | 2,917] 2,703 99 92 

East South Central 18 — 5 —4 963 a 2,054 94 91 
West South Central... 19 — 8 — 3 3,030; 3, 3,122 118 103 109 

Mountain... . 6 —12 +13 402 312 67 
Pacific. . vr 23 —16 —3 11,112 | 9,598 90 84 90 
U.S. TOTAL a 273 —12 2 | 33,514 | 37,940 | 34,202 99 89 95 














Bureau of the Census 

















Current Statistical Service 


a Includes data for three firms not allocated to geographic regions 


b Less than 0.5 percent 


Collection percentages are obtained by dividing the collections on accounts during the 
month by accounts receivable outstanding at the beginning of that month for an identical 


group of firms. 
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except in diameters under “4 inch, and 
in drilling cables. 
* * * 

Istle cordage—To aid during 
the great scarcity of jute rope supplies 
for farm and civilian purposes, WPB 
has removed all restriction on the use 
of istle, except “fair average” quality 
palma and pita. This amendment to 
Order M-138 removes controls on the 
use of higher istle grades. Under the 
amendment, “fair average” pita may be 
used in the manufacture of rope, or any 
product for Army, Navy, United States 
Maritime Commission or the War Ship- 
ping Administration, or for any prod- 
uct authorized by WPB. “Fair aver- 
age” palma may, in addition, be used 
in making wrapping twine, but its use 
for all permitted products for any one 
manufacturer in any calendar month 
may not be more than 16 2/3 per cent 
of the quantity used from Jan. 1 to 
July 1. 

* * * 

Pricing of furnaces and re- 
pairs—OPA has cleared a mix-up 
under Price Regulation 188. On June 
24, 1944, it permitted an increase in 
manufacturers’ prices of some types of 
warm-air furnaces, and all warm-air 
furnace repair parts. OPA now rules 
that published list prices of Aug. 3, 
1943, will be used as base prices, rather 
than the list prices of Aug. 4, 1943, as 
previously announced. The June 24, 
1944, change was intended to grant a 
9 per cent increase to manufacturers of 
cast-iron gas-fired, oil-fired and wood- 
fired warm-air furnaces and repair parts 
which had not previously been covered 
by the price increase. Some manufac- 
turers had published new list prices 
dated Aug. 4, 1943, already reflecting a 


‘9 per cent inerease, so the change to an 


Aug. 3 general “base” became neces- 
sary. 
* * iol 
Heating boilers and furnaces 
-WPB’s recent amendment to Order 
L-41 provided for the installation of 
“heating and combustion control equip- 
ment” within certain cost limits with- 
out WPB approval. Now WPB rules 
that this was not intended to change 
restrictions on the purchase and instal- 
lation of new heating equipment such 
as boilers and furnaces. These are still 
controlled under Order L-79. The eas- 
ing of order L-41 referred to such 
equipment as thermostats, barometric 
regulators and limit controls, which aid 
the fuel conservation program. Such 
equipment may be installed without 
prior WPB approval, where the total 
cost of the installation and equipment 
does not exceed $25,000, and where the 
cost of the installation only does not 
exceed $5,000. The primary purpose 
of this L-41 revision was to help the 
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UT for the duration many mem- 

bers of this extensive line will 
not be seen on the home front. The 
facilities of our large modern plant 
give first call to the war effort, and 
whateveravailable hardwareisallotted 
for civilian use will be fairly rationed 
to our many loyal dealers. 


We hope the day is coming, soon when 
a decisive victory will give us the 
“GO” sign for full-speed production 
to serve a world at peace. 


We suppest using, Government priority 
forms for all of your urgent hard- 
ware requirements. 


NATIONAL MANUFACTURING 
COMPANY 
STERLING - + - ILLINOIS 
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Lerge Economy size retails for 
$1.00. Makes 25 gallons. im- 
proved, scientific, soluble-crys- 
tol home cleaner for 

Suits, hats, ties, drapes. , uphol- 
stery, rugs, ALL FABRICS! ’ 


QUICK FACTS ABOUT DRI-KLEEN 
© Simple to use. © Odorless, non-infammable, 
non-explesive, ¢ Conteins no soap, animal fat, 
ecid or other harmful ingredients. © Harms noth- 
ing which cold water will not harm. @ Restores 
eriginal sparkle and brilliance to colors. © Keeps 
hends smooth and soft. ¢ Amazingly economical 
—soves time and money. 


Nationally Advertised in LADIES’ HOME 
JOURNAL - McCALL’S - WOMAN'S HOME 
COMPANION - BETTER HOMES & GARDENS 






















THE DRI-KLEEN COMPANY 

















325 West Huron Street, Chicago 10. Illinois 





fuel conservation program by lifting the 
restrictions on installation of equip- 
ment for existing heating systems in 
industrial plants and commercial build- 
ings. 
* ~ * 

Lumber prohibitions — On 
July 19, by directive under Order 
L-355, WPB prohibited the use of cer- 
tain grades of white oak, Idaho white 
pine, spruce, ponderosa pine, sugar 
pine, white fir and red cypress in the 
manufacture of 26 civilian products. 
The restricted species are required for 
war uses, white oak for the army truck 
body program and for ships, cypress 
for storage tanks and vats, and the 
pines, firs and spruce for boxing, crat- 
ing and military construction. The list 
of prohibnted manufactures includes 
furniture, agricultural implements, 
equipment and supplies, boats, boot and 
shoe findings, boxes and containers 
(other than shipping), caskets, dowels 
and skewers, fixtures, flooring, handles 
and hand tools, musical instruments, 
ladders, industrial lockers and _ shelv- 
ing, millwork, mobile housing, prefab- 
ricated houses, plumbers’ woodwork 
and fixtures, radio and phonograph cab- 
inets, refrigerators, rollers, display 
signs, toys, trunks, wooden ware, and 
novelties. The new directive also pro- 
hibits the use of gum, or any species 
except birch, beech, maple, pecon and 
oak, in the manufacture of hardwood 
flooring, and prohibits the use of cer- 
tain species and grades for dunnage. 
Lumber received from mills producing 
less than 5000 board feet a day, and 
from mills which did not sort and grade 
their lumber prior to June 1, is exempt 
from the new rules. 

7 * . 


Galvanized .ware — The _in- 
creasing difficulty of supplying enough 
steel to meet the needs of galvanized 
ware manufacturers was stressed at a 
meeting of the Industry Advisory Com- 
mittee with WPB. Military demands 
for steel sheets and plates have risen 
to such an extent that raw material, 
as well as rolling space, has become a 
serious problem. Many new military 
programs (such as ammunition stor- 
age containers) are under way, and if 
any military orders for sheet steel are 
cancelled, they will be replaced by 
other military orders, still to the ex- 
clusion of new. civilian demand. 
Nevertheless, industry members re- 
ported that they had been able to place 
orders to the extent of their advance 
allotments, and though deliveries of 
sheets may be further delayed, they 
expect to be able to produce galvanized 
ware to the full extent of their present 
steel quota. Manufacturers report ship- 
ments of most types of galvanized ware 
were larger in the first quarter of 1944 
than in the fourth quarter of 1943. 


Shipments of wash boilers were almost 
200 per cent of the fourth quarter, 
washtubs 140 per cent, and pails and 


buckets 117 per cent. Only garbage 
can shipments were lower, by five per 
cent, than in the fourth quarter of 
1943. 
* u cs 

Towel and tissue ceilings— 
Ceiling prices of paper towels and 
toilet tissues, when sold by manufac- 
turers f.o.b. mill, principally sales to 
the army, navy and lend-lease have 
been modified by OPA to bring them 
in line with delivered prices for the 
same products, lifting the f.o.b. mill 
ceiling on paper towels by approxi- 
mately 10 cents per hundredweight. 
The ceiling on f.o.b. mill shipments of 
toilet tissue is raised approximately 20 
cents per hundredweight, these in- 
creases to be absorbed by 
chasers. This amendment to price reg- 
ulation 266 is now effective. 

aa - * 


the pur- 


Bottle and jar lids—The use 
of glass containers for the packing of 
most foods, drugs and health supplies 
is now unlimited, WPB reports. Clo- 
sures for glass containers, while still 
under some restrictions when made of 
prime blackplate or tinplate, are ex- 
pected to be available for the increased 
quantity of jars and bottles by the use 
of aluminum and blackplate rejects. 
These are now quota-free when used 
for glass container closures, whatever 
the product. To obtain aluminum, the 
manufacturer files oniy a standard 
CMP-4 application. This liberalization 
of glass containers use is by amend- 
ment to Order L-103-b. 

* * * 

Beeswax, ete.—Since the lift- 
ing of import restrictions, in June, on 
beeswax and carnauba wax, the supply 
of both has been sufficient for all mili- 
tary and civilian needs, WPB finds. 
Also there is a possibility that beeswax 
may soon be obtained from India 
and Turkey. Present chief sources of 
beeswax are South America and Af- 
carnauba wax is imported ex- 
clusively from Brazil. These waxes are 
used in ammunition finishes, Army 
food container coatings, textile coatings, 
cosmetics, floor and _ shoe polishes, 
candles and honeycomb foundations. 
Definite dollars-and-cents purchasing 
and selling prices have been set by 
OPA for vegetable waxes from all parts 
of the world, and for crude beeswax 
from the Western Hemisphere and 
Africa. Importers’ purchase and sell- 
ing prices for beeswax from other parts 
of the world are established upon in- 


dividual application to OPA. 
7 * * 


rica; 


Lead-free zine oxide—Be- 
cause of inquiries from the trade as to 
the permitted uses of lead-free zinc 


HARDWARE AGE 








oxid 
der 

ame 
the 

(16. 
and 
only 
The 
oil | 
ders 
P-9§ 
stat 
also 
cluc 
the 
teri 
the 


buil 


cre 
ma) 
ure 
gla: 
of I 
gla: 
dov 
bui 
cre; 
and 


rati 
rets 
cha 
ard 
tail 
wit 
pro 


abl 


ber 
bo» 
the 
cha 
pul 
sury 
the 
pos 
sea 
cal 


ch: 








> almost 
quarter, 
uils and 
garbage 
five per 
irter of 


lings— 
Is and 
anufac- 
ales to 
e have 
g them 
for the 
b. mill 
pproxi- 
weight. 
ents of 
ely 20 
se in- 

pur- 


te reg- 


1€ use 
ing of 
pplies 
. Clo- 
> still 
de of 
€ ex- 
eased 
e use 
jects. 
used 
tever 
, the 
dard 
ation 
rend- 


lift- 
, on 
pply 
nili- 
nds. 
wax 
idia 


Zs, 
es, 


ing 
by 
rts 


nd 
II- 
rts 








oxide in interior fume-proof paint, un- 
der the terms of Order M-1l-a, 
amended June 16, 1944, WPB rules that 
the use permitted in paragraph (e) 
(16) (i) for “industrial mill whites 
and fume proof paints” is for interiors 
only, and only in industrial buildings. 
There is an exception, also, for use by 
oil refineries, but only on purchase or- 
ders with the symbol MRO-P-3 (Order 
P-98-b). This does not include bulk 
stations nor filling stations. WPB rules 
also that the permitted uses do not in- 
clude interior paints for dwellings nor 
the so-called fume-proof linseed oil ex- 
terior paint used in some sections of 
the country on dwellings and industrial 
buildings. 
* * om 

Architectural glass—An in- 
crease of 4.4 per cent in manufacturers’ 
maximum prices of rough rolled, fig- 
ured, wire and heat absorbing rolled 
glass, has been announced by the Office 
of Prime administration. These types of 
glass are used chiefly in doors, win- 
dows and skylights of plants and office 
buildings. OPA rules also that the in- 
creases may be passed on by jobbers 
and dealers. 

” * * 

Overseas box es—Priority 
ratings are being granted by WPB to 
retailers and box jobbers, for the pur- 
chase of a limited number of stand- 
ardized overseas gift boxes. The re- 
tailer or jobber must file Form 2408 
with the WPB Paperboard Division, 
promptly, so that boxes will be avail- 
able during the overseas Christmas 
mailing period, September 15 to Octo- 
ber 15. Retailers may sell overseas 
boxes as items of merchandise, or use 
them in preparing customer’s gift pur- 
chases for overseas mailings. Since the 
pulp shortage does not permit a lavish 
supply, stores and individuals must use 
them sparingly, and only for the pur- 
pose intended. Price ceiling on over- 
seas gift boxes may vary slightly, be- 
cause the price each box maker may 
charge is determined by OPA on the 
basis of that company’s previous price 
pattern. 

” ” ca 

Container-board — WPB has 
amended Order M-290. establishing 
stricter control over the manufacturers 
of V-boxes—the fibre cartons used ex- 
tensively in packaging and shipping 
for the armed forces. Container-board 
for making V-boxes will be allocated 
on a monthly basis, instead of quar- 
terly, and allocations will depend upon 
actual government orders in the manu- 
facturers’ hands, the needs of the armed 
forces, and each producer’s past per- 
formance and. inventory. Container- 
board inventories will be held at 14 
days’ supply, except in unusual cases. 
All mills producing container-board 
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must share equitably in the available 
tonnage required for the production of 
V-boxes, fibre drums, Lend-Lease re- 
quirements and other essential uses. 
Container-board for the production of 
domestic boxes will not be allocated, 
until all the military and other essen- 
tial requirements have been met. Mills, 
however, may fill orders for their per- 
sonal use or for sale after they have 
completed shipment of 95 per cent of 
their authorized “essential” production. 
« * * 

Cyanamid releases — WPB 
says that farmers east of the Rockies 
will be able to obtain a limited supply 
of cyanamid (a synthetic organic ma- 
terial that provides nitrogen for fer- 
tilizer) for direct application to their 
crops for the year beginning July 1, 
1944. Distribution in this area last year 
was restricted to Mississippi for the 
cotton crop and to Louisiana for the 
sugar crop. This year, by recommenda- 
tion of the War Food Administration, 
cyanamid may be used for the follow- 
ing application in the areas specified: 
(1) Tobacco plant beds: Maryland, 
North Carolina, Pennsylvania, Ken- 
tucky, Virginia, South Carolina, Con- 
necticut, Ohio, Georgia, Tennessee and 
Wisconsin. (2) Pink rot control in 
Florida for beans and celery. (3) Weed 
control in New England. (4) General 
crops, chiefly fruits and vegetables, in 
any State east of the Rockies. Quotas 
have been determined by WPB, but 
less, in total, will be available this 
year for all the above purposes, and 
for the entire eastern area, than was 
available last year for Mississippi and 
Louisiana. 

* * * 

Fire hose fittings—Restric- 
tions on the distribution of fire protec- 
tive, signal and alarm equipment, and 
on the metals that may be used in their 
manufacture have been relaxed. A re- 
cent WPB amendment to Order L-39 
permits the use of copper and brass 
for specified parts, chief among which 
are hose line fittings and fire hose 
couplings in sizes other than 14% inches 
and 2% inches. This return to cop- 
per and brass is permitted chiefly be- 
cause of the shortage in the supply 
of malleable iron castings, WPB says. 

* * * 

Light fixture sales—The tre- 
mendous gain in popularity, of fluo- 
rescent lighting, is seen in a recent 
Washington announcement. 

A total of fluorescent and incandes- 
cent light fixtures valued at $35,200,000 
were shipped by United States manu- 
facturers during 1943, compared with 
$35,328,000 in 1939. However, in 1939, 
by far the largest share of the ship- 
ments consisted of incandescent types. 
In 1943, more than $20,000,000 of the 


total consisted of fluorescent products. 


National Consumer Adv 





Back on 
the job... 





No change in policy. No change in 
quality. No change in distribution 
echannels. W.P.B. is permitting us 
to produce some can openers. 
Here’s hoping! 










The juicer that 

gets ALL the 

juice, without 

rind-oil, pulp, 
or pees 










Opens cans of all shapes, 
and sizes, leaving smooth 
beveled edges. 


Jce-O- Mat 


Easily crushes cubes or 
lumps, fine or coarse. 


For steaks, 
chops, fish 
or fowl. 
Only 
adjustable 
electric 
broiler 
made. 







Broil-O-Mat* 
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Home Journal 
American Home 
Bride’s Magazine 
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Plan for the Future! 


OST-WAR planning 


is a popular subject today and 
justly so. If progress is to be made 
in business after the war, that 
progress must be built upon plans 
which are being made today. One 
cannot afford to sit by and wait 
for prosperity to come. It will 
come, rest assured of that, but it 
will come to the man and firm 
that has prepared for it and not 
to the person or organization that 
leans back and waits for it to knock 
on the door. 

It would seem that the retail 
hardware salesman could make 
the most of these war-time days to 
do a little post-war planning on 
his own account. Many a hard- 
ware store salesman is taking the 
place of a man who is now in ser- 
vice with the armed forces. Many 
of these men feel that when the 
original holder of their job re- 
turns that they will step in where 
they left off and that they, the 
present holders of the positions, 
will be relegated to the sidelines. 
All things being equal, this might 
be the case but it hasn’t worked 
out like that in the past. 

Following the First World War, 
many a returned service man for- 
got the position he had held in 
peace times and elected to try an 
entirely different field. Many of 
these men had received a type of 
instruction while in the service that 
opened up new vistas of employ- 
ment. Many men wanted to get out 
of what they had termed a “rut” 
and were extremely desirous of at- 
tempting something new. Others 
wanted to see new scenes and set- 
tled themselves in entirely differ- 
ent localities. All these things hap- 
pened a quarter of a century ago. 
Is there any reason to believe that 
history will not again repeat it- 
self? Should such a thing come to 
pass again, many a man who to- 
day regards himself as a “substi- 
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tute” retail hardware salesman 
may find himself a permanent fix- 
ture when the last gun is fired. 


What is this man doing today to 
fit himself for the future? Is he 
marking time or is he learning 
everything there is to be learned 
about his job? If he is wise he is 
following the latter course. He 
should be spending his spare time 
in learning everything there is to 
be learned about the stock. He 
should be studying catalogs and 
manufacturers’ advertisements. He 
should learn something about the 
art of display. It will be time well 
spent and he will be able to cash in 
on the knowledge he has acquired. 
Last of all, he should do every- 
thing possible to keep abreast of 
the latest developments in the field 
of manufacture. Many new articles 
of merchandise will be found in 
hardware stores after the war and 
the man who has some advance 





knowledge of these articles will 
have “the jump” on his associates. 

America will need trained re- 
tail salesmen in the post-war pe- 
riod and will need plenty of them. 
The retail salesman who knows 
his business and the lines he sells 
will be the man who will forge 
ahead. Don’t let precious time slip 
by. Work and keep on working to 
make yourself a better salesman 
and plan for the future. When 
that future becomes the present 
you will find that your time has 
been well spent. 


Special Promotional Events 
for September 


You may find it of some ad- 
vantage to center the theme of 
some of your promotions for this 
month around one or more of the 
following holidays or days of spe- 
cial celebration. 

Sept. 4—Labor Day. 
Sept. 17—Constitution Day. 
Sept. 23—First Day of Autumn. 





Test Your Hardware Sense! 


Grade yourself in the following manner to see how good you 
are. Each question correctly answered is worth 20 points. A 
grade of 100’is excellent; 80 is good; 60, fair; 40, poor, and 
20, very poor. The correct answers to these questions will be 


found on page 81. 


Work the problem first—then substitute the figures 
of your own business for those in the problem. 


1—What is an R.O.G. dating? 


2—Sales in Jones Hardware store last year were $40,000. 
The cost of the goods sold was $30,000. If the average inven- 
tory was $10,000 what was the rate of stock turn? Figure the 
rate of turn if the average inventory was $12,500. 

3—A dealer received an invoice for merchandise amounting 
to $97. Delivery costs, such as freight or express, are figured 
at 5 per cent of the invoice cost of the goods. Determine the 
approximate amount of the freight on the shipment. 


4—A buyer purchased glassware listing at $175 on which a 
trade discount of 33 1/3 and 5 per cent applies. Determine the 


net cost of the goods. 


5—Smith received an invoice for $200 for merchandise 
shipped by freight. Freight on the goods was $4. Figure what 
percentage freight is of the invoice cost of the goods. 


(Answers on page 81) 
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Amended Price Control Act Changes 
To Be Announced When Interpreted 


OPA SETTING UP PRICE APPEALS BOARD 


Under new law OPA must consult with indus- 


try committees on new proposals. 


Grade- 


labeling effectively killed for another year. 


(Washington Bureau 

of HARDWARE AGE) 
During the past month OPA 
has been feverishly trying to ad- 


to conform with the amended ver- 
sion of the Price Control Act. 

Several of the changes required 
under the new law have been 
announced already, and many 
others are to come as soon as 
OPA can interpret the will of 
Congress in each case and issue | 
orders to cover the changes. The 
new law which became effective | 
July 1 extends the life of OPA | 
for another year. 

OPA Administrator Chester 
Bowles in discussing the bill 
with reporters said that the bill | 
as it stands will cause OPA some | 
problems, but that on the whole | 
it is quite favorable. Emphasiz- 
ing the importance of the bill to 
the retail trade he said, “at the 
retail level we will be stronger 
than we were.” 

Under one of the most impor- 
tant new provisions dealers may 
no longer be deprived of the 
right to buy or sell rationed 
goods because of a violation of | 
OPA price ceilings on a rationed 
article. 

In regard to appeals procedure, 
OPA is currently setting up a 
Board of Review. Under the new | 
law, a protest can be lodged 
against any OPA regulation at 
any time. If the protest is neither 
granted or denied within a rea- | 
sonable length of time the pro- | 
testant may ask the Emergency | 
Court of Appeals for a writ of | 
mandamus. If the protest is still | 
not acted upon within the time | 
set by the court it will be pre- 
sumed to be denied. Then the | 
protestant can ask the court to | 
grant the protest and have the | 
regulation declared invalid. OPA | 
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just its policies and =i 
| 


believes that it will be humanly 
impossible to handle the large 
volume of protests that are ex- 
pected and it is possible that 
Congress may be asked to change 
this section of the law. How- 
ever, there has been no notice- 
able increase in protests up to 
this time. 

OPA has also been given the 





power to purchase commodities 
as evidence in price violations. 
During the next fiscal year $50,- 
000 may he expended for this 





purpose. 

A great deal of the court pro- 
cedure has been altered by the 
new law. OPA may now enter 
suit within 30 days after the vio- 
lation has occurred if the con- 
sumer hasn’t already done so. It | 
is this point which led Mr. | 
Bowles to remark that OPA was | 
stronger at the retail level. 

The court may now levy fines 
of from 1 to 3 times the over- 
charge, or $25 to $50, whichever | 





WPB Field Office. 


547 (PD-1X) 


the present correct. 


been printed. 


Office. 


fact. 





WPB Makes Changes in 
Filing Procedure for 
WPB-547(PD-1X) Forms 


Distributor now files application with nearest 
Now makes four copies, 
three of which must be sent 


Recently the War Production Board announced that the 
Distributor’s Application for Preference Rating, Form WPB- 
must hereafter be sent to the nearest Field 
Office of the War Production Board. 
applications are now required to make them in quadruplicate, 
sending three copies to the nearest WPB Field Office, retain- 
ing the fourth copy for their own files. 

Excepting for the above changes in procedure the instruc- 
tions given in the dummy form of WPB-547, published on 
pages 110 and 111 of the Feb. 17 issue of HARpware AcE and 
again in the Harpware Ace Merchandise Directory Number 
“Who Makes It?”, July 20 1944, on pages 934 and 935 are for 
Word that the change in filing procedure 
had been made by WPB was received after the pages on 
which WPB-547 was reproduced in the previous issue had 


As we go to press for this issue it is still permissible to use 
the WPB-547 (PD-1X) form shown in the “Who Makes It?” 
Directory Issue, providing the application is made out in 
quadruplicate and three copics sent the nearest WPB Field 
When newer forms must be used by all applicants 
entitled te use WPB-547, Harpware 


to Field Office. 


Those making WPB-547 | | 





Acre will announce that 








is the greater. Or the fine may 
only be the amount of the over- 
charge, based on the discretion 
of the judge. If it is the judg- 
ment of the court that the vio- 
lation was not wilful then ‘the 
penalty shall be the minimum 
allowed. 

In both civil and criminal suits 
the defendant can ask the judge 
to appeal to the Emergency 
Court of Appeals for a decision 
on the validity of the regulation 
which he has been charged with 
violating. If the judge has suffi- 
cient reason to believe the de- 
fendant could not use the pro- 
test procedure previously outlined 
he will appeal to the Emergency 
Court. 

In a criminal case, if the lower 
court grants the appeal the suit 
in the lower court is stayed until 
a decision is reached by the 
Emergency Court. 

In a civil suit the trial pro- 
ceeds up to the point of decision, 
then it is stayed until the Emer 
gency Court has acted. 

Under the new law OPA must 
consult with industry committees 
on new proposals. Plans are un 
der way for widening the scope 
of these committees and for giv- 
ing full publicity to their pro- 
ceedings. . 

‘The law also retains the Taft 


| amendment of 1943 which pro- 


hibits pricing according to stand- 
ards, unless such standards are 


in general use. This effectively 


| kills grade-laheling for another 
| year. 


“DDT” ALLOCATION 
NOW UNDER M-300 
To provide a closer check on 
the end use of DDT, the war- 
developed insect killer, allocation 
control of DDT has been shifted 
from Order M-340 to Order M- 
300. the War Production Board 
reported June 15. 
Customers are now required 


lto file form WPB-2945 directly 


with the board and suppliers to 
file WPB-2946, in accordance 
with the provisions of M-300. 
Prior to this change, an end use 
certificate was submitted to sup- 
customers and form 


pliers by 
submitted by 


WPB-2947_ was 
suppliers to WPB. 
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Drastic Restrictions on 


Sales of Flashlights— 
Ease Dry Cell Controls 


Farmers may buy flashlights on AA-2X rating under 


PR-19. Other consumers 


may buy flashlights, pur- 


chased from makers after July 18, 1944, only on 
orders rated AA-5 or higher. 


Restrictions on the use of iron, 
steel, copper and copper base al- 
loy in the manufacture of dry 
cell batteries have been removed 
to facilitate increased production 
of such batteries, which are 
urgently needed for war purposes, 
the War Production Board said 
July 18. Restrictions on the use 
of aluminum, copper, copper base 
alloy, iron, steel, zinc in the pro- 
duction of flashlights and other 
portable electric lights operated 
by dry cell batteries have been 
relaxed slightly, WPB said. 

No new flashlight or other 
portable electric light may be 
sold by manufacturers except to 
fill orders rated AA-5 or higher. 
New portable electric lights 
purchased from a manufacturer 
after July 18, 1944, may be resold 
only to fill orders rated AA-5 or 
higher or orders certified under 
Priorities Regulation No. 19. 





This regulation permits farm- 
ers to apply an AA-2-X rating for 
the purchase of flashlights. Pre. | 
viously portable electric lights | 
were permitted to be sold to fill | 
orders rated A-9 or higher. Pro- 
vision has also been made for 
WPB regulation of the dtcees | 
and use of zinc shells for dry 
cell batteries. 

The revised provisions govern- | 
ing production and distribution | 
of dry cell batteries, portable | 
electric lights and zinc shells 
have been established in Limita- 
tion Order L-71, as amended 
July 18, 1944. The terms under 
which metal flashlight cases may 
be distributed in the third calen- 
dar quarter of 1944 are set forth 
in Direction 1 to the same order, 
issued simultaneously. 

As before, dry cell batteries 
and portable electric lights are to 
be produced and delivered in 
accordance with individual pro- 
duction quotas, issued quarterly 
by WPB to manufacturers upon 
application on Form WPB 2719 
(formerly PD-880). 

Dry cell battery production 
will be authorized to the fullest 
possible capacity of the indus- 
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try, WPB officials said. Controls 
will be exerted, however, to main- 
tain production of specific types 
of batteries to meet military, in- 
dustrial and essential civilian 
requirements. Production of 
portable electric lights will be 
authorized to qualified manufac- 
turers so that total production 
will not exceed pre-established 
programs and will not interfere 
in any way with war production. 

Aluminum, previously _pro- 
hibited from use in the manufac- 
ture of portable electric lights for 
civilian purposes, may now be 
used to make reflectors, officials 
explained. Copper and copper 
base alloy may be used for plat- 





| 
| 





ing current carrying parts other | 


than cases. The use of copper 
base alloy was permitted previ- 
ously, but only for plating elec- 
tric contracts. 

Iron and steel (in the form of 
tin mill blackplate rejects, and 
wasters only) may be used for 
any type of portable elecric light, 
it was announced. Use of iron 
and steel formerly was permitted 
for certain parts of flashlights 
and for any part of other types 
of lights. In addition to its pre- 
viously permitted use in plating 
and electric contact fittings, zinc 
may now be used in reflectors. 

For the third quarter of 1944, 
manufacturers have been au- 
thorized to produce _ specified 
quantities of flashlight cases to 
fill orders in six categories: (1) 
Army, (2) Navy, (3) Maritime 
Commission and War Shipping 
Administration, (4) export, (5) 
post exchanges and ships’ service 
stores, and (6) other orders 
covered by preference ratings. 

Manufacturers authorized to 
produce metal flashlight cases for 
orders in the sixth category are 
required, under Direction 1 to L- 
71, to set aside 45 per cent of 
their production for such orders 
to fill those bearing a preference 
rating assigned on Form WPB- 
547. The remainder may be used 
to fill other orders rated AA-5 or 
higher. 








Some Makers of Unpainted Wood 
Home Furniture May Ask Advances 


Manufacturers of unpainted 
wood household furniture are 
eligible to make a 5 per cent 
adjustment charge above existing 
maximum prices under an action 
taken by the Office of Price Ad- 
ministration, which became ef- 
fective July 18, 1944, 

Unpainted wood household 
furniture was brought under the 
provisions of Order 1052, which 
permits the 5 per cent adjust- 
ment to be made, after OPA 
studied evidence submitted by 
the industry to show that estab- 
lished maximum prices were no 
longer fair and equitable, OPA 
said. The study revealed that an 
adjustment was needed in order 
to bring earnings to the level of 
those obtaining in the normal 
years 1936 to 1939. 

No provision has as yet been 
made for an increase in retail 
prices, but shortly that subject 
will be discussed at a meeting 





with retailers to be held in Wash- 
ington. 

The agency emphasized that 
manufacturers, in order to be 
eligible for the increase, must 
comply with all the require- 
ments for separate statement of 
the adjustment charge, mailing of 
reports prior to placing the ad- 
justment in’ effect, and others. 
These requirements are listed in 
detail in the order. This action 
also permits wholesalers to add 
the 5 per cent adjustment to 
their existing prices on sales to 
institutions and Government 
users. 

Amendment 7 to Order 1052 
under Maximum Price Regula- 
tion No. 188—Manufacturers’ 
Maximum Prices for Specified 
Building Materials and Con- 
sumers Goods Other than Ap- 
parel, effective July 18, 1944, 


made these provisions. 








Ice Refrigerator Production 
Quotas of 128,175 Units 
Assigned to 21 Mfrs. 


Domestic ice refrigerator pro- 
duction quotas totaling 128,175 
units for the third quarter of 
1944 have been assigned to 21 
manufacturers, the War Produc- 
tion Board said July 1. 

The production quotas assigned 
to individual manufacturers are 
established in Schedule VIII to 
Limitation Order L-7-c, issued 
July 1, 1944. Under the terms of 
that schedule, each manufac- 
turer must make his allotted 
quota of refrigerator$ in his own 


Company 


American Fixture & Mfg. Co., St. 
Arctic Refrigerator Co., Brooklyn, N. Y. 

Atkins Table & Cabinet Co., Brooklyn, N. Y. 
Brunswick Refrigerator Co., Brooklyn, N. Y. 
Craftbilt Cabinets, Burbank, Cal. 
*Doherty-Stirling, Inc., Baton Rouge, La. 
Dratch’s Victory Refrigerator Box, Brooklyn, N. Y. 


Durasteel Co., Hannibal, Mo. 


Fy-Boro Metal Products Co., Brooklyn, N. Y. 
Globe Wood Products Co., Brooklyn, N. Y. 
Home Building Corp., Kansas City, Mo 

Ice Cooling Appliance Corp., Morrison, II]. 
Iceland Refrigerator Co., Brooklyn, N. Y. 

King Refrigerator Corp., Brooklyn, N. Y. 
Maine Manufacturing Co., Nashua, N. H 
Modern Refrigerator Works, Glendale, Cal 
Precision Metal Products Co., Brooklyn, N. Y 
Sanitary Refrigerator Co., Fond du Lac, Wis 
Stoddard Manufacturing Co., Mason City, Iowa 
Success Manufacturing Co., Gloucester, Mass. 
Ward Refrigerator & Mfg. Co., Los Angeles, Cal 





plant and at the location desig- 
nated in the schedule. 

Total assigned production of 
128,175 ice refrigerators repre- 
sents 100 per cent of the quan- 
tity that manufacturers requested 
permission to produce in the 
third quarter. Production quotas 
for the second quarter of 1944 to- 
taled 181,655 units. 

The manufacturers who have 
been assigned production quotas 
and the units allotted are: 


Units 
6,000 
7,000 
5,000 
4,000 
3,000 
2,000 
2,500 
200 
6,000 
1,500 
150 
18,325 
5,000 
7,500 
12,000 
3,000 
6,000 
15,000 
3,000 
6,000 
15,000 


Location 


Louis, Mo. 


* 1000 ice refrigerators and 1000 ice chests. 
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4,000 
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Establish AA-5 Rating for Official, 
Religious, Signal and Service Flags 


The War Production Board on 
June 30 amended Conservation 
Order M-166 (flags), establishing 
a priority rating of AA-5 on all 
orders for the manufacture of 
official, religious, signal and ser- 
vice flags. 

The amendment will permit 
limited production of flags of 
non-essential types, such as ad- 
vertising and theatrical flags and 
banners, WPB explained. How- 
ever, these flags may be put into 
production only after rated orders 
have been filled, and provided 
they are made from unrated ma- 
terials. Heretofore, the manu- 
facture of flags and banners of 
this type had been prohibited. 

Under these amendments all 
manufacturers must treat orders 
for the following types of flags 
as if rated AA-5, unless such 
orders actually are rated higher: 

Official flags: Including flags 
of any country, Federal Govern- 
ment department or agency, or 
State or municipal government; 


flags authorized by any Federal 
department or agency; and flags 
delivered under orders of the 
armed services, United States 
Maritime Commission, Panama 
Canal, Coast and Geodetic Sur- 
vey, Coast Guard, Civil Aero- 
nautics Authority, National Ad- 
visory Committee for Aeronau- 
tics, Office of Scientific Research 
and Development, War Shipping 
Administration, Veterans Admin- 
istration, the American Red 
Cross and Treasury Department. 

Religious flags: Including the 
officially adopted flag of any re- 
ligious denomination or sect. 

Signal flags: Restricted to code 
flags, semaphore flags, or flags 
indicating danger or distress. 

Service flags: In recognition of 
persons serving in the armed 
forces. 


the first time is included in the 
list of those permitted to place 
orders for official flags. 











Greeting Card Manufacturers May 
Produce Up to 80% of 1942 Limit 


Restrictions governing the 
printing of greeting cards and 
illustrated post cards have been 
amended so as to “modernize” 
the format and language of Limi- 
tation Order L-289 parallelling 
the commercial printing, maga- 
zine and book orders, the Print- 
ing and Publishing Division of 
the War Production Board said 
July 3. 

The restriction on number of 
designs that may be produced 
was changed to an annual basis 
rather than a quarterly basis, 





WPB pointed out. A publisher 
may now produce 80 per cent of 
the total number of designs 
which he produced in 1942, the 
base year. 

The all important paper con- 
sumption quota, fixed at 60 per 
cent of the annual usage in 1942, 


remains unchanged but inventory | 


is limited to 90 days supply. Re- 
strictions on the use of paper- 
board in packaging established 
at 50 per cent of 1942 usage, are 
maintained, WPB officials said. 








Softwood Plywood Limitations Apply 


On Scrap, Ete. 


Control over softwood plywood 
was extended June 24 by the 
War Production Board to include 
all softwood plywood strips, odd 
sizes, and scrap with surface 
measurements of more than eight 
square feet. 

Order L-150-a, which restricts 
the sale of softwood plywood by 
distributors to purchase orders 
rated AA-2x or better, formerly 
excluded all pieces not meeting 
commercial standards (rejects, 
cut-backs, strips, odd sizes and 
scrap). The exemption resulted 
in some softwood plywood going 
into unessential use, WPB said. 





L-150-a as amended, limits ex- 
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More Than 8 Sq. Ft. 


emptions to pieces measuring less 
than eight square feet. Larger 
pieces can be completely utilized 
for military boxing and crating, 


WPB said. 


The amended order also per- 


mits the sale of softwood plywood 
on purchase orders rated AA-3 
for use in authorized construction 
projects (Forms GA-1456 and 
CMPL-593). Such purchase 
orders must be certified as set 
forth in L-150-a. The purchase 
of plywood on AA-3 ratings will 
be authorized only for use in 
concrete form construction, WPB 


said. 
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Though Charles Briddell, who founded 
this business back in 1895, has been 
gone for too many years, the impress 
he made on it is as strong and the ideals 
with which he vitalized it are as alive 
—as though he were still at the helm. 


“C.D.’’ was 100% the craftsman, 
impatient with shoddy workmanship, 
intolerant of cheap materials. His zeal 
to do every job, top-notch flamed 
through all his work—and inspired all 
who toiled with him to care as much. 


That is why Briddell products today 
have a quality, a dependability, that 
nobody appreciates more than the folks 
who use Briddell tools to make their 


ex 


Flag awarded Jan. 4, 1944 * Star awarded June 24, 1944 


living. 
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Crisfield, Maryland + Craftsmen in Metal since 1895 
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HowAbo 


In These tic Times 


Can you get merchandise? 


Q. 

A. Yes—Can’'t serve new customers but we re taking care 
of our old customers 

Q. Is the supply of Rogers Glue limited? 

A. Yes, to a certain extent, for the duration, but we've 

worked out a fair plan of distribution on back orders to 

assure Hardware Trade a steady flow 


What about prices? 


We are not advancing our prices 





And “‘Rogers’’ quality ? 


2» OFO 


Rogers Glue is by far the strongest on test--no change 


in quality. 
Rogers Carries On With Exclusive Hardware Jobber Policy 


[Phone Your Jobber for Free Project Policy 
USE ROGERS LIQUID FISH GLUE 











- LAMSON CAP SCREWS 


@ Lamson full finished cap screws of SAE 1020 
steel have approximately 90,000 Ibs. per sq. in. 
minimum tensile strength. Our high carbon cap 
screws of SAE 1035 steel, heat treated, have approx- 
imately 150,000 lbs. minimum tensile strength. 
A copy of the Lamson “Ready Reference” List, a 
handy visible indexed catalog and price list, is ready 
for you. Ask your jobber’s salesman, or write us for it. 


THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 


LAMSON & SESSIONS 
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Sprocket Chain Inventory Rules Do Not 
Apply to Auto Replacements in L-158 


Inventory restrictions on sproc- 
ket chains, sprocket chain attach- 
ment links and wheels do not 
apply to stocks of such items for 
automotive replacement parts, as 
defined in Order L-158, as amend- 
ed, the War Production Board 
announced June 16. 

In addition, it was pointed out 
that minimum production runs of 
manufacturers of such chain, at- 
tachment links and wheels may 
he taken into account by users 


who place purchase orders for 
such items. 

Thus, users will be permitted 
to receive delivery of a minimum 
production run of such items de- 
spite the fact that receipt of such 
a quantity might increase their 
inventories above the permitted 
45-day maximum. General rules 
governing minimum production 
runs are set forth in Interpreta- 
tion No. 7, as amended to Priori- 
ties Regulation No. 1. 








Transfer Marine Hardware, Some Indust. 


Machinery, Farm Equip. From Consumer 
Durable Goods MPR 188 to Other Regs. 


—Move Some Items From GMPR To MPR 188 


To simplify pricing procedure 
for manufacturers of certain 
items of industrial machinery, 
farm equipment and other indus- 
trial equipment, the Office of 
Price Administration on July 20 
transferred a number of these 
items from coverage under the 
maximum price regulation for 
consumers’ durable goods _ to 
other regulations better suited 
for their pricing. 

At the same time a number of 
,miscellaneous commodities form- 
erly under the General Maximum 
Price Regulation, which “freezes” 
each seller at his March, 1942, 
“high,” were added to the con- 
sumer durable goods regulation. 

The transfer will have no ef- 
fect on the general level of prices 
for these items, OPA said. 

The following items were re- 
moved July 20 from coverage by 
the consumers’ durable goods 
regulation (Maximum Price Reg- 
ulation No. 188—Manufacturers’ 
Maximum Prices for Specified 
Building Materials and Consumer 
Durable Goods Other than Ap- 
parel) : 

(1) Marine hardware, indus- 
trial glass, glass tubing, lenses 


| and signal glass and unfinished 


glass blocks, are placed under 
the provisions of the maximum 
price regulation for machines and 
parts and machinery services 
(Maximum Price Regulation No. 
136—Machines and Parts 
Machinery Services). Manufac- 
turers of these products make 


and | 


| other commodities, most of which 
| are priced under the machinery 
regulation, and this action will 
enable them to price their en- 
tire line under this regulation. 
(2) Single trees, double trees, 
neck yokes and well wheels will 
| now be priced under the manu- 
|facturers’ and wholesale maxi- 
mum price regulation for farm 
equipment (Maximum Price 
Regulation 246—Manufacturers’ 
|and Wholesale Prices for Farm 
| Equipment) under the heading 
of “buggies and farm wagons; 
and attachments and parts.” 

(3) Certain industrial safety 
equipment that is included in the 
machinery regulation is excluded 
from Maximum Price Regulation 
188. 

(4) Gloves, sleeves, aprons and 
like articles made of natural, syn- 
thetic and substitute rubber that 
are covered either by Maximum 
Price Regulation 220 (Certain 
Rubber Commodities), or by 
Maximum Price Regulation 330 
(Retailers’ and Wholesalers’ 
Prices for Women’s, Girls’ and 
Children’s Outerwear Garments) 
are specifically exempted from 
the consumers’ durable goods 
regulation to avoid ambiguity. 

In the same action small 
leather goods that includes wal- 
lets, coin purses, billfolds, comb 
cases, desk sets, etc. were added 
to Maximum Price Regulation 
188. Also added are residential 
lighting fixtures, wet flashlight 
batteries, candles, hard lanterns, 
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etc., and batteries and accessories 
used for such lights. These ar- 
ticles were formerly covered by 
the General Maximum Price 
Regulation. 

The transfer does not affect 
manufacturers’ prices for articles 
which already have been “finally” 
priced under the provisions of 
the General Maximum Price 
Regulation. Maximum prices es- 
tablished by this regulation are 
to be continued in effect, but the 
provisions of Maximum Price 
Regulation 188 are to be applied 
to all new items and articles 
which have been priced and not 
yet delivered prior to the effec- 
tive date of today’s action. 

Amendment 38 to Maximum 
Price Regulation No. 188—Manu- 
facturers’ Maximum Prices for 
Specified Building Materials and 
Consumers’ Goods Other than 
Apparel, effective July 24, 1944, 
made the above provisions. 





WPB LIMITS USE OF 
CORK SCRAP 


In order to make possible in- 
creased allotments of reground 
composition cork scrap for the 
manufacture of cork disks for 
beverage bottle caps and other 
products for which raw cork is 
made available, the War Produc- 
tion Board said June 28 that it 
was prohibiting, as of June 15, 
use of this scrap material in the 
following articles: table mats, 
coasters, handle grips (except 
for fishing tackle and industrial 
tools), toy and game products 
and decorative novelty products. 
Formerly, use of reground com- 
position scrap was excepted from 
the general prohibition of the 
use of cork in the manufacture 
of the products mentioned. 





CHROMIUM STEEL FOR 
HEAT REFLECTORS 


The use of chromium-plated 
steel for heat reflectors in radiant 
reflectors is permitted by Order 
L-23-c, Domestic Cooking Appli- 
ances and Heating Stoves, ac- 
cording to an interpretation of 
the order made July 13 by the 
War Production Board. 

Since the use of any substi- 
tute material for heat reflectors 
would result in high floor temper- 
atures and an increased fire 
hazard, it was decided that 
chromium-plated steel should be 
permitted for these reflectors, 
WPB said. 

ELIMINATE QUOTAS 

ON BURLAP BAGS—BUT 

INVENTORIES LIMITED 


Quota restrictions on accept- 
ance of new burlap bags have 
been eliminated, the War Pro- 
duction Board said on May 29. 
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However, inventory restrictions 
remain unchanged. In view of 
the somewhat improved burlap 
supply from India, and the tight 
supply of cotton shipping sacks, 
Textile Bag Order M-221 is 
amended to permit an increased 
use of burlap. The list of com- 
modities which may be shipped 
in new burlap sacks has been ex- 
tended to include fertilizer, re- 
fined sugar, meat tankage. 

To assure maximum packing 


utility for every textile bag, false 
seams are prohibited. The maker 
or user may not stitch in an ad- 
ditional seam which permits the 
bag to be packed at less than 
full capacity, the WPB said. Per- 
mitted bag sizes for certain com- 
modities are specified in M-221. 

Since all burlaps is imported 
from India, the future supply 
depends entirely on conditions 
there, which cannot be foreseen 





at this time, the WPB said. 








Maximum wholesale prices of 


for sales by dealers or jobbers, 
are now determined on the same 
basis as ceilings for farm tractor 
tires and tubes, effective July 5, 
1944, the Office of Price Admin- 
istration announced June 30, in 
Amendmeftt No. 1 to Revised 
Maximum Price Regulation 143. 

In both instances, the whole- 
sale ceilings will be established 
by deducting a minimum dis- 
count of 25 per cent from the 
maximum retail prices. 

In a revision of the wholesale 
regulation, which became effec- 
tive on May 1, 1944, the dis- 
counts had been 30 per cent for 
farm implement tires, 35 per cent 
for farm implement tubes, and 25 
per cent for farm tractor tires and 
tubes. Farm implement tires and 
tubes are now put on the same 





Maximum Prices Farm Implement Tire 
Determined on Basis of Tractor Tires 


basis as farm tractor tires and 


farm implement tires and tubes | tubes for the reason that they 
| 


for sellers other than brand name | 
owners, which will be generally | 


have always been treated as one 
group by the industry. 

The May 1, 1944, revision of 
the wholesale new rubber tire 
and tube regulation provided 
that a dealer who had legally 
established discounts under the 
previous Maximum Price Regu- 
lation 143, that were lower than 
the minimum discounts fixed by 
the revised regulation, could con- 
tinue to use the lower discounts 
if he filed a report with the 
appropriate OPA district office 
on or before May 15, 1944. 

It has been reported that some 
dealers may not have had suf- 
ficient time in which to file their 
reports, and, in order to insure 
that dealers generally have an 
opportunity to file the necessary 
reports, the filing time has been 
extended from May 15 to Aug. 
15, 1944, OPA said. 








The regulation establishing 
maximum prices for services has 
been substantially simplified and 
reduced in size by a general re- 
vision and simplification of its 
provisions, the Office of Price 
Administration announced July 1. 
At the same time, practically all 
services that previously were 
under the General Maximum 
Price Regulation have been 
brought under the revised ser- 
vices regulation. 

Thus, 
need look to only one regulation 
in determining their maximum 
prices when the revision became 
effective Aug. 1, 1944, except for 
Alaska, where it will become 
effective Sept. 1, 1944. A 30-day 
period is being provided between 
announcement of the revision 





and its effective date in this coun- 


most service suppliers | 





| Regulation. 





Revised MPR 165 on Services 
Simplified—Now Covers Most 
Services Formerly Under GMPR 


try so that all service suppliers, 
including those brought under 
the regulation for the first time, 
may become acquainted with its 
provisions. 

In general, few changes are 
anticipated in the maximum 
prices already established as the 
result of this revision, which re- 
tains the March 1942, base period 
of the old services regulation and 
the General Maximum Price 
However, maximum 
prices determined on the basis 
of the price of a “similar” ser- 
vice, a competitor’s offering price, 
or a price adjusted in accordance 
with the seller’s price differen- 
tials must be redetermined, since 
these pricing provisions have been 
deleted. 

Because of the large number 
of services that are now covered 


in one regulation, the listing of 
individual services covered, which 
appeared in the old services regu 
lation has been omitted from the 


revision. All services are now 
covered except those governed by 
specific regulations, three groups 
of services which are continued 
under the General Maximum 
Price Regulation, and those ser- 
vices excluded from price con- 
trol. 

The three groups of services 
continuing under the General 
Maximum Price Regulation are: 
Transportation services of con- 
tract carriers; storage, ware- 
housing and terminal services; 
and the furnishing of electricity, 
gas, light, heat, power or water 
otherwise than by a public utility. 

It is now expressly stated that 
rentals of articles, not already 
governed by other price regula- 
tions, are considered “services” 
under the revised regulation, 
OPA said. 

All sellers under the original 
services regulation whose prices 
are changed by the revision, as 
well as all sellers brought under 
the revised regulation for the 
first time, must file a complete 
statement of their maximum 
prices with the proper War Price 
and Rationing Board within 30 
days of the effective date of the 
revision. 

In the case of violators of the 
regulation who do not file their 
maximum prices with their War 
Price and Rationing Boards o1 
who do not apply to OPA for 
ceilings, OPA may set ceilings 
for them in line with the regu- 
lation’s provisions. These pro- 
visions were made in Revised 
Maximum Price Regulation No. 
165 (Services). 


USED LUMBER FOR 
SHIPPING USES 


A wooden shipping container. 
made by its-user from waste 
material or second hand lumber, 
does not come under the terms 
of Wooden Shipping Containers 
Order L-232, the War Produe- 
tion Board said on June 12. 
L-232 restricts the manufacture 
and assembly of wooden ship- 
ping containers. 

Edgings, trim and off-fall, ex- 
cluded from the definition of 
lumber in lumber Order L-335, 
are considered waste material and 
second hand lumber is any lum- 
ber previously used, as in build- 
ing construction or dunnage, ac- 
cording to WPB. 

The L-232 exception does not 
apply to any wooden shipping 
container, regardless of material. 
made in a box factory or wood- 
working shop that sells its prod- 
ucts. 
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“GO AHEAD” SIGNAL STILL LACKING ON | 
ALUMINUM FOR CIVILIAN PRODUCTS 


NEW ORDER WON’T QUICKLY HELP TRADE 


Lifting restrictions on aluminum for civilian goods 


did not permit its use but order promised for early 


this month to release it for civilian 


(Washington Bureau 
of HARDWARE AGE) 

The recert lifting of restric- 
tions on the use of aluminum 
for civilian products, heralded as 
the beginning of the WPB recon- 
version program, turned out to be 
slightly premature. For several 
days after the order was issued 
on July 15 the various WPB in- 
dustry divisions, hardware in- 
cluded, were besieged by manu- 
facturers who wanted to begin 
using aluminum. But the oper- 
ating officials in WPB had been 
given no authority to permit them 
to use aluminum. 

As this issue goes to press, 
WPB operating officials have 
still not been given the go-ahead 
signal on allowing the use and 
substitution of aluminum. The 
order has been promised for early 
August. 

If and when the procedures 
outlined in Order M-1-i, are put 
into operation responsible hard- 
ware men in Washington say that 
they will have little effect on the 
output of the hardware indus- 
try. Although aluminum was 
used by the industry in such 
items as push bars, door pulls 
and closures, widespread use of 
this metal is not foreseen in the 
immediate future for the follow- 
ing reasons: 1. Higher cost of 
aluminum. 2. The very nature 
of the metal. It is difficult to 


cast according to experienced 
hardware men. 3. The lack of 
anodizing equipment in many 


hardware manufacturing plants. 

However, these WPB officials 
point out that aluminum does 
have a greater postwar future in 
the hardware industry for prog- 
ress was being made in the use 
of this metal before war broke 
out. 

When rules concerning the new 
permitted uses are finally put into 
operation, the metal will be used 
in the manufacture of cans, sub- 
ject to packing quotas applicable 
to all cans under Order M-81] and 
for making pots and pans to the 
extent allowed by the L-30 series 
of WPB orders. In addition, 
rules relating to the use of alu- 
minum in the manufacture of 
closures have been liberalized. 
Furthermore, aluminum may be 
substituted for any other metal 
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in the manufacture of any item. 
The order prevents this substitu- 
tion from creating an increase in 
total production because to do 
so might divert manpower from 
essential operations. 

The lifting of restrictions on 
aluminum holds a much brighter 
possibility for the manufacturers 
of housewares items stocked by 
hardware dealers. In relation to 
just what items in this category 
will eventually be permitted the 
Office of Civilian Requirements 
is devoting much of its time to 
working out a satisfactory pro- 
gram. At present thinking is 
along the following lines: 

1. Aluminum will be used in 
essential items only, with several 
exceptions. 

2. It will be used first in 
simple-forming operations where 
relatively little manpower and 
fabrication is required, and ten- 
sile strength is not a predomi- 
nant factor. 

3. Since aluminum is more ex- 
pensive than steel the price fac- 
tor is being given serious con- 
sideration. New products to be 
made of aluminum will ‘have to 
be of a type the public will not 
object to buying at a higher 
price. 
OPA in fixing price ceilings for 
any items of this type will be 
essential. 

Items which OCR would like to 
see given the go-ahead first are 
those which that agency recently 
announced were the most serious 
shortages affecting the civilian 
population. These include cook- 
ing utensils, carpet sweepers, 
kitchen utensils, mechanical and 
ice refrigerators, vacuum clean- 
ers, electric fans, washing ma- 
chines, electric lamps and many 
others. After aluminum can be 
allocated for these items consid- 
eration will be given to its use 
in bicycles, flashlight cases. 


mantle lamps and others in the 


The full cooperation of | 








goods. 


less serious shortage category. 

It is obvious that some of the 
more complex electrical ap- 
pliances cannot be made com- 
pletely of aluminum, nor are 
some of the components available 
for their fabrication. Fractional 
horsepower motors are still crit- 
ically scarce. In this connection 
it is planned to permit produc- 
tion of certain components cf 


these items and allow the manu- 
facturer to hold them until mo- 
tors and other necessary parts are 


available. For example, OCR 
officials hope to be able to per- 
mit the manufacture of housings 
for vacuum cleaners and agita- 
tors for washing machines, 
| against the day when these ar- 
| ticles may be completed. 

OCR will decide the quantity 
of items to be made of aluminum 
and materials allotments will be 
made by the WPB industry di- 
visions. It is believed that alu- 
minum will be handed out by 
regional offices, on a_ historical 
basis of pre-war competition in 
the industry with any additional 
materials going to new indus- 
tries anxious to enter a particular 
field. There will be no attempt 
made to keep new industries out 
or give all firms an equal start in 
line with WPB Chairman Donald 
M. Nelson’s avowed policy. 











M-43 Gives More Tin Content in Solder 


Amendments of order M-43, 
as to restrictions on tin uses, have 
been announced by WPB as 
follows: 


cent to 30 per cent the tin con- | 


tent of solder (which may only 
be used as specifically permitted 
by the order). 

Requiring the prescribed cer- 
tification in the purchase of all 


solders. Formerly, the certifica- 


Raising from 21 per | 


| tion was required only in order- 
| ing solder containing more than 
| 30 per cent tin. 

Adding radio, radar and elec- 
trical appliances to the list of 
| products in which solder contain- 
| ing not more than 35 per cent 
| tin may be used. 
| Adding terne plate tanks to the 

list of manufacturers, where 35 
| per cent tin solder may be used. 








No Increased Allotment of Steel 
For Enameled Ware Seen in Near Future 


No increase in the amount of 
steel available for enameled ware 
production is foreseen for the 
immediate future, members of 
the Porcelain Enameled Utensil 
Industry Advisory Committee 
have been told, the War Pro- 
duction Board reported recently. 

As a result of new and in- 
creased military demands for 
steel, such as those for tanks, 
ammunition storage containers, 
shellcases, and troop transporta- 
tion equipment, coupled with 


labor shortages, the present sheet 
steel supply situation is more 
difficult than at any other time 
since the beginning of the war, 
WPB representatives said. Dur- 
ing the next several months 
enameled ware manufacturers will 
experience increasing difficulty 
in obtaining deliveries of flat 
rolled sheets, they added. 

The shipping container situa- 
tion continues to be critical, 
WPB officials told IAC mem- 


bers. 











More Iron and Steel Allowed 


For Manufacture of Can Openers 


By amendment July 6 to Order 
L-30-d, can opener manufacturers 
have been granted permission to 





use iron ard steel at twice the 
previously permitted rate for 
household type openers, and at 
two and one-third times the pre- 
vious rate for institutional types. 
Size and weight on both types 
openers have been removed. 
Permission to resume the use 
of zinc for all types of can 
openers has also been granted. 
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Revised MPR 147 Clarifies 
Rales on Bolt, Nat, Screw 
and Rivet Transactions 


(Washington Bureau 
of HARDWARE AGB) 

OPA has announced a revised 
price regulation covering bolts, 
nuts, screws and rivets, which 
defines more clearly the transac- 
tions to which it applies and 
clarifies its coverage. It takes 
the place of the original regula- 
tion MPR 147 issued in May, 
1942, and two amendments. The 
revised regulation became effec- 
tive July 12. 

The changes are concerned for 
the most part with clarification 
of several industry practices not 
specifically included in the orig- 
inal regulation and with reword- 
ing of various provisions for 
purposes of simplification. A new 
provision, dealing with producers’ 
minimum charges on small or- 
ders, has been added. Other 
changes deal with orders for 


temporarily not in stock and with 


the relationship of producers’ 
price schedules to maximum 
prices. 


The revised regulation specifi- 
cally restores each producer’s 
method of pricing of small or- 
ders by permitting him on cer- 
tain types of sales to use the 
minimum charge he had in effect 
and customarily made on the 
same types of sales between 
Oct. 1 and 15, 1941, the base 
pricing period. 

The revised regulation provides 








that on a quantity not exceeding 
150 pieces of any item delivered 
during any 7-day period to any 
one purchaser the maximum price 
shall be the maximum price for 
the item which is cut off, or for 
an item 2 in. longer than the 
item ordered, whichever is less, 
plus the cost of converting the 
longer item to the item ordered. 





small quantities of standard items 








Warm Air Furnace Makers Need Not 
Publish New Lists to Make Increase 


Manufacturers of warm-air fur- 
nace repair parts will not be re- 
quired to publish new price lists 
for such parts to be able to 
charge the 9 per cent increase 
in prices granted June 24, 1944, 
the Office of Price Administra- 
tion announced July 22. 

After June 24, 1944, in the 
case of repair parts only, manu- 
facturers may use the optional 
method of increasing prices by 
decreasing discounts extended to 
various classes of purchasers by 
an amount resulting in a net in- 
crease of not more than 9 per 





cent of the published list price 


in effect on Aug. 3, 1943. 

On_June 24, 1944, OPA per- 
mitted manufacturers of cast-iron 
or steel warm-air furnaces and 
repair parts to “increase their 
lowest published list prices for 
such furnaces and repair parts in 
effect on Aug. 3, 1943, by 9 per 
cent.” 

Amendment 45 to Order A-1 
Under Maximum Price Regula- 
tion No. 188—Manufacturers’ 
Maximum Prices for Specified 
Building Materials and Consum- 
ers’ Goods Other Than Apparel— 
effective as of June 24, 1944, 


made these provisions. 








Four More Electric Iron Makers Get | 


Quotas Totalling 278,500 Units 


000; Industrial Tool and Die Co., 
Minneapolis, Minn., 
man Electric Co., 
Til., 
Co., Chicago, 175,000. 


Assignment of quotas for 278,- 
500 electric irons to four addi- 
tional manufacturers, the eighth 
group of manufacturers author- 
ized to produce electric irons in 
fulfillment of the 1944 civilian 
program for 2,000,000, was re- 
ported July 17 by the War Pro- 
duction Board. This brings total 





authorized iron production to 

2,037,838, about two per cent in| Of irons. All of the irons to be 

excess of the program. produced under the four quotas 
The manufacturers and the will be automatic household 

quotas assigned to them are:| models. Five thousand of the 

Siles Co., Circleville, Ohio, 5,-' irons will be of the steam type. 


AUGUST 3, 





1944 


arranged with the Dominion Elec- 
tric Co., Galion, Ohio, 
that company make its full quota 


5,000; Birt- 
Rock Island, 
93,500; and Chicago Electric 


The Chicago Electric Co. has 


to have 
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of our Navy. 





CHICA 


The ‘'Triplex"’ 


Spring Hinges of Quality. . 
and accurately manufactured of finest materials. 





- correctly designed 


Used for many of our greatest war plants and ships 


Over 50 years of satisfaction to leading Hardware 
Contractors, Architects and Builders. 


Chicago S Spring Hinge Cv. 





U.S.A. NEW YORK 








ratings. 








“It’s true that restrictions 
on the manufacture of ball- 
cocks have been lifted and 
an AA-3 rating alloted to 
manufacturers. But that is 


only part of the story. We cannot manufacture 
ballcocks as long as our full production is re- 
quired for war work carrying AAA or AA-1 


We are glad to lend a hand in the defeat of our 
enemies and we are sure you would want it 
that way even though it means you must wait 
a while longer for ballcocks.” 


ROCKFORD BRASS WORKS 


ROCKFORD, 


ILLINOIS 


Shea: Gasnplole ine of 
Plumbing BraAsA Good Since 1890” 














Electric Water Heaters Slightly 
Eased for Civilian Use 


| ance, OPA said. 


Limited production of electric | 
water heaters for civilian use has 
been approved by the War Pro- 
duction Board at an annual rate | 
not to exceed 37 per cent of total 
production hy the industry dur- | 
ing the base period (July 1, 1940, | 
through June 30, 1941), WPB | 
reported July 4. New quotas also | 
have been established for pro- 
duction of non-electric water | 
heaters. Restrictions on manu 
facture or fabrication of metal 
jackets for water heaters have | 
been eliminated, WPB said. 

Metal jackets, says WPB, are 
again permitted for water heaters 
because paperboard jackets had 
proven unsatisfactory. The indus- 
try used these jackets as substi- 
tutes after restrictions were 
placed on the use of metal’ for 
this purpose. Manufacturers are | 
now permitted to make metal | 
jackets for water heaters from 
allotted materials or from alumi- 
num which is specifically au- 
thorized for jackets by WPB 
under the aluminum order, M-1.-i. | 
In addition manufacturers are | 
being permitted to use materials | 
in inventory on May 8, 1944, and | 
those obtained from frozen, idle | 
and excess inventuries as were 
already allowed under previous 
restrictions, 

Order L-185, Water Heaters, 
was amended to make the fore- 
going changes. Previously, elec- | 
tric water heaters were con- | 
trolled by Order L-65, Electric 
Appliances, which was admin 
istered by the Consumers Dura- | 
ble Goods Division, but this type 
of water heater has been placed | 
under Order L-185 of the Plumb- | 











| Indirect water 


ing and Heating Division so that 
production of all water heaters 
may be controlled by the same 
regulation. 

According to the revised L-185, 
WPB will authorize limited pro- 
duction of electric water heaters 
for each manufacturer so that 
aggregate production for each 
calendar year will not exceed 37 
per cent of the base year produc- 


| tion of the industry as a whole. 


Production will not be authorized 
in any plant, however, where such 
production or labor requirement 
will interfere with war produc- 
tion in that plant or in any other 
plant located in that area. Pro- 
duction will be limited to three 
sizes, based on water storage 
capacity, and only one model in 
each size will be allowed. How- 
ever, a change in the number or 
design of heating elements will 
not be considered a change in 
size or model. 

Production of non-electric 
water heaters is permitted for 
each manufacturer at a certain 
percentage of his unit production 
of the same classification of 
water heater for his base year 
(1941). Schedule A of the 


order specified percentages for 


each kind of water heater. The 
new schedule, compared with 
the previous one, follows: 
New Prev 
Yuotas Quotas 
Direct fired water 
heaters 
Underfired water 
heaters ...... 80% 65% 
Coal and wood- 
fired water 
heaters ...... 100% 70% 
Side-arm heaters 70% 10% 
All others ..... 50% 


heaters 57% 








65 Used, Reconditioned Plumbing, Heat 
Items Now Have Ceilings Under MPR-546 
—Schedules Available From District Units 


Dollars-and-cents ceiling prices 
have been set for 65 used and re- 
conditioned plumbing and heat- 
ing items, and maximum prices 
provided for most others by ap- 
plying a specified percentage dis- 
count from the manufacturer’s 
list price for the article when 
new, the Office of Price Admin- 
istration announced July 15. 

The new regulation (effective 
Aug. 9, 1944) covers sales at both 
retail and wholesale, with prices 
based generally on March, 1942, 
levels. 

Items covered include used 
plumbing and heating material, 
reconditioned heating equipment, 





74 


automatic hot water heaters, and 
seconds and culls of new items. 

Although prices for the articles 
had previously been covered by 
the General Maximum Price 
Regulation (“frozen at March, 
1942, ‘highs’”’), conditions in the 
industry made the “freeze” type 
of control difficult o administer 
and enforce. In addition, numer- 


ous complaints have been re- 





ceived because of increases since | 


March, 1942. A uniform schedule 
of dollars-and-cents prices will 
avoid past difficulties in deter- 
mining maximum prices and will 
serve to obtain general compli- 


Most of the items are 
available to dealers by building 
wreckers who salvage the plumb- 


ing and heating materials. Now 
that old buildings are being 
improved sufficiently to make 


them last out the war, wrecking 
of buildings is virtually at a 
standstill. 

The new specific prices will 
end confusion in the industry as 
to applicable ceiling prices, and 
will protect consumers from 
paying unreasonable prices. At 
the same time, the normal rela- 
tionship between the prices of 
new and used and reconditioned 
plumbing and heating equipment 
will in the main be re-established. 

For the used plumbing and 
heating equipment, dollars-and- 
cents delivered prices are spelled 
out at wholesale and retail levels 
in 25 area price schedules. 

The prices are basically uni- 


made | 


tor 


with extra allowance 
areas more removed 
from the two primary originating 


form, 
freight to 
points, New York and San 
Francisco. 

Items covered by the dollars 
and-cents prices include bath. 
tubs, lavatories, sinks, faucets, 
| shower bath fixtures, cast-iron 
radiators, etc. 

For items not listed in the 
price schedules—such as recon- 
ditioned boilers and hot water 
heaters, and seconds and culls of 
new equipment—specific _per- 
centages are deducted from man 
ufacturers’ list prices for the 
articles when new. The _ per 
centages are spelled out for both 
wholesalers and retailers. 

Price schedules applicable for 
the State or area in which the 
seller’s place of business is 
located are available at district 
OPA offices, and must be posted 
in a conspicuous place in each 
seller’s store or place of business, 
OPA said. 

Maximum Price Regulation No. 
546—Used and Reconditioned 
Plumbing and Heating Equip. 
ment—effective Aug. 9, 194, 
made these provisions. 











New WPB 617 Construction Applications 
To Be Filed With Local Field Offices 


Applicants who normally use 
War Production Board Form 617 
to obtain WPB permission under 
Conservation Order L-41 to ac- 
quire or construct facilities are 
advised to follow the revised in- 
structions for the filing of this 
form, WPB said on June 24. 

The revised instructions, effec- 
tive immediately and bearing the 
printing date June 17, 1944, on 
the instruction sheet, apply to the 
filing of the form only. One addi- 
tional copy of the filed form is 
now asked for, making four 
copies to be filed rather than 
three copies as formerly. No 
change, however, has been made 
in the form itself or in the in- 
formation asked for where the 
filing of this form is required. 

The changes in filing instruc” 
tions are as follows: 

All WPB Form 617 applica- 


tions, except those specifically 
indicated for filing elsewhere, arte 
now to be filed with the local 
WPB field office. Applications 
for certificates of necessity where 
tax amortization privileges are 
requested, which are filed simul- 
taneously with the WPB Form 
617 applications, will likewise be 
filed with the local WPB field 
office rather than with WPB, 
Washington, D. C., as heretofore. 

The revised procedure for fil- 
ing is in furtherance of WPB’s 
program of decentralization. 

Applications for farm construc- 
tion, including farm buildings, 
continue to be filed with the 
county agricultural conservation 
committee having jurisdiction 
over the site. 

Copies of the revised instruc- 
tion sheets for the filing of WPB 
Form 617 are now available at 
all WPB field offices. 











Enameled Cold Pack Canner 
Production Date Extended 


The date by which the 500,000 


enameled cold pack  canners 








scheduled for production in 1944 
may be completed has been ex- 
tended from July 1 to Oct. 1, 
WPS has announced. No other 
change has been made in the 
provisions governing the produc- 
tion of enameled cold pack can- 
ners. 
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Expect Radio Tube Program to Be Completed 
—Bat Demand Likely to Exceed Supply 


(Washington Bureau 
of HARDWARE AGB) 


Although the WPB 1944 radio 
tube program for civilians is ex- 
pected to be met, distributors 
are of the opinion that demand 
will far surpass the programmed 
production. When the new pro- 
gram was instituted at the be- 
ginning of the year WPB began 
issuing production directives on 
all glass GT receiving tubes, 
Manufacturers were directed to 
produce a certain number of 
tubes of each type, marking them 
“MR,” and to interchange a 
specified number with each of 
the other manufacturers on a 
basis comparable to the 1941 dis- 
tribution between manufacturers. 
WPB says the producers realize 
that the interchange is necessary 
and that the WPB must spell out 
the specific steps to be followed. 
The producers have also been 
asked to allocate tubes to their 
distributors in accordance with 
their 194] pattern for the sale 
of carton-packed tubes. Private 
brand lines for which carton- 
packed tubes are purchased are 
included in the allocation, but 
equipment manufacturers who 
buy tubes in bulk and then re- 
pack them are not. Each tube 
producer has presented a defi- 
nite distribution plan, which has 
been approved by WPB. 

The peak in war production is 
expected to be reached during 
the current half of the year. How- 
ever, in receiving tubes, all mili- 
tary requirements for metals, 
glass GT’s and locktals should 
be met during the third quarter. 

On the basis of a yearly re- 
quirement of 18,000,000 tubes, 
virtually all civilian requirements 
should be produced during the 
third quarter. Since the going 
rate for the first five months has 
only been 16,000,000 a year, the 
situation has been improving. 
While the Radio and Radar Di- 
vision has given the producers 
100 per cent of their materials re- 
quirements and has not attempt- 
ed to hold back production in 
any way, over-all production has 
decreased by reason of attempts 
to switch from one type of tube 
to another. Moreover. even a 
yearly requirement of 18,000,000 
tubes will not satisfy the demand, 
since 1941 shipments of carton- 
packed tubes were 33,000,000. A 
certain distributer has estimated 
that the normal demand for the 
last few years has been as much 
as 65,000,000 or 70,000,000. Al- 
though the figures published by 
the RCA license bureau for 1941 
were only 36,000,000, the above 
mentioned distributor believes 


bulk have been used for replace- 
ments rather than for original 
equipment. The fact that no new 
radio sets have been made since 
1941 means that demand has sub- 
stantially increased. In addition, 
production in 1942 and 1943 has 
met only a fraction of even the 
36,000,000 tube requirements. 
Distributors have told WPB 
that the system of allocations 
from the manufacturers to the 
distributors is working as well as 
can be expected in view of the 
shortage of tubes. Distributors 
feel the situation is improving. 
Because of complaints received 


from consumers in small markets 
WPB is considering the desir- 
ability of reinstating WPB-547 to 
govern the distribution of tubes. 
The plan now under considera- 
tion would differ from previous 
WPB-547 operations in that the 
number of ratings given out on 
WPB-547 would be limited to the 
number of tubes actually pro- 
duced, as has recently been done 
in the case of flashlight batteries. 
Under the proposed arrangement, 
the allocations to a particular 
distributor would presumably be 
based on factors like his past 
sales and population shifts. 
Distributors do not consider 
the reinstatement of WPB-547 on 
radio tubes desirable at the pres- 
ent time, as they believe that the 








present system should be given 
a longer trial and that many of 
the complaints are unjustified. 
Emphasis has been laid on the 
fact that the greatest complaint 
in rural areas has to do with lack 
of battery tubes, production of 
which was stopped by L-76. WPB 
says that other complaints are 
not always so well justified, since 
the loudest protests often come 
from those who were not in the 
radio business in 1941 or from 
dealers who are unwilling to take 
any stock except the most critical 
types of tubes. WPB has strongly 
advised distributors to make 
every effort to serve the smaller 
markets so that it will not be 
necessary to return to the use of 
WPB-547 for radio tubes. 





may now be bought without turn- 
ing in the old set, the War Pro- 
duction Board said June 30. This 
change is made by amended ver- 
sion of Order L-277, formerly 
covering only electrical wiring 
devices, but now also covering 
heater cord sets, and Order L-65, 
which now no longer controls 
heater cord sets. 

Manufacture of heater cord sets 
was formerly restricted on a 
quota basis to 50 per cent of the 
number of units produced in 


May Parchase New Electric Heater 
Cord Sets Without Turning in Old Ones 


A new electric heater cord set | 1940. Each manufacturer will 


| . mae 
pet receive authorization from 


WPB (Form GA 1850) for the 
number of units he may produce 
in each quarter. The amount 
authorized will be based on the 
manufacturer total 1940 produc- 
tion, available facilities, man- 
power and controlled materials. 
Manufacturers may ship heater 
cord sets only on purchase orders 
rated AA-5 or better. Formerly 
such shipments could be made 
on unrated orders. Heater cord 





sets may be manufactured only 


in 6-ft. lengths and the type of 
wire that may be used is speci- 
fied in the order. Formerly any 
length not longer than 6 ft. was 


permitted. 
Chief effect of these changes 
on the individual buyer of 


heater cord sets is that he need 
not turn in an old cord to buy 
a new one, and that cords will be 
only one length, 6 ft., WPB said. 
The number of cord sets avail- 
able will remain substantially the 
same. 








L-277 and L-65 as 
issued on June 
for their 


Orders 
amended were 
29. Effective dates 


provisions was July 5. 





(Washington Bureau 

of HARDWARB AGE) 
Production quotas previously 
assigned to two of the six manu- 
facturers authorized to produce 
aluminum pressure canners in 
1944 have been increased to the 
extent of a reduction in the 





quotas of two other manufac- 
turers who are unable to produce 
their full quotas without inter- 
fering with war work by amend- 
ment of Direction 1 to Order 
L-30-d. 

The over-all total, 400,000 alu- 
minum pressure canners, orig- 
inally programmed for 1944 pro- | 
duction is unchanged. The com- 
panies whose quotas have been 
partially reallocated and their 
present quotas are the Wiscon- 
sin Aluminum Foundry Co., 
Manitowoc, Wis., 12,500 7-qt. 
size and Pressure Cooker Co., 
Denver, Colo., 2614 7-qt. size. 
The total reduction in quotas 





that many tubes purchased in 


AUGUST 3, 1944 








for these companies represents 


Change Some Quotas on Aluminum 
Pressure Canners—Industry Wide 
Total Remains Unchanged However 


43,886 pressure canners in the 
7-qt. size and 5000 in the 14-qt. 
size. These quantities have been 


the following two companies, 
whose quotas now are: National 
Pressure Cooker Co., Eau Claire, 
Wis., 191,500 7-qt. size and 
67,500 14-qt. size and the Lake- 
side Aluminum Co., Minneapo- 
lis; Minn., 19,886 7-qt. size. The 
date by which the canners may 
be completed has been extended 





added to the previous quotas of 


from July 1 to Oct. 1. 








Fewer Types of Farm 


Machinery 


Now Under War Food Order 14 


Effective July 20, War Food 
Order 14 was revised, so that 
thereafter fewer types of farm 
machinery are being rationed. 

Rationed farm implements 
now include only 19 types, as 
compared with 31 types, rationed 
earlier in this year. In addi- 
tion, eight types of non-rationed 
implements are being released 
from distribution regulations. 
This easing results because WFA 
finds overall farm machinery 
production is now at an annual 
level which approximates produc- 
tion in 1940, a better than aver- 
age year. 

Revised Schedule 





No. 1 lists | 





nine types of important imple- 
ments which will be rationed by 
tate and county quotas. These 
are: Combines, corn binders, 
corn pickers, manure spreaders, 
mowers, slide-delivery rakes, hay 
loaders, pickup hay balers and 
tractors. 

Schedule No. 2 lists ten types 
of equipment for which rationing 


is not subject to county quotas. 
These are: Grain drills, potato 
planters, potato diggers, silo 


fillers, irrigation pumps, power 
sprayers, garden tractors, deep- 
and shallow-well water systems, 
power pumps, and farm milk 
coolers. 
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And Still Available for Hardware Distribution 


Florence Gas Range 


An all-steel gas range made by the 
Florence Stove Co., Gardner Mass., was 
shown at both New York City, and 
Chicago, Ill., furniture markets. This 


new gas range has in addition to all- 


steel construction, two service drawers, 
polished aluminum burner heads, and 





porcelain finish. It is designed so that 
a thermostat can be installed when they 
are available. This model takes the 
place of the permitted model gas range 
that has been in production until now. 
The company is now devoting 96 per 
cent of its production facilities to the 
supplying of shell cases, parts for 
planes, and ships, and heat treatment 
of armor plates for tanks, 


Treatise on Rubber 


A booklet concentrated on the history 
and development of rubber, wild, cul- 
tivated and synthetic, by Ralph E. 
Conder, sales promotion manager of the 
Boston Woven Hose & Rubber Co.., 
Cambridge, Mass. Some of the topic 
heads include: “What Is Crude Rub- 
ber?”, “The Story of Wild Rubber”; 
“The Story of Plantation Rubber”; 
“The Discovery of Vulcanization”; 
“Why Rubber Is So Important”; “Classi- 
fication of Synthetics”, and “Man-Made 
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Rubber.” The 17 pages of this treatise 
are presented in such a concise and 
direct manner that it will prove of 
value to anyone who would like to 
learn more about rubber. May be ob- 
tained upon request. 





Boxes for Sand 
Paper Servicing 


The Behr-Manning Corp., Troy, N. Y., 
recently started a campaign to preserve 
the Neatpak flint paper boxes which it 
markets as a means of displaying and 
servicing sandpaper from the retail 
store shelf. Due to the acute shortage 
of Virgin Kraft box board, which is 
used to pack supplies for our service 
men, the supply of these boxes is 
dwindling. Dealers are asked to coop- 
erate by taking care of the boxes, and 





refilling them with sandpaper in plain 
sheets, instead of discarding them. If, 
however, a dealer finds that despite his 
efforts he needs an empty box now and 
then, he may secure them at 10 cents 
each by writing to the company, speci- 
fying the grit numbers that should ap- 
pear on the front of the boxes. 


History of 
J. W. Speaker Corp. 


An interesting and informative book 
entitled, “Speaking of Speaker,” which 
reviews the history of the J. VW. Speaker 
Corp., 3059 North Weil St., Milwaukee 


12, Wis., and features its products 
which are available to the trade. This 
company is a producer of tube and 
casing repairs for both natural and 
synthetic rubber. It also manufactures 
Heatabs, which are concentrated heat- 
ing units for camp stove cooking. Copy 
may be had by writing to the company. 


Admiral’s Post 
War Refrigerator 


A new development in refrigeration 
by the Admiral Corp., 3800 Cortland 
St., Chicago, Ill., will be made avail- 
able to the trade in the post-war period. 
This development was pioneered by 











Stewart-Warner, and was acquired by 
Admiral in the early part of this year. 
Admiral will offer a refrigerator with 
a built-in freezer after the war. This 
freezer will have room to store two 
bushels of frozen foods and will main- 
tain a temperature of 22 deg. to 32 deg. 
below freezing. The freezer will be a 
separate compartment which will per- 
mit the user to keep food for months. 
It will have a large purified moist cold 
compartment for the storing of regular 
foods. With this new development, the 
frost-covered evaporator will not be 
needed. By building the cold-produc- 
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We Have Over a Hundred Different Figurines 


from 3 inches to 15 inches high, ranging in price from $3.60 to $90.00 per doz. Made of 
Terra Cotta Composition, beautifully colored. Works of Art in every detail. Illustrated 
price lists Set Z mailed to any Hardware Dealer on application. 


We illustrate here just a few— 














No. 3789Z 
No. 3785Z No. 3784Z Blue Boy and Girl. The Two New Hummels 
Sitting Colonial Couple, Standing Colonial Figurines, Gainsborough Figures, 7!/2 
6 inches high, $30.00 per doz. 6 inches high, $30.00 per doz. inches high, $30.00 per doz No. 4165Z No. 4272Z 
pairs. pairs. pairs. Taking Care of Baby, The Piggy Boy, 5 inches 


4 inches high. high. 
; $15.00 per doz. pieces 
HARDWARE DEALERS: 
Be sure to send for our Set Z 
illustrated price lists. 


All Figurines come packed from 1/12 to 1/6 doz. per 
number in carton, according to size, and may be 
bought in these quantities. 


| Fe Oe. @. WOR Pending 115-1192 So. Market St., CHICAGO 6, ILL. 




















BUY WAR BONDS 
and 
SPEED THE VICTORY! 

















" (AMERICAN CHAIN 
astra Webllloss 


AMERICAN CHAIN & CABLE Weled Inc., BRIDGEPORT, CONNECTICUT. 
AMERICAN CHAIN DIVISION, YORK, PENNSYLVANIA 
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easy FOR ACTION! 


Double X is ready to serve America’s 
Home Front by making old floors do 
for the duration ...and then some! A 
seasoned soldier with a great service- 
record; and nationally advertised. Or- 
der from your jobber! Schalk Chemical 
Company, Los Angeles and Chicago. 








j recision Manufacturing 


PRODUCES PERFECT COTTER PINS 


Solo Cotter Pins meet the exact engineer- 
ing specifications of all Army, Navy and 
Air Force requirements. Their excellent 
performance is certain, because they are 
triple gauged and rigidly inspected for 
quality and uniformity. Available from 
1/32” x VY” to %” x 4” including all 
intermediate sizes. Standard, special or 
export packing to Army and Navy or your 
individual requirements. 


ORDER SOLO COTTER PINS 
FROM YOUR JOBBER TODAY! 


SOLO PRODUCTS CORPORATION 


395 Fourth Avenue, New York 16, N. Y. 
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WHATS NEW 


AND STILL AVAILABLE FOR HARDWARE DISTRIBUTION 





ing coils over a larger flat area, it will 
be possible to maintain a high degree 
of humidity creating a condition of 
gentle moving. Foods placed in this 
compartment will not need to be cov- 
ered with dishes, says the maker. This 
refrigerator will also have a Sterilamp, 
which is designed to kill bacteria on 
exposed food surfaces, and in the sur- 
rounding air. 


Wickwire Spencer 
Steel Booklet 


Entitled, “Axis in Agony,” this book- 
let contains the outstanding illustra- 
tions painted by Boris Artzybasheff for 
advertising use by the Wickwire Spen- 
cer Steel Co., 500 Fifth Ave., New York 
City. In typical Artzybasheff satirical 
style, each painting presents the brutish- 
ness and cowardice of the Axis, and 
the long established rule of good de- 
feating evil. These caricatures en- 
deavor to make clearer some of today’s 
truths, both bitter, and hopeful. Copies 
may be had upon request. 





Booklet on Kitchen 
Maid Units 


Folder, published by The Kitchen 
Maid Corp., Andrews, Ind., describes 
and illustrates the “package” units made 
by this company. Sink units, utility 
units, wall units and base units are in- 
cluded. Made of hardwood, plywood 
metal and some new compositions, the 
cabinetry is finished in white enamel. 
Points out the pieces may be purchased 
separately or in assembly. Tells of some 
of the useful features of the cabinetry. 


Geo. Roper 
Canning Aids 


Geo. D. Roper Corp., Rockford, Il., 
has a number of items valuable to the 
canning program. Seven newspaper 
mats, canning labels with one side 
gummed, and a large streamer which 
will identify the store as canning head- 
quarters, are among the articles avail- 
able. Newspaper mats and canning 
streamers are free, the labels are $14 
per 1000, and a canning guide, which 
contains 16 pages of interesting factual 
material is $5 per 100 or 5 cents each. 
A display background that points out 
that Roper gas ranges are available to 
those who qualify is $2.50 and a color- 
ful summer display unit that will aid 


in presenting the ranges in an attrac- 
tive manner is $5. 


Strip-Seal 
Caulking Compound 


Strip-Seal is a caulking compound, 
which may also be used for packing. Is 
used to fill cracks, large or small, and 
seals against drafts, cold moisture, dust, 
fumes, and frost. Comes in a carton 
with five Cellophane packages to each. 
A package is enough for one window. 
Tremco Mfg. Co., Cleveland, Ohio. 


Plastic Hose Nozzle 


Nozzle incorporates new principle of 
spray control. Quarter turn gives full 
range of adjustment from spray to di- 
rect stream. Gives full flow of water 





at any adjustment without any back 
pressure to burst hose. Said to be 
rust-proof, non-corroding, and is made 
of acetate plastic that will neither 
crack nor chip. Plastic Die & Tool 
Corp., 2140 South Vermont, Los An- 
geles, Cal. 


Parker-Kalon Corp. 
Users’ Guide 


Contains much useful engineering 
and production data concerning the 
application of self-tapping screws for 
design engineers, chief draftsmen, and 
production executives. File size, tab 
indexed, spiral bound and arranged 
with a strong wall hanger, it has 18 
pages. Includes a selector chart, which 
will tell which of nine types of self- 
tapping screws are to be used in vari- 
ous materials. Clear tables give recom- 
mended hole sizes, stock sizes, and data 
on use of each type of P-K self tapping 
screw under different conditions. Ap- 
plication information covers use of the 
screws in sheet metal, steel, castings, 
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plastics, plywood, asbestos, etc. Due 
to paper shortage distribution is limited 
to engineering and production execu- 
tives. Parker-Kalon Corp., 204 Varick 
St., New York City 14. 


Starter for 
Fluorescent Lamps 


Lloyd “Automatic” lockout-reset type 
starter for fluorescent lamps. Starter 
cuts off all current from the entire 
unit when a lamp becomes defective 
and flickers or blinks. Thus with all 


current off, overheating of ballast is 


a ~ 40% 


Klond 





prevented, and the active life of the 
lamp is increased. When a perfect 
lamp replaces the defective one, the 
starter resets itself automatically, and 
lights the lamp. Plastic can is molded 
from a red, thermo-setting bakelite with 
high die-electric properties. Is designed 
to provide exceptional strength with 
less weight. Can is sealed and the 
knurled rim makes it easy to grip for 
inserting or removing starter. Lloyd 
Products Co., Edgewood Station, Box 
C, Providence, R. I. 


Silo-Seal, Inside 
Coating 


May be used on alcohol tanks, sew- 
ers, septic tanks, watermains, etc., as 
an inside seal coating. Is designed to 











a 


close and seal hermetically all pores in 
new or old cement, brick, tile, or wood 
silos. Said to make wall air tight, 
and to eliminate seepage. Can be paint- 
ed on the silo wall as silage is fed 
from silo, thus saving scaffolding ex- 
pense. Applied with either a brush or 
gun, two coats are advised to obtain 
the best results. Is non-toxic, and when 
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it is cured out on the wall it will have 
no odor. Silo-Seal, available only in 
black, is not affected by freezing once 
it is applied to the wall. The Schubert 
Co., North Manchester, Ind. 


Sani Tray Plastic 
Ice Cube Maker 


Made from individual plastic cups, 
the ice cubes are said to be odorless 
and tasteless. Cups are removable thus 
allowing the cubes to be put in the 
glass without having been touched by 
a hand. Fill cups three-quarters full 
of water for cubes. Pick up a cup to 
release cube, hold it upside down, press 
gently, and the cube will slide out 
freely. Tray may also be used for 
making frozen desserts. Will fit most 
refrigerators, and is available in two 
sizes. Model A holds 12 cups and is 
4% by 1% by 11% in., and model B 
holds eight cups, and is 354 by 1% by 
10% in. Swift Mfg. Co., 247 Mc- 
Dougall Ave., Detroit, Mich. 


Wilson DeLuxe 
Hacksaw Frame 


Has ratchet adjustment for any cut- 
ting angle. Blade cuts on true center 
at all positions. Of heavy duty design, 
it will withstand hard usage. Blade 





RATCHE 
ADJUSTMENT 


will not fall out during adjustment. 
Has plastic pistol grip handle. Rotat- 
ing blade will not weave or buckle. 
Wilson Industries, Inc., 551 W. Lake 
Street, Chicago 6, Il. 





Booklet on “Three- 
Dimensional Seeing” 


Completely new and up-to-date book- 
let on “Three-Dimensional Seeing, The 
Science of Color and Light For Better 
Vision in Industry” has been made 
available by the E. I. du Pont de 
Nemours & Co., Inc., finishes division, 
Wilmington 98, Del. Containing infor- 
mation derived from color-conditioning 
installations in more than a thousand 
plants, it has a total of 20 pages. In- 
cluded in the color-illustrated brochure 
is a section devoted to the “Safety 
Color Code For Industry,” a corollary 
to “Three-Dimensional Seeing.” This 
code recommends as a _ standard ‘the 
use of specific color signals and sym- 
bols to denote specific hazards and 
safety equipment. Photographs, many 
of them paired as before and after, 
show how contrasting colors increase 
production, reduce injuries and im- 
prove morale in machine shops, textile 
mills, etc. 
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Gas Healers 
FOR LASTING QUALITY 


Post-war research data reveals that the greater 
port of wor savings and "pent-up" buying 
power will be used for building new homes 
and purchasing new household equipment. 


E 
H 


This evidence points to a huge market for 
America's most popular gas heaters—Temco 
and Circu-Ray. 


Compare these outstanding feetures and plan 
now for satisfied customers and "'repeat'’ busi- 
ness by selling Temco or Circu-Ray Gos 








Heaters: 


* A size and model for every heating requires 
ment. 12,000 to 90,000 B.T.U.—vented or 
unvented models. 

Beautifully designed cabinets finished in 
porcelain enamel, “the lifetime finish." 
Scientific construction by experienced crafts- 
men assures the maximum in operating ef- 
ficiency and economy. 

Automatic controls provide a constant, 
healthful temperature at all times. Avail- 
able as optional equipment on all models. 
A.G.A. approval—your customers will recog- 
nize the seal of the American Gas Associa- 
tion Laboratories as the symbol of efficiency 
and high standards of safety. 


— 


Tennessee Enamel Mfg. Co. 


Nashville 9, Tennessee 
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WRENCH that works, 
like a SCREW DRIVER fe 


Standard sizes for Hex- 
agon nuts or headed 
screws .. . special 
SPINTITES for square 

or knurled nuts. Han- 
dies are either fixed 
or chuck type 

SPEED-UP design by 
makers of WALDEN 
WORCESTER 
WRENCHES 


REAL SPEED UP. 
TOO LS. This is the 








STEVENS WALDEN, INC. 
466 SHREWSBURY STREET 
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(Courtesy The Philadelphia Inquirer) 


The American Coast Patrol, Inc., is organized for those 16 to 18 years of age 
wishing training in the handling of boats and other mariners’ activities. Samuel 
L. Mort, of Mort Co., hardware dealers of Philadelphia, Pa., is a very active 
leader in the organization. Commander Mort is shown giving some pointers on 
navigation to one of the ACP’s younger recruits last year. Motor launches in 
the ACP “fleet’’ moor at a boatyard at Hedley St. and the Delaware River. 
Members of the patrol learn navigation, seamanship and how to operate and 
care for marine engines. Uniforms quite like those of the U. S. Navy are used, 
although insignia indicating that wearers are members of the American Coast 
Patrol, plainly indicates that they are not naval personnel. This training is very 
useful to the lads who join the Patrol and later join the U. S. Navy. 


Travels abroad and flying around 
the United States are the hobbies of 
Karl Haugen, president, Schlafer’s 
Inc., Appleton, Wis., hardware store. 
Mr. Haugen is shown standing in 
front of his own plane. He took up 
flying during World War I and has 
been at it ever since. In normal 


times, he spent his vacations in out 
of the way places visiting and living 
with people about whom most of us 
in this country know very little. A 
movie camera accompanied him on 





his vacation trips, color films being 
later shown to school, church and 
civic trips in Appleton and vicinity. 
Films of his trips from 1937 to 1943 
inclusive included visits to the far 
north, and to warmer climates in this 
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Shows Pictures in Basement Areaway 


country and to foreign points. In 
1937 he cruised Alaskan waters on a 
tramp freighter. The following year 
by plane, canoe and dog team he 
went into Hudson's Bay, the next 
year his visit being to Newfoundland 
and Labrador on a trading boat. In 
1940 Mr. Haugen cruised the Amer- 
ican South Seas in a 45-ft. sailboat 
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and the next year he was in the Out 
Islands of the Bahamas on a native 





trading boat. His travels in 1942 in- 
cluded visits to the mountains of 
Kentucky, sponging on the Gulf of 
Mexico and the catching of snakes 
and alligators in the Florida Ever- 
glades. Last year he visited the 
Havasupia Indians “the most isolated 
and little known people in the United 
States.” His films that year included 
his visit to the Grand Canyon and 
ranch life in Arizona as well as an 
Indian pow-wow. 





Everyone using the stairs sees these pictures and many buy them. 


HE Mahler Hardware, Fari- 

bault, Minn., utilizes the wall 
space of the basement section stair- 
way by placing pictures on display. 
The spot is made to order for the 
hanging of a number of pictures 
and quite a few sales result. Farm 











FEDERAL EMPLOYMENT AND THE WAR 
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SOURCE: U.S. DEPARTMENT OF LABOR 
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Showing how federal agencies have grown in wartime. 
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goods and used appliances are 
stored in the basement, so there is 
considerable traffic up and down 
the stairway. Pictures have had a 
good sale at this store. Prices 
range from 50 cents to $5.00, with 
$2.50 being a popular price. 


Correct Answers to 
“Test Your Hardware 
Sense” 


(Questions on page 66) 


1—Answer—An R.O.G. dating is a 
“receipt of goods” dating. Usually re- 
tailers located at distant points ask for 
such a dating because of the time in- 
volved in getting the merchandise. An 
R.O.G. dating» computes the time of 
payment from the date of receipt of the 
merchandise, not from the date of in- 
voice as is the usual custom. 

2—Answer—Rate of turn is three 
times with the $10,000 average inven- 
tory; with the $12,500 inventory, 2.4 
times. 

3—Answer—Delivery costs would be 
5 per cent of $97.00 or $4.85. 

4—Answer—$110.85 is the net in- 
voice cost of the goods. 

5—Answer—Freight is 2 per cent of 
the invoice cost of the goods. 








Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 67 
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SOLID STOCK and DIE SETS 
Cadmium Finish 

ARMSTRONG BROS. Stocks are certified malle- 
able iron, accurately machined and have the bal- 
ance of fine tools. They are smoothly finished so 
they fit comfortably into the hand. 

ARMSTRONG BROS. Dies are of special va- 
nadium tool steel with "back off’ teeth that start 
easier, cut faster with less effort 
and come off pipe without tearing 
or jamming. They cut 
smooth, snug ‘itting 
thread. 
Write for catalog C-39a 


ARMSTRONG BROS. TOOL CO 
The Too! Holder People 

N. FRANCISCO AVE CHICAGO, USA 

tern Warehous & Sales: 199 Lafayette St.. New York 



















YOUR SHARE OF 
INDUSTRIAL '| 
SOLDERING IRON | 
BUSINESS? _ 


One thing 
uncertain days—your best pros- 
pects are those plants engaged 
in defense production. You can 
sell DRAKE Soldering Irons to 
those plants—for DRAKE irons 
have the stamina to take the 
punishment of constant use. In- 
vestigate this “live” prospective 
market. 








is certain in these 


Illustrated here is No. 600-10 (100 
watts, % in. tip) from the line of 
DRAKE Industrial Soldering Irons. 
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ASK YOUR 
JOBBER FOR 
INFORMATION 


DRAKE ELECTRIC WORKS, INC. 


3656 LINCOLN AVE. CHICAGO, ILL. 
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What's Ahead for Business? 


(Continued from page 37) 


wages are vile and labor should re- 
fuse to accept them. If money is no 
good, then War Bonds are no good 
life insurance, with all its human- 
itarian implications, is no good and 
the coins and the bills in Sunday 
morning’s collection are unrighteous. 
If money, and its source—which is 
business, industry, commercial ac- 
tivity—is basically wrong, then life 
itself is basically wrong. If this point 
of view is right, then leaving the 
right to earn out of the Atlantic 
charter, in the long view of history, 
will be judged a serious omission. 
The most vicious economic and 
social sin in history is this present 


| attempt to stigmatize American busi 








ness. For 168 years, Free Enterprise 
has mothered us. Shall we be guilty 
of matricide? 

On the one hand, they call for 
production, beyond anything ever 
dreamed possible. Then they—the 
bureaucrats—turn around and load 
management down with stupid, com- 
plicated directives, which waste 
energy and time sorely needed for 
war production. On the one hand 
they extoll labor. While, on the 
other hand, they seek to destroy the 
very system on which labor depends 
for its existence. 


Demobilization May Come 
Sooner Than We Think 


Perhaps sooner than some expect. 
we will face the demobilization of 
10,000,000 fighting men, with all 
that implies in the way of immedi- 
ately needed jobs. At the same time, 


there are our present millions of war _ 


workers to be considered. Is it any 
wonder that the best brains in Amer- 
ica are viewing, with alarm, this two- 
pronged problem which we must 
face the day this war ends? 

I submit that the only possible 
way to meet this stupendous dual re- 
quirement will be through the proved 
resourcefulness and economic power 
of our free enterprise system. Cer- 
tainly government enterprise, even 
in war, has shown nothing to qualify 
it for the job. I have only to point 
out one instance—the comparative 
showing of the railroads in this war. 
under private management, as 
against their showing, in World War 
One—under government manage- 
ment. 

In World War One, as you recall, 
the government operated the rail- 
roads at a heavy loss which, of 


course, the taxpayers had to 
shoulder. The railroads today, un- 
der private management, are in black 
ink, and contributing substantially 
to the national treasury. Under gov- 
ernment management, vastly less 
tonnage was moved—and punctua!l- 
ity was the exception, rather than 
the rule. Today, under private man- 
agement, with greatly depleted man- 
power, with less trackage, and with 
rolling stock and equipment scarcely 
if ever serviced, the railroads are 
moving raw materials and finished 
products for industry, the man-power 
and equipment for an army of 10,- 
000,000 men, plus the same for a 
navy of 2,000.000—plus the neces- 
sary transportation of civilians, and 
with scarcely a hitch! Raw materials 
for our factories arrive on time. Fin- 
ished goods are picked up and de- 
livered on time. Men and equipment 
are at the water-front, as scheduled. 
If any further demonstration of the 
superior efficiency of private, as 
against government enterprise, were 
ever needed, certainly the railroads 
have supplied the evidence. 


Wherever there has been any op- 
portunity to measure the compara- 
tive, the efficiency of the two systems, 
the demonstration has been equally 
unanswerable. And yet, it is seri- 
ously proposed that we give up free 
enterprise, and accept, in its stead, a 
system which never has and never 
will prove comparable to it. 


You and I know the true facts. So 
what? America’s millions do not yet 
know the full facts. And until they 
are brought to know the true facis, 
our free enterprise system, involving 
labor, industry and business is on 
thin ice. 


“Free Enterprise System” 
Has Been Falsely Painted 


The only reason the people of this 
country don’t unanimously applaud 
the free enterprise system is because 
there has been a deliberate, a highly 
organized and iniquitous crusade to 
stigmatize it—to paint it in false col- 
ors — to deliberately make the pev- 
ple misunderstand it. Can anyone 
deny that Free Enterprise has been 
“smeared ?” 

The people have been told, again, 
and again, and again, that it is just 
a club for the “haves” to beat the 
“have nots” over the head with and 
that it is just a clever devisement 
of the entrenched “money aristocra- 
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cy,” alias “the Bourbons,” alias “the 
Economic Tories” of this country to 
frustrate labor’s efforts to better it- 
self, to thwart human progress, and 
to nullify social gains. 

The bureaucrats have not dared 
remind the people that, out of all 
the gross money which industry and 
management takes in, on the aver- 
age, labor gets 51 per cent and man- 
agement gets to keep less than 2 per 
cent for itself. 

You may be interested in how the 
corporate income dollar of a typical 
American industry was expended in 
1943. Whese published figures were 
verified by reputable, outside ac- 
countants and are authentic. 

51 per cent went for payroll; 

37 per cent for material supplies 
—84 per cent of which went 
into the payrolls of other 
plants; 

6.6 per cent went for taxes; 

5.4 per cent was profit—but 3.6 
per cent was plowed back into 
facilities and equipment to 
make more jobs... . 

1.4 per cent for management. 

If this case is typical, and a study 
of the over-all industrial situation 
will, I believe, reveal that it is typi- 
cal, then labor’s stake in Free En- 
terprise is at least 30 to 40 times 
greater than that of management. 

Labor’s stake in Free Enterprise 
has been recognized by no less a 
labor authority than William H. 
Green, president of the American 
Federation of Labor. At a labor 
meeting in Boston, President Green 
said: “If this country ever gets gov- 
ernmental regimentation, labor will 
suffer most. Labor is therefore 
deeply interested in the preservation 
of private enterprise.” 


“Free Enterprise System” Has 
Stood Acid Test of War 


If any further proof of the superi- 
ority of our free enterprise system 
were needed —then, certainly, the 
war has supplied that proof. The 
Hitler system of a super-state, wher®- 
in men are mere zombies, and not 
human beings, has proved utteriy 
inferior—in deadly, wartime compe- 
tition, with our own. Everyone knows 
that, in the few brief months since 
Pearl Harbor, we have overcome his 
10-year start on us, and hopelessly 
smothered him under an avalanche 
of production, nothing short of 
miraculous. So this, then, is the 
contribution of American Free En- 
terprise, to the winning of the war: 

(1) It has sealed Hitler’s fate, 

and ended his dream of world 
domination; 
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(2) It has helped very materially 
to meet the cost of this war; 

(3) It has set America up as the 
Number One, social, econ- 
omic and political power 
among the nations of the 
earth; 


(4) It has neutralized the ill ef- 
fects of the wildest spending 
spree ever engaged in by any 
nation, in al] history; 

(5) It has positioned us to face 


the critical post-war readjust- 
ment period with reasonable 
confidence; 

(6) It has underwritten the future 
of labor in this country—en- 
abling the American, who 
works with his hands, to live 
in comfort and social dignity; 


~ 


Through its contributions it 
has helped to make sure that 
“government of the people, 
by the people and for the peo- 
ple shall not perish from this 
earth.” 

So, all things considered, it seems 
only reasonable that our free enter- 
prise system should be continued. 
Even bureaucracy indirectly admits 
this—as proved by the fact that in 
every instance, where the govern- 
ment has taken over a plant, or the 
coal mines, or any industry — the 
minute the situation is in hand, bu- 
reaucracy has been quick to return 
the enterprise to private manage- 
ment. Why? Because the job of 
managing business is too hot for any 
bureaucracy to handle. 

I submit that what this country 
needs now is more business in gov- 
ernment and _ less government in 
business. 


The True Story 


This is neither the time nor the 
place to go into all that is being 
done, to protect and to preserve our 
free enterprise system. We have 
ways of getting the true story of 
business and of industry over to the 
people. And I think the hardware 
industry, along with others, can be 
assured that now nothing is being 
neglected to protect the system upon 
which its future depends. 

Assuming that we are going to 
win the war, and that our free enter- 
prise system is not going to be abol- 
ished, what’s ahead for business? 
Specifically what’s ahead for the 
hardware business? It would be 
presumptuous on my part to proph- 
esy. But the controlling facts, I 
think, are visible to all of us. 

There will be a critical period, ini- 
mediately after the war, during 
which industry is reconverting to 

(Continued on page 85) 








Call Ryerson when 





you need steel — any kind, shape, 





or size. Large stocks are available 






at ten convenient plants. Ask for 






a Ryerson Stock List ~your guide 





to quick shipment of steel. 






Principal Products include: 






Bars « Shapes « Structurals « Plates « Sheets 
Floor Plates « Alloy Steels « Stainless Steel 
Shafting + Screw Stock « Wire « Mechanicel 
Tubing « Boiler Tubes « Reinforcing Steels 
Tool Steels « Babbitt « Nuts « Bolts « Rivets 
Welding Rod « Etc. 


JOSEPH T. RYERSON & SON, Inc. 


Plants at: 
CHICAGO, MILWAUKEE, ST. LOUIS, DETROIT, 
CINCINNATI, CLEVELAND, BUFFALO, BOSTON, 
PHILADELPHIA, JERSEY CITY 






















SEL 
3CAR WASHES 
roréa DIME 


A value like this is good news for hardware 
stores. It builds store traffic with 
the customers you want. Car own- 
ers are BUYERS -- in all your 
departments. 


Ask about this item and its four 
fast moving companions—all of 
which sell for a dime. “Little Doc” 

EO cleaners for brushes, windows, rugs, 
— upholstery, refrigerators. Write 
today. 


GUS J. SCHAFFNER CO. 


534 Colifornia Ave 
Avalon, Pittsburgh. 2. Po 
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sca 


LEATHER 
AND 


MAKER FOR 
DEALERS 


Sells readily for many uses. 
Cleans and preserves ALL kinds 
of leather, and imitation leather, 
except suede. Imparts a soft 
fine finish. In 6 oz. and 12 oz. 
cans. 


ASCO CHEMICAL CO. 
641 Lexington Ave., Brooklyn, N. Y. 





















Give — to the 


= 
Red |! Cross 


War Fund 
SILO-SEAL 


A Tested Inside Silo Coating 
Farmers Need It 


@ Used on all type silos. 


@ Year around seller. 
{|| @ Shipped in 5 galion 
| containers. 
(Write for details) 


THE SCHUBERT CO. 
™” North Manchester, Indiana 

















Bid 
AY STEDLADDERS 


r 
——— NON SKID STEPS 


——+ LONG LASTING 


L PURP 
NSURED 
> SAFE 


CT ORP. 


Ah A 
_ WOOD JOINERS 


THEY PULL—CLINCH—HOLD 
The outstanding fastener for anise, repairing 
ORDER NOW FROM YOUR JOBBER 


SUPERIOR FASTENER CORPORATION 
2949 Elston Ave. Chicago (18) Ili. 
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Display Helps Pyramid 
Sales in Giftwares 


(Continued from page 31) 


ers we continue reordering them 
indefinitely.” 

Pottery items offered by the 
| store range in price from 25 cents 
| to $5.00, with $1.00 sellers the best 
| movers. Sales of such items are 
about evenly divided between those 
| bought for personal use and those 

for showers, bridge parties and 
| other gift occasions. On Saturday 
| nights the department is particu- 
larly active for farmers and their 
wives come to town. Although 
many of the ladies will visit the 
| department to seek a_ particular 
|item they have noted on some 
previous visit, many of them will 
| also purchase additional items for 
‘their own use or for gifts for 
others. Like the window display 
| showings, all of these lines in the 
| store are plainly marked, so that 
| no customer need be embarrassed 
| by learning that an item she likes 
is priced higher than she is able 
or willing to pay. With the store’s 
| policy of adding new numbers 
'from time to time the ladies in 
| and around Mt. Joy find it quite 
| worth their while to constantly 
| visit the gift section at Newcomer’s. 





Coming Conventions 
and Events 


American Hardware Manufac- 
turers Association meeting jointly 
with the National Wholesale Hardware 
Association, Oct. 16-19, 1944, at The 
Marlborough-Blenheim, Atlantic City, 
N. J. Charles F. Rockwell, 342 Madi- 
son Ave., New York 17, N. Y., is sec- 
retary-treasurer of ‘the manufacturers’ 
association and George A. Fernley, 505 





tary-treasurer of the wholesalers. 


National Retail Farm Equipment 
Association, National Food Produc- 
ing Equipment Conference, Oct. 10-12, 
1944, at the Knickerbocker Hotel, Chi- 
cago, Ill. Paul C. Mulliken, 207 Hotel 
De Soto Bldg., St. Louis, Mo., is execu- 
tive secretary. 

National Wholesale Hardware 
Association, meeting jointly with the 
American Hardware Manufacturers As- 
sociation, Oct. 16-19, 1944, at The 
Marlborough-Blenheim, Atlantic City, 
N. J. George A. Fernley, 505 Arch St., 
Philadelphia 6, Pa., is secretary-treas- 
urer of the wholesalers. Charles F. 
Rockwell, 342 Madison Ave., New 
York 17, N. Y., is secretary-treasurer 
of the manufacturers’ association. 





Arch St., Philadelphia 6, Pa., is secre- | 











eeervrervr eevee eeeeeeeeereeeeee 


Every sign sold is 
another display for you 


REFLECTO LETTERS CO. 


A COMPLETE LINE 


IE Years Ryoutaliors 








SKILLMAN 


Manufacturers 


BUILDERS HARDWARE 


Locksets 
Cast Shelf Hardware 
A Dependable Product 
PROMPT SHIPMENTS 
SKILLMAN HARDWARE 
MFG. CO. 
Trenton 4, N. J., U.S.A. 











Changes 


New products and new 
trade names are constantly 
being added to the listings 
for the next Directory Num- 
ber of HARDWARE AGE. 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
in, write to the “Who 
Makes It” Editor. He'll be 


glad to serve you. 
HARDWARE AGE 
100 East 42d St. New York City 
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What's Ahead for Business? 


(Continued from page 83) 


peace-time production. You- are 
familiar with the specific steps which 
are being taken to meet that crisis. 
Once this critical period has passed, 
I think we can reasonably expect 
an upturn in business. This war has 
created a great market vacuum. 
which this country, in a great mea- 
sure, will be expected to fill. 

Irrespective of export prospects. 
there will be tremendous demand 
for goods here at home. 


Greater Buying Power 


Our people have been doing with- 
out for a long, long time and they 
will certainly turn gluttons when 
they break their fast. It has alwavs 
happened that way, after previous 
wars in which we have engaged- 
and that trend will be even more 
pronounced in this instance. And. 


because of our great, national war 
bond investments, and unprecedent- 
ed bank savings, our people will 
have greater buying power than ever 
before in all our history. 


Will Need Hardware 


From your standpoint, this will 
mean hardware, rough and finished, 
in tremendous quantities. Many 
homes will be built. Many old 
homes will be remodeled and mod- 
ernized. Many factories will be re- 
vamped, all of which will mean busi- 
ness, and more business, for you. 


I think you may reasonably look 
forward to the biggest and most 
sustained period of prosperity you 
have ever experienced — this, of 
course, on the assumption that our 
free enterprise system is to be per- 
petuated. 

















POST-WAR HOMES 











1,540,000 FAMILIES 
INTEND TO BUILD 





WITHIN SIX MONTHS AFTER THE WAR ENDS 


OR BUY A NEW HOME 
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GRAPHIC BY PiCK-$ 





Illustrating the demand for homes in the post-war period. 


AUGUST 3, 1944 

















CARDED 
STEEL 


HI-TES 


4 


HI-TEST ‘tii: PROTECTORS 


5 

B ORDER 
FROM 
YOUR 
JOBBER 





WEAR LONGER 
EASIER TO ATTACH 


L. KARNO & CO. cnictco7 i 








PUSH 
THESE FOUR 
SURE SELLERS 


NOW! 


NEW IMPROVED 


Ceresan 
Semesan—SemesanJr. 
Semesan Bel" 


Sales increases in these effective seed dis- 
infectants reflect their value to farmers.- 
Capitalize on this growing demand by 
pushing these sure sellers. 


HERE’S HOW WE HELP YOU 


/ Advertising in farm magazines 

/ Local radio advertising 

»/ Articles and publicity 

./ Window streamers, counter cards 

\/ Free booklets for your distribution 
Put your stocks out front. If supplies are 
low, restock from your jobber; or send us 
your order to be filled through a jobber. 


col PONT *REG.U.S.PAT.OFF. 





DU PONT SEMESAN CO. (Inc.) 
Wilmington 98, Del. 
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|  _Chamibied Adwentining Rater | 





Help Wanted. Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $4.00 
All capitals, maximum, 50 words.... 5.00 
Each additional word......... .08 


Positions Wanted 


(Special Rate) set solid, maximum, 
50 words ..... Seescccoces ssescse CD 
Each additional word.........  .05 


Allow Seven Words for Keyed Address or Your Address 


BOXED DISPLAY RATES 
J eee eer 
Each additional inch.......... 





DISCOUNTS FOR CONSECUTIVE INSERTIONS 
4 insertions, 5% off; 8 insertions, 10 % off. 
Due to the special rate, these discounts do 


not apply on Position Wanted Advertise- 


ments. 
REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
wot currency or stamps. 


Samples of Merchandise, Literature, Cata- 
logs, etc., will not be forwarded to boz 
number advertisers unless accompanied by 
sufficient postage for remailing. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 3 mks. 
previous to date of publication. 


Address your correspondence and replies to 


HARDWARE AGE 
Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 








Essential Workers Need Release Statements 








ACCOUNTS WANTED 


Manufacturers Agent well and 
favorably known among Mid- 
west Hardware Wholesalers, 
Mail Order Houses and Chain 
Store Groups wants additional 
accounts of merit. Good repre- 
sentation assured desirable 
lines. 


Address Box H-457, care of HARDWARE AGE 
100 East 42nd Street, New York 7, WN. Y. 








WANTED 
MANUFACTURERS AGENTS FOR 
“LITTLE DOC" PAINT BRUSH CLEANER 
Manufacturers agents wanted to sell our complete 
line of “Little Doe’ concentrated household prod- 
ucts, a8 well as “Little Doc’’ First Aid Kits and 
Supplies. Our line is nationally advertised and sold 
through outstanding automotive and hardware job- 
bers from coast to coast. Advise manufacturers you 

are now representing; territory you cover. 








Gus J. Schoffner Co., Avalon, Pgh. 2, Pa. 





SALESMEN WANTED TO COVER THE 
HARDWARE, FEED, AND SEED TRADE 
FOR MANUFACTURER OF  AGRICUL- 


rURAL INSECTICIDES AND FERTILIZERS. 
EXCLUSIVE TERRITORY. COMMISSION 
ONLY. STATEMENT OF AVAILABILITY 
REQUIRED. COURTMAN CHEMICAL COM- 
cs. COMMERCE PLACE, ELIZABETH 4, 
N. J. 


AN OLD BUILDERS HARDWARE MANU- 
FACTURER needs representation in Ohio, the 
Missouri Valley and the Rocky Mountains Dis 
trict. We prefer a man in each district who 
knows Builders Hardware, the Jobbers, Contract 
Builders Hardware Distributors as well as the 
Line Lumber Companies. Commission Basis. In 


your reply state age, experience, the manufac- 
turers now represented, where you travel and 
the frequency with which you see the trade. 


Statement of availability required. Apply Box 
H-482, care of Harpware Ace, 100 East 42nd St.., 
New York 17, N. ¥ 


MANUFACTURER’S AGENT COVERING 
NORTHERN INDIANA, including Indianapolis 
area, Southwestern Michigan and Eastern & 
Northern Illinois wants lines of hand tools or 
allied items. Covering Hardware, Mill Supply 
and Automotive Fields. Address Box H-483. 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y: 
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Sales 
Promotion 
Man WANTED 


A prominent eastern tool manufac- 
turer selling through the hardware trade, 
wants a man thoroughly experienced in pro- 
moting a nationally-advertised line through 
jobbers and dealers. He should have a record 
in the creation of successful sales promotion 
plans. Give full details about yourself and 
your experience, Address Box H-495, care of 


Harpware AGe, 100 East 42nd St., New York 17, N. Y. 


Statement of availability required. 





DISPLAY MANAGER WANTED 


One of the largest retail hardware stores in New 
England wants a man experienced in display work, 
window trimming and sign painting. An excellent 
opportunity and good salary for a capable man. 
Statement of availability required. Write to— 


CARLISLE HARDWARE CO. 
Springfield, Mass. 











RETIRED AIR CORPS SUPPLY OFFICER, 
experienced, desires exclusive connection with 
MANUFACTURER of reliable repeat sale prod- 
ucts. Prior War enjoyed few years good personal 
sales Jobbers and large retail outlets, first as 
Manufacturer’s Agent, afterwards as Distributor. 


| Can serve as Sales Director, as formerly several 


years successful experience as Sales Manager 
large concern with own men east of Denver. 
Will cooperate promoting your business interest 
with present trade or new trade and items. Guar- 
antees against profit sharing plan, preferred. Re- 
ply in confidence—references exchanged. Address 
Box H-491, care of Harpware Acer, 100 East 
42nd St., New York 17, N. Y. 


INDUSTRIAL AND MILL SUPPLY BUYER 
wanted by Wholesale Hardware Company located 
in East South Central States. Must have had 
sufficient experience to justify having lines en- 
trusted to him. Interested parties please contact 
Box H-478, care of Harpware Ace, 100 East 42rd 
St., New York 17, N. Y. Statement of availability 
required. 














WELL ESTABLISHED 
MANUFACTURERS’ AGENT 


located in rapidly industrializing North Texas 
and now handling several leading lines of air- 
craft and industrial supplies is in a position to 
represent one or more additional accounts. 
Territory includes Texas, Oklah , Louisiana, 
Kansas, and Missouri, and we are now selling 
to principal aircraft manufacturers and other 
large industries in these States. Financially 
sound and well known to the trade we serve. 
Our territory represents profitable present and 
post-war market for aircraft accessories and 
industrial supplies. Write air mail to 


PAN-AM COMPANY 


2015 Fort Worth National Bank Bldg. 
Fort Worth 2, Texas. 











POST WAR PLANNING 

One of Eastern Canada’s Leading Hardware Broker- 
age Firms, Established 1918, Handling Outstanding 
American, Canadian and British Lines, Would Con- 
sider Adding Another Outstanding American Manu- 
facturer to Their Present List of Principals. The 
Advertiser Has Soundest Banking and Commercial 
Rating and Contacts the Jobbing and Industrial 
Trade in Ontario, Quebec and the Maritime Provinces. 
Further Information, etc. Please reply 

Box H-458, care of HARDWARE AGE 

100 East 42nd St., New York 17, N. Y. 











WANTED—LINE OF Roofing, Padlocks, 
Night Latches, Rim and Mortice Locks, and 
Carpenter Toofs, by a Manufacturer’s Agent of 
more than 15 years. Continuous Contacts to the 
Dealer Trade, in Hardware, Building Supplies, 
and Lumber Dealers in the Southeast, on straight 
Commission Basis, for immediate, and after the 
war. Address Box H-477, care of Harpware 
Ace, 100 East 42nd St., New York 17, N. : 





FOR SALE—YOU CAN CLEAR Thirty 
Thousand Dollars a Year, no competition, whole- 
sale and retail seeds, plants, hardware and farm 
supplies—old established nice climate in Maryland, 
home storage buildings, ground, etc. Only twenty 
thousand dollars cash—owner retiring. Address 
Box H-494, care of Harnware Ace, 100 East 
42nd St., New York 17, N. Y. 


DiSTRIBUTOR—Interested in acting as dis- 
tributor or manufacturer’s representative for New 
York City and any parts of the eastern seaboard. 
Have numerous contacts with department stores, 
hardware dealers and jobbers and with public 
utilities and various manufacturing plants. If 
unable to make deliveries at present, interested in 
discussing post war representation. dress— 
Melville L. Wolff, 420 Lexington Ave., New York 
17. A 








NATIONAL SALES ORGANIZATION 
ESTABLISHED 1927 WISHES Additional 
Lines. Covering Hardware, Mill Supply, Elec- 


trical, Automotive Fields. Interested in all open 
territories. Address Box H-464, care of Harp- 
wane Ace, 100 East 42nd St., New York 17, 
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NOTICE —Classified Forms Close Three Weeks Previous to Date of Publication 





Essential Workers Need Release Statements 








SALESMEN WANTED! 
A client of ours is seeking salesmen to carry a 
well known, nationally advertised product as a side 
line—to be sold to hardware and mill supply dealers 
and jobbers. Excellent possibilities. Write, stating 
territory now covered. Statement of availability 
also required. Your letter will be held in strict con- 
fidence. Membe -* client’s organization know of 
this advertisemen ‘ 
SCRIVENER, ° — i. co. 
Advertising A 
534 ate" Bidg.,. een ny 4, N. Y. 








FACTORY REPRESENTATIVE 
Established 15 years, covering California, Ore- 
gon and Washington; can handle additional 
line of merit for jobbers, department and chain 
stores on strictiy commission basis. Can ware- 
house it necessary. 


Address Box H-480, care of HARDWARE AGE 





100 East 42nd St., New York 17, N. Y. 


Distribution — Present and Postwar 
Established — Reliable — Aggressive 
Selling Agents 
ANCO CORPORATION 
Pittsburgh, Penna. 

Branch Offices 


New York — Philadelphia — Detroit 
Chicago — Cleveland — Louisville 
Covering all classes of jobbers. We will 


earry the accounts or you ean bill direct. 


Write for further information and 
references. 

















ATTENTION MANUFACTURERS’ 
AGEN1S AND DISTRIBUTORS: The Presi- 
dent tor 15 years of the Retail Dealers’ Ass’n., 
Hardware Section, who is also President General 
of the Commercial Section of this Ass’n. for the 
District of Montreal, as well as Vice-President of 
Las Marché ands en Quincaillerie Ltd., who has 25 
years’ experience in the hardware business, in- 
vites Distributors’ and Manufacturers’ Agents of 
the United States and Canada to avail themselves 
of an organization of 170 retail hardware and 50 
general stores in the principal centers of the 
Province of Quebec. Centralized shipping will 
effect economies for suppliers. Also have facili- 
ties for assemblying certain articles to still fur- 
ther reduce distribution expense. For complete 
information, write or telenhone: Herve Ravary, 
813, Ontario Est., Montreal. Quebec, Canada— 
Phone: Cherrier 8533. 


FOR JOBBERS, LOW PRICED Air Valves, 
Sets of Water Gauges, Torpedo Levels, for prices 
write to Box H-482, care of Harpware AGr, 
100 East 42nd St., New York 17, N. Y 


HARDWARE BUYER—MAN WITH THOR- 
OUGH KNOWLEDGE of Hardware and kin- 
dred lines, to qualify as Buyer or Assistant 
Buyer in Wholesale concern. Good pay with ex- 
cellent chance for advancement. Statement of 
availability required. Address Box H-489, care 
of Harpware Ace, 100 East 42nd St., New York 
a a a 


WELL FINANCED SALES “ORG: ANIZA- 
TION, in business 24 years, thinking about the 
post-war period now. Have specialized in high 
grade builders’ hardware exclusively but have 
had a background of general wholesale hardware. 
Interested, immediately, in arranging sales rep- 
resentation in Eastern area for strictly high grade 
lines, preferably high unit of sale items. State- 
ment of availability required. Ostrander & Eshle- 

















man, Inc., 40 E. 49th St., New York, me UW 
FIRE EXTINGUISHERS are easy to sell 
nowadays. Sales Agents and Distributors wanted 


for popular $3 Dry Chemical Fire Extinguisher 
sold to jobbers, dealers and war plants. House- 
hold, Automotive and Industrial units available. 
Liberal trade discounts. Product established 10 


vears. Many fine testimonials. Address—FIRE- 
KILLER MFG. CO., 106 N. Franklin St., Syra- 
cuse, N. Y. 





MANUFACTURER’S AGENT INTERESTED 
IN acting as Representative for Manufacturer of 





Hardware or Specialty lines. Now calling on 
Jobbers in Mid-Western States. Address Pox 
574, Sioux City, Towa. 

SALESMEN WANTED TO SELL ROOF. 


ING on Commission basis calling on Hardware 
Stores in the State of Connecticut. Statement of 
availahility required. Address Box H-451, care 
< —— Ace, 100 East 42nd St., New York 
17, N. ! 


MANUFACTURER’S AGENTS WANTED 
TO SELL Line of Builders, Cabinet and Shelf 
Hardware to Hardware Wholesalers. Territory 
West Coast and South. Statement of availabilit: 
required. Address Box H-486, care of Harpwarr 
Ace, 100 East 42nd St., New York 17. N. Y 
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LINES WANTED. WE ARE _INTER- 
ESTED AS FACTORY REPRESENTATIVES 
IN ITEMS THAT CAN BE MERCHAN- 
DISED THROUGH THE WHOLESALERS, 
HARDWARE, ELECTRICAL, AND DRUG, 
FOR THE FOUR SOUTHWESTERN 
STATES: TEXAS, OKLAHOMA, ARKAN- 
SAS, AND LOUISIANA. HAVE BEEN IN 
THIS MARKET MANY YEARS AND KNOW 
ALL_ THE OUTLETS. ADDRESS BOX 
H-467, CARE OF HARDWARE AGE, 109 
EAST 42ND STREET, NEW YORK 17, N. Y. 





LADY WANTS JOB in retail hardware store. 
Prefer middle-west small town or medium size 
city. Many years of experience with well known 
hardware jobber. Can sell, keep simple books, 
check stock, etc. Not afraid of work. Address 
Box H-481, care of a Ace, 100 East 





42nd St., New York 17, N. 
SALES HELP WANTED — MANUFAC- 
TURER’S REPRESENTATIVE TO SELL 


FIBRE WASTEBASKETS to Department Stores 
and Hardware Jobbers. Entire West Coast, Es- 
tablished Clientele Preferred. Commission. State 
Fully Past Experience. Statement of availability 
required. Fibrean Corporation, 12th Avenue, 
Whitestone, Long Island, New York. 


EXPERIENCED MERCHANDISER 
WANTED to establish and supervise in a num 
ber of branch houses in Central and Southern 
States a quality line of farmers hardware and 
tools for a financially successful company dealing 
in dairy farm supplies and equipment. Statement 





of availability required. Address Box H-475, 
care of Harpware Ace, 100 East 42nd St., 
New York 17, N. Y. 





TERRITORY OPEN WITH ESTABLISHED 
ACCOUNTS for Reliable Salesmen calling on 
Better Hardware and Mill Supply Houses as well 
as Allied Concerns wanted by Reputable House 





for All States except East of Pittsburch and 
except Calif., Oregon, Wash. Statement of avail- 
ability required. Address Box H-485. care of 
Harvowart Acr, 100 East 42nd St., New York 
7. W.. Es 

WANTED—MAN WITH RETAIL HARD 


WARE Store experience in a growing Vermont 
town. References and recommendations from pre- 
vious emplovers requested. Statement of avail 
ahility required. Address Box H-487. care of 
HARDWARE Acr, 100 East 42nd St., New York 
i7.. Bs 





DEPENDABLE WHOLESALE CHICKS— 
50.000 WEEKLY. Year round hatches. 18 
Purebreeds & Crosshreeds. Postal brings litera- 
ture. STANDARD HATCHERIES, 121 W. 
Third St., Terre Haute, Ind. 


EXPERIENCED AND TRU STWORTHY 
SAITLESMAN DESIRES to represent Manufac- 
turer for—or Distributor to—-The Building and 
Allied Trades in Metropolitan New York on im- 
mediate and post war business. Address Box 496, 
care of Harpware Acer, 100 East 42nd St.. New 


| York 17, N. Y¥ 





| with 
| ACE 





BUYER 


Experienced — Tools — Shelf Hardware — House- 
wares—For Young, Growing Philadelphia Jobber. 
Must Know The Business. Good Opportunity 
For Someone Willing To Grow With The Busi- 
ness. Write With Full Particulars To 

Box H-468, care of HARDWARE AGE 

100 East 42nd St., New York 17, N. Y. 

<€ ’ of Sl abeili y required. 











WE NEED ONE ADDITIONAL LINE 


for Jobbers, Chains and Department 

Stores for Missouri, Iowa, Illinois, 

Nebraska, Kansas and Oklahoma. 
Herman M. Kruse & Associates, 


301 Forest, 
St. Louis 19, Mo. 











REPRESENTATIVE — WANTED: 

OPPORTUNITY for man calling 
on Wholesale trade and large retailers selling 6 
inch stainless steel rule with dept. gauge. Divi- 
sions in 32nds. and 64ths. Decimal equivalents 
on back. Some of our men make several hundred 
dollars monthly. Twelve on attractive display 
card—No price printed on card. Big appeal, ex 
cellent commissions to salesman. Continuous re 
peater. Mark Specialty Company, 406 Temple 
Bldg., Rochester 4, N. Y. 


EXPERIENCED SALESMAN _ DESIRES 
CONNECTION WITH Reputable Manufacture: 
or Jobber for the West Coast (Calif.—Oregon 
Wash.) Have well established accounts in Hard 
ware, Mill Supplies and Allied Lines. Address 
Rox H-484, care of Harnware Acer, 100 East 
42nd St.. New York 17, N. Y. 


SALES 
UNUSDUAI 





HARDWARE SALESMAN WITH MANY 
YEARS’ successful traveling experience with 
Jobber, desires contact with Jobber or Manufac- 
turer wishing to cover Central and Western New 
York State. Available any time or arrange for 
post-war service. Address Box H-462, care of 
Harpware Ace, 100 East 42nd St., New York 
7, ms 


MANUFACTURER’S REPRESENTATIVE 
OR DISTRIBUTOR, interested in representation 
for New England or any part. Years of experi 
ence contacting Jobbers. Retailers, |.umber Yards 
and Manufacturing Plants. Thorough, honest, 
reliable, executive ability, capable of good rep 
resentation, at present and for Post War. Ad 
dress, Ray Hathaway, 9 Twiss Ave., Meriden, 
Conn. 

OPPORTUNITY FOR MAN TO WORK 
merchandise manager setting up SUPER 
STORES in Middl@ & Northwest States. 
Shonld know hardware, be handy with tools. 
Will train. advance to supervisor when abili 
permits. Expenses paid. earnines based non 
ability and application. Statement of availability 
required. Write Ace Stores ar evening Ser 
vice, 1319 So. _Michigan Ave.. Ch icraen, TH 


WANTE D. MANUFACTU RERS’ AGENTS 
CALLING OWN hardware, paint, lumber, house 











| furnishings dealers and jobbers to sell nationally 


known 
proposition for live wires. 
care of Harnware Acer, 100 East 


waterproofing products. Very interesting 
Address Box H-493 
42nd St., New 


York 17, N. ¥ a , 

HARDWARE MEN—STOCK CLERKS AND 
ORDER FILLERS. Permanent Position. Ex 
cellent Pay. Statement of availability required 





Address Box H-490, care of Harnware Ace, 100 
East 42nd St.. New York 17. N. Y 

WANT ITEMS FOR JOBBERS, | MANU 
FACTURERS and Chain Stores on Commission 
Basis. Have Buyers for Miscellaneous Merchan 
dise and Closeout Items Prefer Short Lines 
| Address Box H-492, care of Harnpware Ace, 100 
| East 42nd _ St.. New York 17, N.Y. _ es 

SALESMAN CALLING ON HARDWARE 


TRADE in Southern Florida territory wants addi 


tional line. Straight commission hasis. Address 
Box H-479, care of Harpware Acer, 1090 East 
42nd St.. New York 17, N. Y 

8&7 











FAULKNER 


MOLDING MORTAR 
Makes Cracked 
Furnace Pots 

And Stoves Better 
Than Ever 





Dry 
water, 


only add 
solid stone- 
like lining ‘ guaranteed 
at 2500° F.—25, 50, 100 pound 
bags. Used for 20 years. 

Write today for prices. 


<K 
The J. A. FAULKNER REFRACTORIES CO. 
202 MAHONING BANK BLDG., YOUNGSTOWN, OHIO 


cement mix, 
forms a 











MANSFIELD 

TIRE & RUBBER CO. 
MANSFIELD, OHIO 

Distributed Thru Wholesalers Only 


MANSFIELD 
UNITED 








If you’re a city fel- 
ler you don’t know 
how a leech sticks 
— but if you’ve ever 

en to the “ole 
swimmin’ hole”’— 
you know how a 


leech sticks. 





STICKS LIKE A~ 





FLUID CEMENT 


REG. U. S. PATENT OFFICE 1932 


We believe Leech Cements, including a special Model 
Builder’s Cement, have more all around uses than any 
other cementon the market. Attractively packed and 
carded in sales-compelling displays— carries good mar- 
gin for both retailer and jobber. You can add it to 


your line at a profit. Drop us a postcard for prices. 


LEECH PRODUCTS CO. Box 243-C Hutchinson Ks. 














Genuine “DOMES SILENCE 





SLIDE SILENTLY- SOFTLY SMOOTHLY 
-10c SET 





SAVE FURNITURE 
& FLOORS -CREATE QUIET 


Look for name 
“Domes of Silence" 















Insulated Cushion Glides 





Domes of Sil — 


For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 





Ask your Jobber If he 


DOMES of SILENCE, Inc., 35 P 


| McKinney Mfg. Co. 





Ondex SJo 


Rdwenrtisera 
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American Chain & Cable Co., 
American Chain Div. ........ 


Inc. 


American Shearer Mfg. Co. ... 


Armstrong Bros. Tool Co. . 
Asco Chemical Co. 
Atkins & Co., E. C. 
Atlas Asbestos Co 
Atlas Tack Co 


Briddell, inc., Chas. D. 


c 
Chicago Spring Hinge Co. . 


Cleveland Chain & Mfg. Co., 


Columbian Rope Co. 


D 
Dearborn Stove Co. 
Dempster Mill Mfg. Co. 
Dixon Crucible Co., 
Domes of Silence 


Drake Electric Works, Inc. .. 
Dri-Kleen Co. 
Du Pont Semesan Co., Inc. 


E 


Electro-Line Fence Co. 


Farm Journal 


Faulkner Refractories Co., The J. A. 


G 


Great Neck Sow 


Inc. 


J 


Juvenile Health Products Co 


K 
Karno & Co., Inc., L. 


Kau! Importing Agency, 


Kay-Tite Co. cake td 


L 


Lamson & Sessions Co. 
Leech Products Co. . 
Lockwood Hdwe. Mfg. Co. 


Macklin Co. 
Mansfield Tire & Rubber Co. 
McKee Glass Co. 


MG. einaarienn 


Inc. 


ecb ecseccesons 55 


. 82 


. & 


. 


The 


Manufacturers, 


16, 


SE8SsBSszre 


77 
84 


84 
89 
12 
46 
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17 | 


| 


ll 
. 233 


Meyercord Co. (Nameplate Div.) 


Miller, Inc., Robert E. 
Milwaukee Lace Paper Co. 
Mortell Co., J. W. 
Myers & Bro. Co., 


Sey eee 88 
esecees 49 


53 


6 





N 
National ideal Co., The ..... 14 
National Mfg. Co. ...... ; 68 
National Screw & Mfg. Co. 1 


° 
Ohio Products Co., The ......... 12 
Pp 
Parker-McCrory Mfg. Co. ... 62 
Peck, Stow & Wilcox Co. 7 
Q 
Reflecto Letters Co. ..... 84 
Remington Arms Co., Inc. ....... 35 
Riegel Textile Corp. ...... a 
a ee ae eee 65 
Rockford Brass Works ........ 73 
Rogers Isinglass & Giue Co. ..... 70 
Russell, Burdsall & Ward Bolt & 
RRR aaa 6! 
Ryerson & Son, Inc., Jos. T. 83 
$s 
| Sdvogran Co., The 89 
Schaffner Co., Gus J. ... avees ae 
Schalk Chemical Co. ............ 78 
ee ig WHOM wi cddecacacacdan 84 
Shapleigh Hardware Co. ....... 92 
Sheffield Bronze Powder & Stencil 
= eae Pe rere here re i 
Silex Co., Th Lanioneeens 20 
Skillmon Hdwe. Mfg. Co. ........ 84 
Sule, tene., Landen P. ......<.... 89 
Solo Products Corp. ............ 78 
FE EE. 3 penseponinseiendde 89 
SE EEE. nncndcadeseeceuuataen 5 
Starline, Inc. di oagakhedut Caiieas ae 
Stevens Walden, Inc. ............. 80 
Superior Fastener Corp. ........ Bd 
| Swift & Co., ‘'Vigoro Div." ...... 15 
T 
Tennessee Enamel Mfg. Co. 79 
Tennessee Valley Associates ...... 51 
Were Bg; Ce. ...060.cccccese, @ 
ee DE GK i Fa nccsaneicsicss Me 
SEED ..dhadnctocese és ey 
U 
Union Hardware Co. .............. 50 
a kB ere 
Ww 
Wood Shovel & Tool Co., The 18 
Woodenware Products Corp. ... 84 
Wooster Brush Co. .............- 2 
. ! 
Yale & Towne Mfg. Co. ........ 3 


HARDWARE AGE 




















it & 


89 
83 
. 78 


92 


ioted 20 


—— 
78 
89 


os 
. 88 


79 
5! 
42 
4\ 


50 
. SI 


AGE 











Ask Your Jobber! 


THE SAVOGRAN CO. 
India Wharf, Boston, Mass. 

























Your customers will demand SOSS 
INVISIBLE HINGES because of the 
flush, streamlined effect these hinges 
provide for doors, panels and cabinet 
work of all kinds. Nationally adver- 
tised in the Saturday Evening Post 
and Architectural Journals. It pays } 

to stock them. Write for information. + 














Working full-tilt on war contracts, 
Columbian is nevertheless able to 
produce limited quantities of rope 
for civilian use, from the best pos- 
sible fibre authorized by the 
United States Government. In 
war, as in peacetime, it pays to 
use Columbian. 


SOSS MANUFACTURING COMPANY 
21779 Heover Road + Detroit 13, Michigan 





COLUMBIAN ROPE CO. 


Auburn, “The Cordage City," N.Y 











IDAZAZ NY 


for Safety . Economy - Good Service S> 
THE CLEVELAND CHAIN & MFG. co. © 


ONE DOZEN SELLS ANOTHER 
Wh : 
en You Know The Trade-Name || | hen you stock GRAPHITE SLIPSTIK 


of the product you want, the quickest way to 
determine: “Who Makes It?” is to turn to the RETAILS DIXON’S fast rub-on lubricant 
General Directory Section of the Merchandise try Sell Dixon’ , . 
Directory Number of HARDWARE AGE and tone eaters orimy Baebes cond oo 
ou will find the trade-name listed alphabeti- eee eee eens, Reeante anrene ga on 
y , Pp: : household friction-fighting jobs--“fixing” doors, 
cally under the product heading of the item in windows, drawers, and everything that sticks, 
question. Alongside the trade-name you will squeaks or: squeals. It’s a medium-soft wax-like 
find the name of the manufacturer. Alphabeti- graphite lubricant which adheres lastingly to metal, 


cally arranged in the same list you will find wood, leather and all hard and soft materials. 
she fem mathe tak elivent. Investigate SLIPSTIK today. Write Dept. 40. 


HARDWARE AGE iia DIXON CRUCIBLE — JERSEY CITY 3, N. J: 


100 East 42nd Street New York City | eet unis <dinctinad - Ceneatestahammieenoliinateay 
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PAINT CONDITIONER 
SCRAPER 


e PUTTY KNIFE 
NS 


Wie 






) 





There are no substitutes for quality—buy RED DEVIL Modern-line 
GLASS CUTTERS, glaziers and painters tools and machines. 


LANDON P. SMITH Inc. Irvington, New dersey,¢U. $ $. A. 














Hacksaws 
Keyhole Saws 
All Other Types 


Handsaws 
Crosscut Saws 


















Ind. 





E. C. ATKINS AND COMPANY, 410 So. Illinois St., Indianapolis 9, 


AUGUST 3, 1944 89 











Everything You Should Know About 
BUILDERS’ HARDWARE 


Easy to read and easy to understand in the only 
up-to-date and complete text book on all phases 7 
of this important and profitable basic hardware line. Tahing 4 


“TAKING THE MYSTERY OUT OF 
BUILDERS’ HARDWARE” 


PREPARE YOURSELF TO— 
e Obtain those big contract priority orders being placed 
every day for war-time requirements. 


f 


My ste UY 


s 
; 


Out oF 


“RS 
—+~ BUILDER? 
<> WARDWARE 


anow Nt 
Pe ie 


@ Obtain V-Day delivery orders for jobs now on the dratft- 


ing boards of architects and builders. 


@ Have the knowledge necessary to get a big share of the 
expected volume in builders’ hardware following the War. 


@ Become a real specialist. Good builders’ hardware men 
are scarce now and will be even scarcer when peace 


returns. 








Here are some of the features and 
profitable ideas in this book that will 
mean more dollars for you! 


220 pages—page size 81/2 x Il inches— 

cloth bound to withstand hard usage. 
"How to bring prospects into your store. 

Suggestions on making bids that will mean 
more sales and profits to you. 

How: to cash in on the sale of replacements 
and “follow-up” items. 

A wealth of specific information on equip- 
ping public buildings. 

Nine comparative charts which show you 
how to match different items. 

A working Blue Print, size 25 x 11] inches, 
Glossary of more than 300 Technical Build- 
ers’ Hardware Terms, Cross Reference In- 
dex, etc. 

Over 600 Illustrations, Charts and Diagrams. 

27 Illustrations of Different Builders’ Hard- 
ware Display Rooms 

Glossary of more than 300 Technical Build- 
ers’ Hardware terms—Cross Reference 
Index 








ae 


WAS $3.—NOW ONLY $2. 


Order Your Copy Now! 


If you are one of the many hardware men who have always 
wanted to know more about Builders’ Hardware—and how to make 
more profit from its sale—but could not, because of the lack of 
information on this subject—“TAKING THE MYSTERY OUT OF 
BUILDERS’ HARDWARE” is the book for you. 


You will get the benefits of the author's, Adon H. Brownell, life- 
time experience in successfully selling, buying and manufacturing 
Builders’ Hardware. You will be shown how to quickly and easily 
set up a Builders’ Hardware department capable of servicing all 
the needs of your community from the average home to schools, 
hotels, office buildings, churches, apartments, etc. 


You'll also be shown how to read blue prints, and to specify 
jobs; how to work with property owners, contractors and archi- 
tects; how to use Builders’ Hardware to increase sales in your 
other departments. 


The experienced architectural hardware consultant will want this 
book for its use as a handy reference work. The beginner will 
want it as a text book to use as the only complete home study 
course in this subject ever published. 


Your clerks, too, should have this new book. They will become 
more valuable to you and more valuable to themselves by reading 
and studying it. 





MAIL THIS COUPON TODAY! 


Hardware Age, 100 East 42nd St., New York 17, N. Y. 
Please send me . copies of “Taking the Mystery Out of Builders’ Hardware” by Adon H. 
— I will pay the postman $2 each, plus a few cents postage. (Canada and Foreign Countries 
.50) 














HARDWARE AGE 














farmers know about 
ne Barn Equipment 


Means a BIGGER AND LONGER 
Market for Starline dealers... 


Farmers know that Starline has specialized in Barn 
Equipment for 60 years ... that many of today’s barn 
equipment improvements were originated, patented 


and perfected FIRST by Starline . . . that Starline will 





always have the latest and best in time-and-labor 
saving barn equipment features ... and that Starline 


Barn Equipment is their best way to greater milk pro- 





duction and lower production costs. That is why to- 
day's big demand for Starline equipment will continue 


for years to come. 


and dealers know... . 


that they can “Look to Starline” for the best 
in sales promotion and advertising .. . the 
best in deliveries . . . and the best in dealer 
relations and cooperation. 








Buy More War Bonds Now! 


STARLINE, INC., Harvard, Ill., Albany, N. 
Keeping Up the Health Rate Keeps Down the Death Rate 








TOUGH WAR cy PEACE 


dvays in the Teont kinks tf 


— 


During the War the Fine Material and Skill required 

in the manufacture of these Shears is needed by 

our Country, consequently, the quantity available 

for civilian use is limited. Now it is ‘VICTORY FIRST” 
then DiamMovD EDGE and KEEN KUTTER Cutlery & Tools. 


SHAPLEIGH HARDWARE COMPANY 


> EF LOUGS 








Shapleigh National Series No. 2430 





